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Visualizing six separate features for 
modern home interior. See page 39 
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A Comprehensive Service 
To the Forest Industries 








Forest Engineering. 

Timber Estimating. 

Timber Appraising. 

Forest Mapping. 

Aerial Forest Surveying. 

Timber Financing. 

Management of Lumbering Operations. 
Management of Timberland Estates. 
Purchase or Sale of Timberlands. 
Explorations and Timber Prospecting. 


Consulting Work. 


Send for Illustrated Booklet describing 
nature of our services. 


James D. LA C E Yo Co. 
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Large, Well Assorted | i 
Stocks of Shingles | 
Insure Quick Service || 


You know our entire facilities are de- | HY 
voted to the manufacture of just one 
product — “Ruskin Brand” FE.dgwood ith 
Edge Grain shingles. Ni 
The most improved type of machinery, Mil 
a corps of experienced and_ skilled 
workmen and a battery of modern dry = 
kilns guarantee the production of finest = 
quality shingles. 











One of the most attractive features of HN 
our plant is the extensive storage shed 
capacity. Here we keep a well as- 
sorted stock of all grades and sizes of 
shingles in the various packs. Rush 
orders can be promptly filled at all 
times. 


sas eee treed 


Our “10-Pay” Financing Plan will 
minimize your competition on re-roof- 
ing business. Write now for complete 
particulars. 


STOLTZE 


Manufacturing Co., Ltd. 
518-519 Vancouver Slock, 
VANCOUVER, B.C. 

























































































FTER three years of rigid tests and constant 
experimentation, we have proved _ that 
“ARRO-MATIC SEAL-BAK” closet lin- 


ing is better than any other lining. 





Our special process of sealing the back of each { 
finished strip prevents any loss of the essential moth  }| 
deterring cedar odor from the back. All aroma must {} 
come out into the clothes closet. 


Give your trade this cedar closet lining which is 
different, better and backed by a printed guarantee. 
It costs no more than ordinary cedar closet lining. 





Write now for a sample and present 


Thi» wuarantee on Every Bundle a 
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prices. You can't afford to be with- 


Se Ease SEAL-BAK” in Guarantee 


=F HIS package contains genuine ARRO 
MATIC SEAL-BAK Cedar Closet Lining 
made from choicest Aromatic Red Cedar, 
| exactingly machined to highest standards. 
) The back of each strip is SEALED to pre- 
CEDAR. CO. 


vent dissipation and loss of the valuable Cedar Odor, 
thereby making the entire odor emit from the face of 
the material, concentrating the odor into the closet 
interior after installation, thus greatly adding to its life 





ind eff » 
ST EV E N S Oo N > A L A . ; phere applied for) was originated and 
U - Ss . a ® is manufactured by us exclusively. 











PIONEER MFRS-OF AROMATIC CEDAR CLOSET LINING SINCE 1923 





Every Lumber Dealer j 
Should Read Thise 


“Our estimator in our general office has 
used ‘Automatic Building Costs’, has checked 
the figures arrived at and has found them sur- 
prisingly accurate. He advises me that he can 
estimate an ordinary small house with 
‘Automatic Building Costs’ in from 3 to 15 
minutes, as he has timed himself on a number 
of occasions.” 

—Spahn & Rose Lumber Co. 
Dubuque, Iowa. 
By G. D. Rose, President. 


You, too, can figure all types of houses— 
frame, brick, stucco, plain gable, Dutch Colo- 
nial or English design —ten times faster 
with “Automatic Building Costs” than with 
any other method. It'll cost you just $15 to 
end your figuring problems for all time. 


AMERICAN LUMBERMAN, 
431 South Dearborn St., Chicago, Ill. 
{ should like to see “Automatic Building Costs.” *Send mea copy for 


10 days FREE examination. It is agreed that if I do not want to buy this 
book, I may return it without obligation. 


*Subject to approval of Management. 
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READ WHEREVER LUMBER IS CUT OR 

SOLD AND REGARDED BY THE TRADE 

AS AUTHORITY IN LUMBER MATTERS 
4 
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AMERICAN LUMBERMAN 


Extended Credit on Materials for 
Farm Storage Buildings 


WING to the fact that the har- 
vesting of grain is concentrated 
into a few weeks of summer while 
its milling and consumption are spread 
over the entire twelve months of the 


year, it is necessary to store farm 
grain crops for considerable periods 
awaiting consumptive demand. Nor- 
mally, the cereal crops move from 


farm to market in large volume im- 
mediately upon being harvested, and 
they are stored for some time in ele- 
vators locally or at large consuming, 
distributing or Un- 
der this system the farmer commonly 


milling centers. 


sells in a glutted market at a low price, 
and profit from withholding from an 
unready market is realized, if at all, 
by other factors between the farmer 
and the ultimate consumer. 

Since storage is an essential proce- 
dure in the marketing and milling of 
grain, and since practically every cost 
factor involved in storage is lowest at 
the point of production, it would ap- 
pear that the more general storage of 
grain on the farms is warranted on 
Already 
there is a surplus of grain on hand, 
and not many weeks will elapse before 
the earliest harvests of wheat, for ex- 
ample, will begin, to move out of pro- 
ducers’ hands and thus to exert a de- 
pressing influence upon a market al- 
ready at a dishearteningly low level. 

A major obstacle in the way of farm 
storage is the lack of adequate storage 
facilities ; 


the sound basis of economy. 


deterrent to 
the building of granaries and corncribs 
on the farms is the lack of money in 
farmers’ hands. 


and a serious 


So far as demand and 
supply of building materials are con- 
cerned, the lumber industry is in about 
the same situation as the farmers are 
in: the supply is abundant but the de- 
mand is wanting. If, therefore, means 
could be found for financing sales ot 
lumber to farmers for the building of 
adequate grain storage facilities on the 
farms, both the lumbermen and _ the 
farmers ultimately would benefit. 

At the annual meeting of the Na- 
tional Lumber Manufacturers’ Asso- 
ciation held some time ago Alexander 
Legge, formerly chairman of the farm 
board and now manager of the Inter- 
national Harvester Co., proposed farm 
storage of grain as a remedy for the 
farmers’ ills and an aid to lumbermen. 
Since that meeting, several members 
of the home finance committee of the 
National association have discussed 
the proposal with Mr. Legge in con- 


~ 


siderable detail. Mr. Legge suggested 
that lumbermen form finance corpora- 
tions to provide funds for extending 
credit to farmers for building granaries 
and other 


farm buildings, 
lle explained that his company sold 


necessary 


tractors to farmers on contracts that 
enabled buyers to for the ma- 
chines from savings effected by their 


pay 


use, commonly in two or three years. 

extending credit to farmers is not 
in itself a new experience to lumber- 
men. In fact, it is believed that Mr. 
Legge’s proposal has some advantages 
the normal method of handling 
farm credits that would make a strong 


over 
Instead of be- 
ing on open accounts with no definite 
times of payment interest 


Building Exhibits as 


Home 


T IS more than probable that few 
sellers of materials for building and 
furnishing homes ever get precisely 

the viewpoint of the novice who con- 
templates the buying or building of a 
home. 


appeal to lumbermen. 


and no 


This may be the home buyer's 
first sizable investment and it may in- 
volve the expenditure of most if not 
all of the savings of many years, ac- 
cumulated in small amounts at great 
sacrifice. If the 
made on a deferred payment plan, the 
conditions merely 


purchase is to be 


he 
must look forward to many years of 


are reversed > 
self denial coupled with careful hus- 
banding of resources. 

Because so much is involved in the 


buying and furnishing of a_ home, 
everybody who supplies any part of 


the completed and furnished structure 
ought to direct all his efforts toward 
pleasing and the buyer, 
while keeping the cost within the abil- 
ity to pay. 


satisiving 


There can be no denying 
the fact that thousands of home buy- 
ers have been disappointed in their 1n- 
vestments, and not infrequently this 
disappointment has been owing to in- 
adequate planning, to jerry building 
or to neglect of one or more features 
of construction that were indispens- 
able for the family concerned. 

Of course the fundamental difficulty 
in choosing the plans, materials and 
furnishings for a home is in visualiz- 
ing the completed structure. That is 
why it is so much easier to sell a com- 
pleted home than to sell the materials 
for it, and it is for the same reason 


May 23, 1931 
charges, the proposed method would 
include written contracts, definite jy 
their terms with respect to both in. 
terest and times of payment. 
Undoubtedly, the lumber industry 
has enough of the experience of the 
farm implement, automobile, radio and 
other industries in the way of instal- 
nent financing to draw upon to en- 
able it to create a financing corpora- 
tion that shall meet every essential re- 
quirement. It should be practicable 
for the industry to use such a finan- 
cial agency to systematize credits 
within the industry and put the en. 
tire credit situation on a sounder basis 
than it is on at present. At any rate, 
there are doubtless many lumber deal- 
who extend credit to thei 
farmer customers to build needed gran- 
aries and corneribs for storage of their 


ers can 


crops. This should be a safe invest- 
ment for the farmer and a_ profitable 


one for the lumberman. 


Means of Promoting 
Building 


that home interiors and 
equipment are helpful to prospective 
buyers in deciding what to buy. [very- 


exhibits of 


body likes to see the house and its 
equipment as nearly as possible as 
they will be when he lives with them. 
exhibits of some kind have come to 
be almost indispensable to the sale of 
nearly everything related to the home, 
from the structure itself to the last bit 
of furnishing and equipment. Begin- 
ning only a few years ago with small 
and inadequate show windows, many 
retail lumbermen have enlarged upon 
the idea until they are able to sell the 
home owning and furnishing idea ina 
satisfactory way. They can go a long 
way toward demonstrating everything 
that enters into and contributes to the 
building of a satisfactory home. 
Wherever the size of the community 
permits its maintenance the permanent 
home builders’ exhibit will prove to 
be an effective instrumentality for pro- 
moting interest in home ownership. 
Such exhibits can be made extremely 
attractive and very informative. While 
they may be of interest primarily to 
persons who already contemplate the 
purchase of homes or of equipment, 
they undoubtedly attract many other 
persons who at the time are not defi- 
nitely interested in homes or furnish- 
ings, but who are so impressed with 
what they see that they become inter- 
ested. The exhibit is a form of sales 


promotion ‘that should be used wher- 
ever possible and to the greatest pos- 
sible, extent, 
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Lumber’s Best Hope of Holding and 
Extending Its Markets 


F THE lumber industry is seeking 
the most effective methods of mer- 
chandising its product it needs only 
into the methods that have 
heen used by producers of other 
building materials in invading markets 
formerly held by lumber. [Tor years 
manufacturers of lumber have offered 
an unnamed, unidentified, loosely 
standardized product in competition 
with building materials that have car- 
ried the grade-marks, trade-marks and 
guaranties of their producers, and that 
have been pushed and supported by 
vigorous advertising and sales meth- 


to look 


ods. 

Not only have the methods used by 
producers of other materials been ef- 
fective in ousting lumber from its 
logical markets but the same methods 
when used by lumber manufacturers 
have proved equally effective in hold- 
ing and extending markets for lumber. 
Happily for the lumber industry, it is 
being afforded practical demonstra- 
tions in increasing numbers of the sale 
of trade-marked, grade-marked, pack- 
aged and identified lumber. products. 
Lumber manufacturers 


who have 


striven for excellence and uniformity 
of product and have worked through 
retail distributers by means of system- 
atic, intelligent advertising and sales 
promotion have proved that lumber 
can be sold at a profit whatever the 
competition may be. Several lumber 
manufacturers have developed sales 
programs of this type that deserve the 
highest praise. 

It has been lumber’s misfortune to 
find profit for many years without the 
use of methods that meanwhile were 
building up powerful rivals. Lumber 
began without advertising; its rivals 
largely began with it. Lumber de- 
pended upon its ancient prestige to 
hold its markets; its rivals used sales 
enterprise and effective publicity to 
create prestige. Lumbermen have be- 
gun to the necessity of 
adopting a different policy from that of 
the past. This newer viewpoint was 
well presented by H. W. Bunker, pres- 
ident of the Coos Bay Lumber Co., 
San Francisco, in an address before 
a meeting of the West Coast Lum- 
bermen’s Association, at Portland, 
Ore., last week. Mr. Bunker’s address 


recognize 
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appears elsewhere in this issue. It 
deserves a careful reading by lumber 
manufacturers. 

In an appeal for support of the ad- 
vertising campaign of the West Coast 
and the National associations, Mr. 
sunker said: 

“The makers of every building ma- 
terial that is used with or in place of 
lumber are energetically campaigning 
all of the time to expand the use of 
their particular product. Not only is 
lumber being openly legislated out of 
business, but the urge is constantly 
upon engineers and architects to spec- 
ify some other commodity. This urge 
comes not only from the representa- 
tives of manufacturers, but 
sociations of 
products.” 


from 
manufacturers of other 


as- 


_ Without at all ignoring differences 
between conditions affecting lumber 
manufacture and those affecting com- 
peting materials, it may be asserted 
that the lumber industry’s salvation 
will be effected only through the 
adoption and persistent use of adver- 
tising and sales promotion methods 
that have become almost universal in 
the business world. For a long time 
the lumber industry has sat still and 
“allowed the world to go by.” It now 


has the hard job of catching up. 





Oregon Timberman Dies 


[Special telegram to AMERICAN LUMBERMAN] 

PorTLAND, OrE., May 20.—John C. Bracher, 
president of the Bracher Timber Co., of this 
city, dropped dead on Tuesday night, May 19. 
He was 58 years old and had been engaged in 
logging and timber operations in Oregon and 
Washington for 25 years. Mr. Bracher was 
born in Prairie du Chien, Wis. He leaves a 
widow, three Karl, Andreas and Allen 
Bracher, three sisters and two brothers. 


sons, 


Cypress Manufacturers’ Annual 


Note: A complete report of the an- 
nual meeting of the Southern Cypress 
Manufacturers’ Association will appear 
in the May 20 issue of the AMERICAN 
LUMBERMAN.— EpITor. 

[Special telegram to AMERICAN LUMBERMAN] 
JACKSONVILLE, FLA., May 20.—The Southern 

Cypress Manufacturers’ Association held its 
twenty-sixth annual meeting today in the May- 
flower Hotel. President G. V. Patterson wired 
that on account of temporary indisposition he 
was unable to attend. In the absence also of 
the vice presidents, . C. Glenn, a former pres- 
ident, was elected acting chairman of the meet- 
ing. 

Routine reports were first disposed of, which 

showed that the association, while small in num- 
bers, was effective in its work. 
_ There was some discussion regarding changes 
In grading rules as suggested at the semi-annual 
meeting last November, and the opinions of 
those present were so nearly equally divided it 
was decided to postpone final action until the 
next meeting in November. 

The feature address was by W. F. Shaw, 
trade promotion director of the National Lum- 
ber Manufacturers’ Association. 

The reports of the advertising 





committee 


were very interesting, particularly the efforts 
that are being directed toward co-operation 
with the retailers. 
Officers elected for the new fiscal year are: 
President—C, R. MacPherson, Wilson 
Cypress Co., PalatKa, Fla. 
Vice presidents—A. G. Cummer, 
Fla., and L. W. Gilbert, 
Treasurer—E. G. 


Jacksonville, 
Donner, La. 


Swartz, New Orleans, La. 





Big Mill Resumes Operation 


LAUREL, Miss., May 18.—After being closed 
down since Dec. 2, 1930, the big mill of the 
Gilchrist-Fordney Co. resumed operation today. 
Resumption of operation at this plant has 
placed more than 200 men back on their regu- 
lar jobs, 100 in the plant at Laurel and the 
other 100 in the logging operations. Company 
officials have made no.statement as to the per- 


manency of operations other than to say that 
they hoped the mill now would be able to run 
regularly. 





Cargo Arrivals Increase at 
Los Angeles 


[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALIF., May 20.—Unsold lum- 
ber at Los Angeles harbor and cargo arrivals 
were up somewhat over the figures of the week 
previous, according to the report of 24 local 
firms. The former stood at 7,511,000 board 
feet, and the latter at 17,738,000 board feet. 
There were 15 cargoes of fir, with 17,533,000 
board feet and one cargo of redwood with 
205,000 board feet. Forty-nine vessels are re- 
ported laid up and one operating off shore. 
Building permits from May 1 to 16 totaled 
$1,585,731. 





Sales 10 Percent Under Output 


[Special telegram to AMERICAN LUMBERMAN] 
Wasutncton, D. C., May 21.—Five hundred and seventy-one softwood mills of seven asso- 
ciations for the week ended May 16 reported to the National Lumber Manufacturers’ Associa- 
tion production aggregating 213,944,000 feet, shipments, 221,233,000 feet, and orders, 192,438,000 


feet. 


Softwoods— 


Bemenere Fime ASGEGiatio. ...ccccceccevcsicess 
West Coast Lumbermen’s Association......... 
Western Pine Mfrs. Association....,.........- 
Calif. White & Sugar Pine Mfrs. Assn........ 
Northern Pine Mfrs. Association.............+. 
Northern Hemlock & Hardwood Mfrs. Assn..... 
North Carolina Pine Association............+.. 


Totals, softwoods.......... Oe eee 


Hardwoods— 


Hardwood Manufacturers’ Institute........... 
Northern Hemlock & Hardwood Mfrs. Assn.... 


Totals, hardwoOods,....ecsccccessers comtivaces 


The week's figures for production, shipments and orders follow: 





No. of 
Mills Production Shipments Orders 
— 133 33,825,000 37,149,000 33,432,000 
ie 221 116,900,000 128,766,000 108,880,000 
=i 91 36,497,000 29,605,000 ®28,201,000 
ee 24 15,702,000 15,749,000 13,430,000 
eo 7 3,682,000 3,005,000 2,706,000 
ee 17 1,790,000 1,394,000 1,291,000 
oe 78 5,548,000 5,565,000 4,498,000 
-. BTL.—-213,944,000 221,233,000 192,438,000 
a 204 18,015,000 21,098,000 19,651,000 
eo 17 2,298,000 2,002,000 1,596,000 
221 ~ 20,313,000 ~ 23,100,000 21,247,000 
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QUERY 


Coating to Prevent End Checking 


Some time ago I noticed an ad for a paint 
or coating for the ends of logs that have been 
left in the woods to protect them from sun 
and weather. I can not find the ad now and 
would like to get in touch with the manufac- 
turer of the product. Can you help me in 
this matter?—INQuIRY No. 2,636. 

[This inquiry comes from a manufacturer of 
lumber in Michigan, to whom has been given 
the name of a concern that specializes in paint 
for end coating. The name of the inquirer and 
of the concern supplying the material will be 
furnished on request.—EbIrTor. | 


Earliest Parquetry Flooring 


One of the foremost columnists of the 
eountry recently made a statement in his 
column that the first parquetry flooring ever 
laid was in the ladies’ parlor at Monticello, 
the home of Thomas Jefferson. 

The writer remembers a reproduction in an 
issue of your magazine several years ago 
showing some floor scrapers at work cen- 
turies ago. As I recall it, the original paint- 
ing was by one of the old Italian masters 
I am interested in verifying the existence 
of this painting and the exact origin of par- 
quetry flooring, if known. 

In addition to my interest in this for busi- 
ness reasons, I would like to pass the in- 
formation along to the above mentioned col- 
ulmnist.—INQUIRY No. 2,632. 


[The foregoing request was made by an east- 
ern distributer of hardwood flooring. The pic- 
ture referred to was a photographic reproduc- 
tion of a painting of 1875, by Caillebotte, “Le 
Raboteurs des Parquets,” showing men on their 
knees scraping a floor, which is not parquetry. 

In the AMERICAN LUMBERMAN of March 4, 
1930, on page 28, was published a letter from 
Robert A. Stoehr, of Cincinnati, Ohio, giving 
considerable information about the early history 
of hardwood floors. Mr. Stoehr said that 
through correspondence with people in Eng- 
land, France, Belgium, Germany, Austria and 
Italy he had found actual examples of hard- 
wood floors dating back approximately to the 
year 1,000. In his letter he said: “Right now 
we are reconditioning a parquetry floor taken 
from a French chateau, which is to be built 
into a home near Cincinnati.” 

In the house organ, “Bruce,” published by 
EK. L. Bruce Co., of Memphis, Tenn., for 
January, 1923, appeared an article by H. S. 
Bowen, of Chicago, entitled “Floor Laying and 
Finishing—An Honorable Profession,” contain- 
ing some interesting information along the line 
of this inquiry. Mr. Bowen said: 

“After the Civil War was over, a few eastern 
mills began to manufacture floors of maple, 
ash, beech and a little oak. These were usu- 
ally a full inch thick. The matching was only 
imperfectly done, and the widths were from 
4-inch to 6-inch. There are still some of these 
floors in use among the older houses of Bos- 
ton, Philadelphia, New York and a few near 
Richmond, Va. Some of them were in par- 
quetry patterns made by hand at the buildings. 
In an old house, just outside of Richmond, Va., 
is a herringbone oak floor that was made in 
France, shipped in a sailing vessel and laid 
about 1800. It is similar to our plain sawed 
white oak strips, 3 inches wide, 30 inches long, 
and a full inch thick. I talked with one of 
the men who scraped and finished this floor in 
1910 and he told me the floor turned out a 
beautiful job, was tight even after a century of 
wear and apparently had not cupped or warped 
in all that time. It was laid with hand made 
wrought iron nails, and apparently each piece 
had been bored for nails. * * * 

“Boughton, of Philadelphia, started in 1877 
to make borders and parquetry of different 
kinds of wood—mahogany, walnut, ebony, rose- 
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wood, sycamore, white maple etc. These were 
made from 3 inches to 24 inches wide; the 
borders, in sheets of 12-foot lengths; the par- 
quetry, in sheets 2 feet wide and 4 feet to 6 
feet long. Many old houses in these larger 
cities have floors of this kind laid during the 
time from 1877 to 1900.” 

The AMERICAN LUMBERMAN will be very 
glad to receive additional information regard- 
ing the history of flooring, particularly as re- 
lated to parquetry.—Enbitor.] 


Wholesale and Retail Lumber Prices 


EpIToR, AMERICAN LUMBERMAN: Please refer 
to your issue of April 18, page 26, showing a 
chart of the variations in retail lumber prices 
to the builders for different years. The ar- 
ticle stresses the point that lumber retail 
prices are now low as compared with 1923. 
This, of course, is true; but retail lumber 
prices are in most localities way out of line 
with the wholesale prices. 


rather prompt response in the way of lumber 
purchases is made when substantial reductions 
in prices have been broadcast by-retail lumber 
dealers. 

There can be no denying the fact that many 
thousands of persons have suffered reductions 
in incomes through cuts in wages or salaries, 
losses in dividends from investments, and de- 
clines in values of merchandise or other com- 
modities manufactured or offered for sale, 
These people naturally feel that there should be 
corresponding reductions in the prices of all the 
merchandise or commodities they are impelled 
or required to purchase. Under the circum- 
stances, it no doubt would be good sales psy- 
chology wherever practicable to make and 
announce reductions in prices of lumber and 
other building materials —EbrrTor.] 


Manufacturers of Split Picket Fence 
We are once more turning to you for help 
The chart shows that the cost at the end in a matter which we are not familiar with. 

of 1929 was $1,013, and that now it is $965, Can you give us any information regarding 

less than 5 percent difference. To the writer, “split picket fence” and where it can be 
this is ridiculous, when we all know that the obtained?’ Any information or sources of sup- 
wholesale prices of lumber have gone down ply that you can favor us with will be sin- 

since the latter part of 1929 from 20 to 30 per- cerely appreciated.—INQuiry No. 2,638. 

cont. If more of this érop were passed on by [This request comes from the secretary of 

raed retailers to the consumers, the lumber 4 nidwest retail lumber dealers’ association. 
usiness would probably be a great deal better I : d : 

than it is today. _ n response, the names of several concerns 
This is just another one of those things ‘Supplying picket fence answering the descrip- 

which are giving the substitutes a chance to tion given by this inquirer have been furnished. 

bore in and which place the wholesaler and Some of this fence is made from split cedar 
manufacturer of lumber at a disadvantage in poles woven with wire in various ways. Some 
marketing his products.—INquiry No. 2,629. of it is made of chestnut poles woven in similar 

[The foregoing letter was written by the fashion. In many cases the bark is left on the 
president of a northern manufacturing and _ pickets. Some pickets are split with an axe 
wholesaling concern. The impression prevails and others are apparently sawn. In most cases, 
quite generally in the lumber industry that more _ it is believed, the round sides of the picket are 
liberal reductions in retail prices throughout all placed one way. There are several domestic 
the country would stimulate building and im- manufacturers of this kind of woven picket 
prove the market for lumber and other building fence, and fence of a similar description is 
materials. In fact, several articles published made abroad and imported into the United 
in the AMERICAN LUMBERMAN during recent States. The names of domestic manufacturers 
months have shown in individual cases that a will be given on request——Eptror.] 


50 YEARS AGO 


From the AMERICAN LUMBERMAN 
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S. P. Bliss & Co.’s raft drift-| owned by the Pullman Palace| erating in Sweetwater County, 
ed into the bay at Tawas, Mich.) Car Co. comprises 308 acres,| began boring last year and 
but before it could all be cut) upon which have been erected | stored from 2,000 to 3,000 bar- 
free from the ice the wind within the past year many of| rels. 
changed and it was driven out} the factories and other build-| + e 9 
again. On its inward course it|ings to be used in the con-| <A number of rafts went over 
capsizec five piles of lumber) struction and repairing of cars. | the dam at Lock Haven, Pa. 
into the bay and damaged Em-, In the immediate vicinity are | April 18, and will be almost a 
ery Bros.’ dock. also to be erected a large num-| total loss. Two of them be- 

* * # her of dwellings for the work-| longed to Weaver & Betts, and 

Stocking Bros., Chippewa| men, also stores, school houses,! one to J. L. McPherson, of 
Falls, Wis. have sold their|a market, a library building,| Clearfield. 
logs on the west fork of the! hotel, depot and other features | * # # 

Chippewa River to Laird, Nor-| of a great manufacturing town.) The firm of Osterhout, Fox & 
ton & Co., of Winona, Minn.,| The new town is well laid out|Co., of Grand Rapids, Mich. 
last week; the consideration| with streets 100 feet wide, has been merged into the Os- 
for 3,550,000 being $6.50 per|shade trees have been planted,| terhout & Fox Lumber Co. 
thousand. Another lot of 665,-| an artificial lake excavated and| with a paid-up capital of 
000 brought $5.50 per thou-| small parks projected. | $260,000. The officers of the 
sand. “<2 "company are: Smith W. Oster- 

"ee £ It is cheering to think that | hout, president; Robert Cutler, 

The inauguration of the new| mother earth has at last hewn) vice president; E. Crofton Fox, 
Pullman car works, and the|a disposition to produce more} treasurer, and Charles Fox, sec- 
new town of Pullman, some} oil than can be monopolized by | retary. 
fourteen miles south of Chi-| the Standard company. It would 
cago, took place on April 2,| seem that petroleum is to be 


* * # 


R. W. Crumb & Son have 


and was witnessed by a large| one of the leading productions; opened a yard at Belvidere, 
number of prominent railroad| of Wyoming Territory. The| Ill., and sold their yard at Ma- 
men and others. The ground,| Rocky Mountain Oil Co., op-| rengo to Rogers Bros. 
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UMBER MARKET REVIEW 


Southern Pine Orders Practically Equal Production; 
Firm Price Policy Favored 


Southern pine sales in the week ended May 16 were 
slightly below production, but shipments were a good deal 
larger than either, so that while there has been a further 
reduction in order files, stocks have been correspondingly 
reduced. There is a good volume of business coming from 
the Southwest, and trade in the East is increasing a little 
seasonally, but in the middle West and North the demand 
is draggy. There is said to be sharper insistence than ever 
on quick shipment, and the mills regard this as a good sign. 
Stocks at mills, as a result of their holding down produc- 
tion, are getting somewhat out of assortment. Nowhere, 
however, is there any inclination to increase production to 
build them up. The tendency in all producing sections is 
rather to curtail production further. There is interest 
shown in heavy timbers and railroad material, but few 
placements of any size, and exporters are doing just a little 
buying. Keen competition is reported, but despite it many 
mills are adhering firmly to quoted prices. 


Building Items of Hardwoods Are the Best Sellers; 
Most Price Offers Are Low 


Southern hardwood sales in the week ended May 16 were 
about 9 percent in excess of the production, and northern 
were about 30 percent below the production. At identical 
mills in both producing districts, the output is about 45 
percent less than it was last year. The flooring plants are 
probably the most active domestic buyers. Southern oak 
flooring plants have been reporting increased sales, and the 
April bookings of northern plants were only about 7 per- 
cent less than those of April, 1930, but in both cases the 
sales prices are considerably lower. There is also a fair 
amount of business coming from the millwork industry. 
Demand from the automotive plants has been fairly good, 
hut has shown a tendency recently to taper off. The furni- 
ture and radio plants are poor buyers. Prices seem to be 
irregular and under a great deal of pressure, low counter 
offers and concessions being reported, and the weakness of 
the market is discouraging future commitments. Export- 
ers are showing more interest, because of prospective ocean 
rate advances, but because of the low prices offered the 
business is not very attractive. 


West Coast Exports Off; Domestic Cargo Trade Gains; 


Rail Prices Are Firm 


There was a slight decrease in West Coast bookings 
during the week ended May 16, and production also 
declined a little, the bookings being almost 7 percent under 
the production. Rail business kept to about the preceding 
week’s level, and there was a gain of about 25 percent in 
domestic cargo business, but export bookings were less 
than half those of the preceding week. 

xporters have been taking a much firmer stand on 
prices, and buyers are evidently not yet reconciled to higher 
levels. The business being placed is said to be mostly at 
prices put into effect following the closer co-ordination of 
mills interested in overseas business, but volume so far is 
light. The fact that there has been demand for space for 
other commodities on other trade routes, has enabled steam- 
ship companies to advance rates, and this advance, coming 
at the same time as an advance in mill prices, has undoubt- 
edly led to postponement of ordering. In April, Japan took 
practically half the foreign shipments, and shipments to 


Lumber Statistics Appear on Pages 40 and 41; 


that country, China and the United Kingdom made more 
than 80 percent of the total. 

The gain in domestic cargo business was to large extent 
accounted for by an increased business from California, 
where stocks have been unusually low. Demand in Cali- 
fornia continues rather slow. On the Atlantic coast, trade 
is sluggish, and though arrivals of Coast lumber are not 
excessive, competition between all species is very keen, and 
prices are reported easy. 

In the period ended May 18, prices of leading rail items 
held at the preceding week’s levels. There is beginning to 
be a more confident feeling in the trade that prices have 
touched their low, and it is believed that when buyers share 
this feeling a freer replacement movement will develop. 


Inland Empire Cut Lower; Upper Grades a Little 
Weaker; California Sales Above Cut 


Production in the Inland Empire in the week ended May 
16 made 47 percent of capacity, compared with 48 percent 
the preceding week, identical mills cutting only 65 percent 
as much as in the corresponding week of last year, so that 
it is apparent the industry does not intend to allow stocks 
to accumulate heavily this summer. The week’s orders 
were 77 percent of production. Reports from distributing 
centers agree that demand is disappointing, and that the 
keenness of competition is having a bearish effect on all 
prices. Sales reports for the period ended May 13 show 
that in both Pondosa and Idaho inch stock the commons 
held about steady, declines amounting to only a few cents, 
but the selects in both species were weaker. All grades of 
Pondosa shop were lower than in the preceding week. 
There is a growing feeling in the Inland Empire that 
further softening of prices must be prevented, if necessary 
by drastic curtailment, and earnest efforts are being made 
to re-establish the firm price policy. 

California pine sales in the week ended May 16 were 
about 17 percent in excess of the cut, which at identical 
mills is about 30 percent less than last year’s. Prices are 
said to have softened, especially on factory items. 


North Carolina Pine Prices Show Greater Steadiness; 
Roofers Slightly Firmer 


North Carolina pine mills, with production about one- 
third less than it was last year, in the first 18 weeks of 
the year sold 93 percent of their cut, while shipments have 
exceeded bookings, leaving order files light. Competition 
has recently been severe in all divisions of the trade. 
Prices of rough stock received during April were as good 
as during March, but flooring and kiln dried roofers showed 
further declines. There has been demand for additional con- 
cessions, but these are unlikely to be granted, as many 
mills are curtailing further, and a number have shut down. 
Somewhat better demand has been coming from the retail- 
ers in the East and New England, and southern trade has 
improved, but the yards are mostly interested in higher 
erades. Box makers find business dull, and are limiting 
shipments on old orders, while they find offerings of low 
grades large enough to keep prices easy. 

The Georgia mills producing air dried roofers continue 
to depend largely on local Southeast trade, but report a 
slight increase in orders from the North and East. Rains 
have recently hampered operations and delayed shipments, 
while a number of small plants have closed down during 
the spring planting season, so that the industry has been 
able to take a little firmer attitude on prices. 


Market Prices and Reports on Pages 61 to 64 
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Antitrust Laws and Nat- 
ural Resource Industries 


By WILLIAM S. BENNET, Gen’l Counsel Edward 
Hines Associated Lumber Interests, Chicago 


the lumber, coal 


misdemeanor Criminal Provisions Badly 


combinations 


be- 
cause they make violations of the 
mis- 
is just enough 
well-in- 


treble damages and a reasonable 
oil, gas or coal, erately, wilfully and gravely con- 
competitor and 
any ordinarily 
tentioned business man 
ing ahead with a perfectly legal! 
proposition, concerning which he 


would not permit lumber, coal or 


tion or restrict competition. These 
things are not only forbidden by 





On the other 


ceedings under Sec. 


Favors Obtaining Advisory 


zenship; that, as a 
agreements have 
Association’s than 
prison 
and, 
when imposed, have usually been 
violator 

much 


It contains a thought 


advanced against 
an advisory judgment may be ob- 
Independence. 
which has the favorable advisory 
may do something dif- 
ferent from the facts upon which 


provi- 
cri- 
blocking 
propositions which are legal, be- 
attorney-general self- 
has done something dif- 
liberalized by stat- 
a suit for injunction and 


misdemeanor, 
though he can not procure a con- 
in- 
before organizing, or at least be- ; 
convic- 
differ- 
ence between the two is great. 


to oppress the 


to be permitted, then 
governments, 
thing other than contained in the 
statement of facts on which it ob- 


‘ ne only are the criminal 
tained the favorable opinion from 


Therefore, the Sugar Insti- 
R ferences which its representatives 
Why Repeal Antitrust Laws? had with the Department of Jus- 
is apt to occur in connection 
with any advisory judgment. 


Amendment Is Desirable 


portations under the provisions of sued, and as I 
mineral section 


torney-general 


of Socialistic His suggestion does not guilty and give 


United States 
had done anything to violate the 


three 


second, because they are suscep- manufacturers. 





May 23, 1931 


Address Delivered Be- 
fore the Chamber of 
Commerce of the Unit- 
ed States at Atlantic 
City, N. J., on April 
30, 1931 


tible of abuse, and, third, because the southern pine and western 
civil pine men have forgotten 
were sued, and if they ever 


fer to it they do so with 


degree of pride, but the maple 
flooring manufacturers have never 


forgotten that they were 


arrest was a clear abuse. It 


B0O- occur at any time, and when 


does it tends to bring the 
into disrepute. 


com- On the other hand, every 
not 


To 
a mis- 
demeanor is as Keenly felt as an 
arrest for a felony. 
this provision does not de- 


the attorney-general brings 


does not indict. 
damages and the 


vision as to imposition of a 
sonable counsel fee, and the 


is 


erals, who have the courage 
refrain from indictments when 
suits are sufficient, from unjusti- 


fiable criticism. 


orderly progress by which 


ing economic conditions 


bas has not helped the enforcement 
of the law to an equivalent 


tent. 
Both the lumber and the 


Subject to Abuse; Are Abused industries are precluded 


asking repeal of the antitrust 
pro- Statutes, because neither 
but them is doing all it can now 
For and remain well within its 
pro- rights. The trouble with 
ceedings were commenced against is bad distribution and by 
three groups of lumber manufac- I mean unbusinesslike methods 
Asso- of distribution. In each industry 
Manu- steps have been taken under 
the sponsible leadership to improve 
Manufacturers’ these methods. 

accusations In the lumber industry, 
similar. secretary-manager of the 
but tional Lumber Manufacturers’ As- 
members of the Maple sociation has recommended 
been the industry an improved 

the tem of distribution. This method 
at- 


has been studied and passed upon 
indict- favorably by a group of attor- 
accusation, neys specially educated as to 
reputa- law in connection with the 


and ber industry, but the industry 

and has not as yet acted on the plan 
bond. favorably or unfavorably. 
Subsequently, the Supreme Court’ it performs this act of self-gov- 
determined ernment, the industry has 
groups right to come to any legislative 
body, Federal or State, complain- 
ing of the existence of laws tend- 
also ing to hamper its activities. 
the indictments against the maple it will not do what it can now 
of legally, how can it ask to have 


dicted, never refer to it, and have 
been psychologically hampered 
in their business’. transactions 
ever since. Their indictment and 


and does not indict, a certain sec- 
tion of the community criticizes 
him, because he merely sues and 


p Leave in the law the provision 
out wil- for treble 
antitrust 
is compelled 
misde- 
citi- 
of $5,000 


vision contained in other statutes 
or in the common law itself 
which a person violating an 
junction can be punished crimin- 
ally, and you have all the deter- 
rent effect that you need, with- 
out subjecting honest men to un- 
justifiable indictment and arrest, 
and conscientious attorney-gen- 


Civil Penalty Has Worked Well 
client The 
attor- 
differ 
with him and at least procure an 
the 
even 


civil penalty of injunction 
and dissolution worked pretty 
well for several hundred years 
and the addition of a misde- 
meanor penalty has hindered 


ness can adapt itself to chang- 
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the scope of its activities broad- 
ened beyond what has been per- 
mitted to its business predeces- 
sors at any time within 300 


yea rs? 
Government Assists When 
Needed 


AMERICAN LUMBERMAN 


ure of co-operation between man- 


ufacturers, wholesalers and re- 
tailers, both of hardwoods and 
softwoods; and an_ organized 
trade extension movement now 
in its fourth year, and to be 
extended, which fights both to 
retain and to extend markets for 


sufficient for a thousand years at 
the present rate of exhaustion. 
Lumber can be, and is being re- 
z£rown; a great deal of it is being 
wastefully removed, but better 
prices will stop that, too, and 
the wasted wood can ‘be replaced. 


Mr. Bennet then said of oil that 


27 


a State, in order to prevent waste 
of oil in the ground, compulsory. 
That right, possibly, still exists 
in the States. Lawyers differ, 
and no State has acted. 

We consumers, with over 25,- 
000,000 automobiles and innum- 
erable uses for oil, gasoline and 





lumber. 

When it did need Government 
assistance, to establish American 
Lumber Standards, it asked for it 
promptly and effec- 


lumber 
whatever 


and got it gained 


tively. The lumber industry, prior years. The industry isstill for their solution. 

since I first knew it in 1920, has being punched pretty hard, but The production of oil 
made considerable progress, Then is at least standing up, staying ing commerce, the ense 
there were no standard grades, in the ring, and demonstrating 2 : : 


no grade-marked lumber, no li- that an 


The 
decade in 
industry 


first in a 


some 


industry can come back. 


1930 was the 
which the 


year 


lost no ground fresource that is being wastefully 
substitutes, and re- removed. 
that it had lost in 


for one 
for State legislation. 


it also is an irreplaceable natural 


He told also of the oil 
industry’s problems and of proposals 
Finally, he said: 


circumstance, is a case 


natural gas, ought first to see 
to it that the right of the States 
to prevent the waste of oil is 
made definite and certain, even 
if this requires a constitutional 
amendment; second, that the 
States properly and quickly exer- 
cise the right when it is made 
definite and certain. This is not 
a proposition to take a man’s 


not be- 
except 


censed shipments, no reforesta- property without compensation. 
or eas ee ane Need Better Self-Government Fourteenth Amendment It is a proposition to give to 
alien rs, “wholesalers and re- The coal industry is in a some- Intervenes joint owners, and to all of them, 
tailers, and no organized trade what similar condition. , more than they are now receiv- 
extension movement. The indus- While both lumber and coal have That circumstance, however, ing under present wasteful meth- 
try was not lumber-conscious made, and are making, progress, happens to be the 14th Amend- ods of operation. 
and was taking all of its lick- there is room for more. Both ment to the Constitution of the The direct and indirect con- 
ings lying down. need better self-government, United States, prohibiting the sumers of oil, gasoline and nat- 
Now there are the American based on intelligent courage, vis- taking of property under State ural gas constitute the bulk of 
Lumber Standards, recognized by ion, the will to trust each other’ statute without due process of the American population. There- 


the Government in its purchases 


under which 8 billion feet of cern, and 
grade-marked softwood are sold competent 
annually practically all hard- its share, 


wood and considerable 


goes In cars 


softwood 
containing certified of act 
ear cards or licensed shipments, number 
tallying the contents for the ul- 
timate consumer; many’ leading 
timber owners are reforesting 
under modernized State tax laws; 
there is the first tariff on lumber 
in 20 years, too low but at ‘east 
an encouragement; a large meas- that, 


more fully and the ability to dis- 


leadership. 
possibly more than its is a 
share, of men of plain dishonesty 
and 
is 
and actually 
Oil has problems differing from 
both coal and lumber. 
irreplaceable 
some of it is being wastefully re- 
moved, but better prices will stop or 


and the known 


law. 
able and or lessee to sink an 
Each has 


to follow, 


property right, 


The right of every owner 
oil well on 
surface which he owns or leases 
and 
vested, possibly can not be taken 


fore, we should inform ourselves, 
trust ourselves, co-operate with 
each other, and act so that this 
almost universally used _irre- 
placeable natural resource is de- 


once 


purpose, but their away from him by a State stat- veloped without preventable loss. 
both relatively small ute. The Federal Government To act contrary to this plain 
decreasing. derived all its powers from the common sense course, merely 


States, 
Coal is an of. the 
resource, 


and, 
14th 
natural 


both, making the 


supply is velopment of an oil 


before the 

Amendment, 
State could have passed a consti- 
tutional amendment or a statute, 
proper de- 
pool within 


passage definitely places us in that class 


any of whom the Bible says: “Though 
thou shouldst bray a fool in a 
mortar, with a pestle, amongst 


wheat, yet would not his foolish- 
ness depart from him.” 


Freak Wind Storm Uproots Trees, Smashes Homes 


[The accompanying pictures of results of a 
storm that did considerable damage in central 
Oregon on April 22 were taken by Paul Hos- 
mer, who, with Frank Prince, visited the scene 
during the storm. In a letter to the AMERICAN 
LuMBERMAN, Mr. Hosmer said: “We had quite 
a time getting into the scene during the storm 
and there was so much dust in the air and so 
many trees falling I was lucky to get any pic- 
tures at all.”—Eprror. ] 


Benp, Ore., May 16.—Camp Sherman, one of 


Central Oregon’s famous mountain resorts, sit- 
uated 30 miles from Bend on the Metolius River, 
lies buried under 300,000 feet of timber, prac- 
tically half the buildings of the settlement are 
10,000,000 feet of the finest pine 
blown 


in ruins and 


mm Oregon was down in a freak wind 


storm of near cyclonic 
up the gorge of the Metolius early on the 
morning of April 22nd. All roads were blocked 
and telephone lines broken, making communi- 
cation with the devastated district difficult. 
There were many narrow escapes from death, 
but only one injury occurred, due to the fact 
that most of the summer residents had not yet 
moved to their vacation homes. 

The forestry department is faced with the 
serious problem of cleaning up the debris as 
soon as possible to escape the fearful fire hazard 
created by the fallen trees and brush. Arrange- 
ments have been made to have the tract logged 
off at once and the brush cleared up. A gaso- 
line pump and several pack pumps have been 
installed to safeguard against the danger of fire. 

Odell Lake, another famous Cascade resort, 
escaped serious damage to the hotel itself, but 


velocity which swept 








400,000 feet of white fir and spruce was blown 
down at the west end of the lake. This will be 
salvaged at once and kept for local consump- 
tion in the building of summer homes and cot- 
tages. Another large tract was blown down 
south of the Southern Pacific rail line but this 
will probably be left in the woods on account 
of the difficulty of geting to it. 

A large block of virgin pine timber belonging 
to Brooks-Scanlon Lumber Co., Bend, Ore., 
was practically uninjured by the wind, but Hill 
timber in the same vicinity was damaged. The 
Fort Rock district was untouched, but in the 
ranger district between the Klamath Indian 
Reservation and the Warm Springs Reserva- 
tions forestry maintenance costs will be in- 
creased by 30 percent this year, according to 
Carl Neal, supervisor of the Deschutes na- 


tional forest. 

















The butt of an uprooted tree, in falling, lifted this house from its 


foundation 


4 


This home at Camp 


Sherman was almost completely cut in two and 
crushed by the falling trees 
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FitcHBurG, Mass., May 18. 


Steel Co. 
of Looking Ahead, and given in full below. 


The relationship of money rates to business activity. from 1884 to 1931 is shown on two graphs, 


Upturn Should Occur a Year 
after 1929-30 Swing of Cycle 


It will pay to make business decisions on the basis of the accom- 
panying data, if there is good reason for believing that the experience of nearly fifty years is q 
sound guide to the future, in the opinion of Alvan T. 
His reasons for believing in the soundness of his data are presented in the current issue 
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usiness Revival Is Indicated by Swing to 
Lower Money Rates— 


Simonds, president of the Simonds Saw & 





money rates being plotted in the reverse direction to business activity, so that an upswing of the 


dotted line indicates a decrease in money rates. 


are available. 


An interesting fact discovered by Mr. Simonds is that the basic unit of the businesss cycle is about 
three years, and that cycles of seven and ten years really include two and three such 3-year units. 

Mr. Simonds therefore believes that money rates control the upswings and downswings of busi- 
ness activity, and asks whether money rates, and through them extreme movements of the busi- 
His analysis of the outlook follows: 


ness cycle, can not be controlled. 


In the accompanying chart, a dotted line 
runs upward from the fall of 1929 to the 
spring of 1931. This forecasts the revival in 
business which is now under way. The volume 
of industrial production, i. e., the production 
of our mills, factories and mines, in 1930 
moved down from $3 percent in September to 
78 percent in December. Since then, it has 
moved up to 87 percent in February, the latest 
month reported in the Federal Reserve Bulle- 
tin At this writing (May 8) available data 
indicate that March will be higher than Feb- 
ruary, April higher than March, and that in 
four months the volume of industrial produc- 
tion will have moved up from the low of 78 
percent fully halfway to the base, 100 percent. 
This base is the average monthly production 
for the years 1923-1925. We hesitate to call 
it “normal,” for no one knows what normal 
is. With the indicated April increase, the gain 
will be greater than seasonal. We have con- 
fidence in the forecast made by money rates. 
It has not failed, as the charts show, since 
1884 at least. 


Major Swings Forecast by Money Rates 


For some years we have been trying to sell 
the fact that business in the United States 
moves in cycles of about three years, and that 
the two major swings of these short cycles, 
one of revival and one of decline, are forecast 
months in advance by swings in money rates. 
We believe the accompanying charts prove 
these contentions, but we are pleased to find 
recognized authorities recently endorsing 
them. Prof. Willford I. King, of New York 
University, in the Annalist of May 1, closing 
an illuminating article, declares, “On the whole 
then, the evidence appears to favor the valid- 
ity of the theory that, during the last half 
century at least, the business cycle in this 
country has been periodic in its movements, 
with a wave length of slightly less than forty 
months.” In the Journal of the American Sta- 
tistical Association for June, 1931, Bradford B. 
Smith, of the Cleveland Trust Co., explains 
how interest rates forecast business. He has 
constructed a composite forecasting index 
from interest rates, which he declares “fore- 
casts business a year in advance about as ac- 
curately” as the American Telephone & Tele- 
graph Co., or the Standard Statistics Co. 
“measure it currently.’”’ Here is worth while 
evidence from experts of the soundness of the 
foundations of the forecasts published for sev- 
eral years in “Looking Ahead.” 


Cyclical Unit is Period of Three Years 


As long ago as the close of the Civil War, 
there were those who believed that business 
moved in recurring cycles of ten years. To 
illustrate, they cited the depressions of 1837, 
1847, and 1857. Later we find the claim made 
that recurring cycles are of about seven years 
in length. The charts show some interesting 
facts about these longer cycles. The _ short 


The charts show that this upswing of the dotted 
line, or decline in money rates, always precedes, and he believes forecasts, an increase in business 
activity, because without fail it has done so for nearly fifty years. 

A second series of two charts shows the relationship of stock prices to time money rates, the 
money rates being similarly plotted in reverse, and they show that a decline in time money has 
always preceded an advance in stock prices, from 1890, the earliest year for which complete data 


eycle of a little more than three years is evi- 
dently the cyclical unit from which the recur- 
ring cycles of multiples of three plus are 
built: for example the 10-year cycle is made 
up from three consecutive short cycles, and 
the cycle of a little less than seven years is 
the sum of two consecutive short cycles. 





When for three consecutive short cycles 
money rates progressively increase, then we 
have an unusually severe depression at the 
end of the approximately 10-year period. This 
is illustrated by the cycles 1884-1894 and 
1897-1907. When for two consecutive short 
cycles money rates progressively increase, we 
also have a severe depression at the end of 
approximately seven years. This is illustrated 
by the cycles 1908-1914, 1915-1921, and 1924- 
1930. Of course, the upward movements of 
money rates are not in a straight line, but 
zigzag, as the charts show. 


Cyclical Changes and Big Events 


It is remarkable that neither the breaking 
out of the World War nor its continuance 
seems to have changed to any considerable 
degree the regular movement of the _ short 
eyele. Shall we be reluctantly forced to be- 
lieve that the regular cyclical swing to de- 
pression in 1914 was the last straw that 
broke the back of the camel named Peace, 
that it determined the time when the ex- 
pected and threatened World War should be- 
gin? Is there any real significance to the 
fact that the United States entered the war 
in the next regular cyclical depression year, 
1917? Could the probability of these events 
occuring when they did have been forecast? 





Factor Governing Cycle Length Unknown 


Prof. King concludes his article in the 
Annalist with these words: “If it is true 
that, as indicated by the accompanying 
graphs, the major business cycle, at least in 
the United States, has a wave length of be- 
tween thirty-nine and forty months—a wave 
length which has not changed noticeably in 
half a century—what is the explanation? At 
present, few economists feel certain as to the 
answer to this question. Perhaps the cause 
lies in some peculiar quality of the human 
brain. Perhaps, as Jevons and Moore have 
contended, the motivating force is sun radia- 
tion—this force controlling rainfall, which 
in turn governs crops. Fame awaits the man 
who can find the correct solution to the puz- 
zle and then prove that he is right.” 


Would Interest Control Diminish Severity? 


Even this brief study of business cycles, 
and the relation of depressions to increasing 
money rates, seems to prove that by prevent- 
ing money rates from progressively increas- 
ing for two or three short cycles, or from 
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going to an extreme high in any one cycle, 
will diminish the severity of the cyclical de- 
pressions. Certainly such an increase warns 
us of coming depression, and gives us an 
idea of how severe it is likely to be. Can we 
prevent this increase? 

Note from the charts that every one of the 
five severe depressions has been followed by 
a sharp recovery to a point considerably 
above 100 percent. The revival in every case 
has been forecast by a vigorous swing to 
easier money rates, similar to the swing in 
1929 and 1930—the dotted line. 
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than the upturn in the dotted line, except in 
1914 at the outbreak of the war, when the 
lag for obvious reasons was longer. Is the 
forecast, by the dotted line, of the upward 
swing in the new cycle, to prove false? Let 
each reader decide this for himself and then 
act accordingly. This may require courage; 
but it will pay, if the decision is correct, 


Business Activity and Stock Prices 


In the 


next issue of “Looking Ahead,” July 
15, 


in addition to the regular business fore- 


29 


between 
and move- 


correlation 
activity 


charts showing the 
movements in business 
ments in stock prices. In the meantime, we 
urge our readers to study the charts care- 
fully. We shall gladly welcome any informa- 
tion derived from their studies or their ex- 
perience that they believe may be of value 
to others. 

We chart back only to 1890, simply because 
we did not find reliable and comparable 
monthly data for the earlier years. We are 
convinced, however, from incomplete data at 









































































































































In each case, cast, we shall comment more fully upon what hand, that similar sequences occurred in 
the recovery has begun a year or less later these charts show us. We shall also give these years. 
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Wood Toys and Others Look Well Against Plywood 


Everybody attending the American Toy Man- 
ufacturers’ Association’s annual exhibit at the 
Stevens Hotel, Chicago, is pleased with the fine 
appearance of the partitions with which the 
space has been divided into booths, and so are 
the hotel officials responsible for the installation. 
These partitions look well, despite the fact that 
they were put up in a big hurry, the whole job 
being done in less than two days. The ceiling 
of the hall is 14 feet high. The size of plywood 
used was therefore 4x10 feet. Some sheets were 
laid with the length vertical, and the others with 
the length horizontal, and the joints were cov- 
ered with a neat molding. Construction was 
double, on each side of framing strips. The 
work was in charge of N. Tolson, director of 
decoration, of the Stevens Hotel. He had no 
time for an elaborate finish, so gave the sur- 
faces an oil wipe, made of linseed oil with addi- 
tion of raw umber and raw sienna, which was 
flooded on with a big kalsomine brush and let 
dry. Mr. Tolson has had experience with other 
similar materials, but is so well sold on the 
working qualities and appearance, and probable 
durability, of the plywood that he has planned 
to use it for other purposes. Some of it is be- 
ing used upstairs in the Stevens for a special 
room, and there will be a small quantity used 
for the Hotel LaSalle roof garden. There was 
altogether 28,000 feet of 3-ply, Douglas fir ply- 
wood bought, and it was supplied by the Harbor 
Plywood Corporation. 

The reverence for “genuine” maple and birch 
shown by buyers visiting the booth of the Toy 
Corporation of America would be a big surprise 
to lumbermen. This company has its factory 
at Oshkosh, Wis., and head office in New York. 
It makes a line of children’s furniture, and the 
associated K & L Furniture Shops, of Appleton, 
Vis., make novelty pieces. The Toy Corpora- 
tions’ desks, tables and chairs of northern ma- 
ple have a stain and varnish finish. While the 
AMERICAN LUMBERMAN’S news representative 
was there, a salesman asked a buyer to lift one 
ot the pieces, and its weight gave assurance of 
solid construction and endurance, while the 
buyers, a woman, remarked, “I like that fin- 
ish.” The painted toy furniture is made of 
northern birch. This company has a high re- 
spect for quality lumber, and pride in showing 
It. One of the visitors to its booth was H. B. 


Mickell, assistant secretary of the American 
Walnut Manufacturers’ Association, and he 
wrote Julius Levenson, of the Toy Corporation, 
as follows: 

DEAR MR. LEVENSON: That you are adhering 
to true and basic materials in achieving the 
beauty and individuality which can not be at- 
tained with substitutes, permits us to compli- 
ment you. 

The little fibre bottom chair, No. 34, well 
designed and constructed throughout of solid, 
genuine American walnut, adds an impressive 
effect to your already attractive line, recently 
inspected by the writer. 

Appreciating your interest in 
we are enclosing “The Story 


cabinet woods, 
of American 





HOW TO TREAT 


a guest, in one word—courteously. A cus- 
tomer is the guest of the company, the 
guest of every one of you, the guest of the 
yard. He should feel his welcome. You, as 
host and greeter, should bear your respon- 
sibility constantly in mind, and endeavor to 
make his visit pleasant so as to make him 
desire to return. He should have attention, 
service, welcome. But all this should be 
given unostentatiously. A guest does not 
want to be embarrassed by conspicuous and 
overdone hospitality. Treat a guest as you 
would yourself be treated. 





Walnut,” now in its seventh edition, that pre- 
sents in rather an interesting manner, a his- 
tory and various uses; together with proof of 
the desirable physical properties of walnut 
that meet the combined requirements strictly 
demanded by your product. 

That reads like a diplomatic and effective bit 
of field work for wood. 

A play house is shown by Rich Toys, of Mor- 
rison, Ill. This has plenty of accommodation 
for a few little tots making their first efforts 
at housekeeping. It has a door with arched 
top, and three casement windows, each fitted 
with a pair of wood shutters, and having neat 
flower boxes outside. The little house has wood 
siding, composition shingles and wood floors. 


The Welsh-Hartman Co., of St. Louis, Mo., 


makes a neat line of swings for babies, and has 
been using poplar supplied by a Southern man- 
ufacturer. 

The Kalamazoo Sled Co., of Kalamazoo, 
Mich., as it name implies, specializes in sleds, 
but has a wide line of folding deck and lawn 
chairs and garden furniture. It requires that 
all its wood be one year air dried before use. 
Carolina ash is the principal wood used for 
sleds. It also uses Appalachian beech and hard 
maple. It has had difficulty in recent years in 
getting, in the southern peninsula of Michigan, 
the kinds of woods its wants at competitive 
prices, and considers that the local supply is 
about exhausted. 

Another very attractive line of children’s fur- 
niture is shown by Playtime (Inc.), of Hunt- 
ington, Ind., made of hardwood and painted. 
3ut this company specializes in slides, rockers, 
swings and sand boxes, which it makes of se- 
lected hardwoods. 

The wide variety of lines of children’s furni- 
ture and playthings is surprising, and it is not 
possible to mention here the many exhibitors. 
One can not escape the impression that the field 
covered by the members of the Toy Manufac- 
turers’ association offers a big opportunity to 
the hardwood producer especially, and one that 
is constantly expanding. A number of the ex- 
hibitors expressed themselves as well pleased 
with the business booked this year, one was 
highly gratified with the increase over last year, 
and others spoke with satisfaction of the num- 
ber of buyers attending the show and of the 
outlook. 

One policy adopted by the manufacturers has 
probably helped them greatly to overcome the 
hesitation of buyers and secure immediate place- 
ment of orders. They have signed a “Code of 
Trade Practice” which says: ‘Whereas, the 
early placing of orders with manufacturers is 
essential to economical production and distribu- 
tion, and Whereas, the buyer as a condition for 
placing orders early require assurance of sta- 
bility of designs and prices, We, the under- 
signed, individually and in co-operation with the 
Toy Manufacturers of the U. S. A., subscribe 
to the following code: From the date on which 
this pledge is displayed by us in-our show room, 
we guarantee our prices against their own de- 
cline.” 





30 


Co-operative Merchandising 
Company Formed 


SEATTLE, WASH., May 16.—Organization of 
the Puget Sound Associated Mills, a co-opera- 
tive selling and merchandising company for 


handling lumber shipments to the Atlantic and 
Gulf coasts and adjacent back haul territory, 
has been completed and the company expects to 
begin active operation on June 15. This an- 
nouncement was made by the West Coast Lum- 
bermen’s Association. 

The new company will handle a normal out- 
put of 30,000,000 feet of lumber monthly, repre- 
senting 24 sawmills in 
Everett, Seattle, Ta- 
coma, Olympia, Shelton 
and Port Angeles. All 
of these mills are regu- 
lar shippers in the in- 
tercoastal lumber trade. 
The sale of all products 





R. E. SEELEY, 
Seattle, Wash.; 
Manager 





member mills 
will be actively pushed 
in the eastern markets 
that may be reached 
through the Panama 
Canal. 

Officers of the Puget 
Sound Associated Mills 
are: President, C. H. 
Reed Mill Co., Shelton;  vice- 
McIntosh, Clark Nickerson 
Everett; secretary, R. J. Sharp, 
Tacoma; treasurer, W. 
B. Nettleton, Nettleton Lumber Co., Seattle. 
The board of trustees consists of these officers, 
together with Maurice Springer, Springer Mill 
Co., Olympia; W. L. Raymond, Olympic Forest 
Products Co., Port Angeles, and John Robin- 
son, Robinson Manufacturing Co., Everett. The 
trustees have engaged as manager Robert E. 
Seeley, who has had long experience in mer- 
chandising West Coast lumber on the Atlantic 
seaboard. 


of these 





Kreienbaum, 
president, A. E. 
Lumber Co., 
Mountain Lumber Co., 





Factory Completed and Opera- 
tions Begun 


Eton, Ore., May 16.—The new factory of 
the Pondosa Pine Lumber Co. here is com- 
pleted and has started to operate. Nothing but 
the most modern machinery, equipped with in- 
dividual electric motors, was installed. The 
main factory building has 12,000 feet of floor 
space, and has a loading track under cover 
which accommodates five cars at a time. The 
plant is completely equipped with automatic 
sprinklers. W. Moore, a thorough lumber- 
man, with fifteen years’ experience in that dis- 
trict, is in charge of the operation. 

The Pondosa 


pine re-manufactured in the 
plant is the close-grained, soft-textured type 
which grows at high altitudes. With this 
splendid material, the careful workmen who 
have been employed by Mr. Moore for many 


years turn out lumber products which are close 
to perfection. 

The plant can furnish all yard items in Pon- 
dosa pine in mixed cars. It will also make cut- 
to-length dimension stock for factories, specialty 


shooks, and standard box shooks. The com- 
pany specializes on 11/16 shiplap. The soft- 
textured stock makes splendid moldings. The 


company also makes trim which is wrapped be- 
fore shipping. 

When the lumber comes in from the yard, 
where it has been properly air dried, it goes, 
first, through the 8x24 ballbearing planer. Such 
items in selects or commons as are to be 
shipped without further alteration in size or 
working then pass over the trimmer, where 
the taper ground saws, running at 2400 r.p.m., 
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trim the ends smoathly. Roll then 
take the stock to the car. 

If the car is to contain moldings, the dry 
stock is assembled at the all-electric molder, 
and after trimming and bundling, the moldings 
are loaded in the car. The company carries 
only a small stock of moldings, preferring to 
ship freshly run moldings. 

The company has a very complete cut-up 
department, equipped with high-speed, taper- 
ground saws that insure nicely manufactured 
stock. There is also a complete box depart- 
ment. All stock is stored on platforms and is 
moved from one machine to another with a 
hand lift truck. 

Inasmuch as the plant furnishes such a wide 
variety of products, and can ship on all trans- 
continental lines, the company feels retail deal- 
ers will be glad to take advantage of its mixed 
car service. 


conveyors 





Court me Sale of Lumber 
Properties 


Vancouver, B. C., May 16.—Sale of proper- 
ties belonging to the Vancouver Lumber Co. 


(Ltd.), for $1,200,000 to the Montreal Trust 
Co. and Calvin Fentress, representing first 
bondholders, was confirmed in Supreme Court 


by Justice D. A. McDonald. Confirmation was 
ordered in spite of objections voiced by counsel 
for parties whose financial interests ranked 
after the first mortgage bonds. Their point was 
that the court’s sanction should be withheld 
until after the court of appeal determined 
whether the original order for the sale stands. 
The order for sale is attacked on the grounds 
that the judge should have directed sale by 
parcels and not en bloc. 





Hold First Aid Contest 


Coeur D'ALENE, IDAHO, May 16.—The Win- 
ton Lumber Co., first-aid team of Coeur d’Alene, 
finished with a percentage of 93.4 in the first- 
aid contest of the Inland Empire Safety Council, 
held here recently. Winton won the champion- 
ship for the two years previous. 

First place in the contest was won by Mc- 
Goldrick Lumber Co., of Spokane, with 98 
points. The Washington Wood Preserving Co., 
and the Potlatch (Idaho) Lumber Co., with 96 
points tied for second. The White Pine & Sash 
Co., of Spokane, was fourth with 95, and Deer 
Park Lumber Co., sixth with 91.8. 

A dinner was held after the first-aid contest. 
G. T. Morken, of the Winton Lumber Co., 
Coeur d’Alene, was chairman of the meeting, 
the Winton team being in charge of the pro- 
gram. 


How's This for Record of Con- 


tinuous Service? 


CoLviILte, WasH., May 16.—Those who work 
about sawmills are sometimes referred to as 
“transient workers,” implying that they are not 
permanent citizens of the community, but the 
Winslow Lumber Co., of Orin, near here, has 
three employees who are this spring completing 
31 years of almost continuous service on the 
job. They are Sam and Charles Johnson and 
Sam Larsen. 

Sam Larsen helped cut the first log cut by 
the Winslow company in the Colville Valley. 
He was one of twelve men who came west from 
Ridgeway, Pa., in March, 1900, to go to work 
at the new mill. He is the only one still on 
the job, although he has been away for several 
short periods during the years. George Allen, 
of Colville, is another of the twelve still living 
here. 

When Mr, Johnson came west, T. Wins- 
low, who is now in Portland, was in charge and 
the company was just preparing to start its 
operations here. The Winslow family had mills 
in the East where the timber was beginning to 
thin out and they were just turning toward the 
West. Mr. Johnson was an experienced mill 
hand and was placed in charge of the lath mill, 
a job he still holds. 
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The first mill at Orin was destroyed by fire 
in 1903 and the present mill was immediately 


constructed. Through it, millions of feet of the 
finest timber in Stevens County has gone tg 
market. In 1909 the Little Pend Oreille River 


basin was opened up with a logging railway 
that was a source of supply to the mill for 
many years. 

In April, 1900, a month after Sam 
had arrived, his brother, Charles 
Sam Larsen came west. Mr. 
grader at the mill and Mr. 
foreman. 


Johnson 
Johnson, and 
Johnson is now aq 
Larsen is planer 
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Possesses Excellent Air Drying 

ele . 
Facilities 

SPRAGUE River, OrE., May 16.—lamed 
throughout the nation for its scenic beauty, the 
greatest tourist attraction in southern Oregon 
is Crater Lake. Crater Lake is exactly what 
the name implies—a large lake, with indescrib- 
ably blue water, situated in the crater of an 
extinct volcano. World travelers proclaim it 
one of the scenic wonders of the world. 

The Crater Lake Lumber Co. here, in sight 
of the famous Crater Lake region, has a fea- 
ture possessed by but few lumber concerns. It 
is an air drying yard i in which even thick selects 
dry with very little checking; 16/4 selects are 
thoroughly dried with little checking. 

The best explanation of the effectiveness of 
this air drying yard lies in its location in the 
narrow valley below the same Crater Lake 
mountain region. Cold air from the mountain, 
blowing down the valley, makes a_ constant 
draft, which tempered by the sun’s warm rays, 
produces admirable drying conditions. 

Of course, in addition to thick selects, the 
company also makes practically every item iy 
California white pine. 


A Seattle Capitalist Whose 
Hobby Is Boys 


When Laurence J. Colman, 
Northwest's leading capitalists, was a boy, the 
playfield and group activity of children were 
unknown and older folk took little interest. As 
he grew older he visualized the need of such an 
interest and despite the fact that he is a director 
in some of the section's largest industries, he 
which 


i ale 


mr 
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now one of the 


finds time to devote to the things in 


youngsters are interested. Here he is with a 
group of Seattle boys in a woodworking shop 
which he built and furnished, teaching the lads 
to handle tools. He devotes most of his eve- 
nings to this work. Mr. Colman is one of 
Seattle’s most prominent citizens, a civic leader, 
member of a pioneer family, greatly interested 
in and a liberal financial supporter of the Y. M. 
C. A. While not a lumberman, he is closely 
related to it through his interest in a large 
wood treating plant. 


May 





) 











it she 
sure, 
kitch 
oh, 
quest 
“VW 
will : 
becat 
what 
our | 
and | 
pick 
can | 
my f 
ing t 
| 
apart 
woul 
agre 
ua 
do. 
think 
the 
want 
worl 
you | 
my 
thin; 
men 
wan 
how 
men 
than 
som 
wan 
Ah 
a pl 
and 
fries 
linet 
unti 
time 
own 
ours 
wer 
be | 
this. 
long 
can 
my 


like 








193) 


fire 
ately 
f the 
le to 
River 
ilway 


| for 


1nson 
» and 
OW a 
laner 


1g 





amed 
y, the 
regon 
what 
scrib- 
f an 
im it 


NTT 


sight 
| fea- § 
is. It 
elects 
S are 


> | ot 
n the 
Lake 
nitain, 
istant | 
rays, 





—— 


the 
m it 


— 


se 


f the 
v, the 
were Ff 
t. As 
ich an 
rector 
.% he 
which 





vith a 
x shop 
e lads 
Ss eve- 
ne of 
leader, 
»restec 
Y. M. 
closely 
large 




















































May 28, 1981 AMERICAN LUMBERMAN 31 
We Pas) ig FA a 
friars | || a= ‘) A ~ WS | 
2 —— | Gao PS A“ mm_ fi HE: 
38 A Home of Your Own’ 
| ome ot Your Own 




















Joys of Home Owning 


The Bridegroom Saith 


KY sRIDE- 
IN 


to-be has 
~ some defi- 
WIL 











nite ideas on 
what our 
home should 
be and what 
it should not be. I've found that out for 
sure, in our talks in the parlor, in the 
kitchen, in a canoe or automobile or train 

oh, all sorts of places. Usually the 
question of the home comes up. 





“We want a home of our own,” she 
will say, and of course | agree with her, 
because I want that, too. “You know 
what | mean, | want it so we can have 
our house arranged just like we want it, 
and just the furniture we want, that we 
pick out ourselves for ourselves, and I 
can arrange it just whatever way takes 
my fancy, or even change it without hav- 
ing to ask some landlord.” 

| reminded her that if we live in an 
apartment hotel, as I do now alone, she 
wouldn't have so much work to do. She 
agreed with me there. 

“No, I wouldn’t have the housework to 
do. But what would I do? Why do you 
think a girl wants a house if she can’t do 
the housework, and do it just like she 
wants to do it? You would have your 
work all day long in the office to keep 
you busy, but am I just to sit and twiddle 
my thumbs and wish there was some- 
thing to do? We can stand’ your apart- 
ment for a few months, maybe, but | 
want a home that is a home, no matter 
how little or how big it is. In the apart- 
ment all the work would be done in less 
than an hour, and then I’d have to find 
something outside to do, when what | 
want to do is to be fixing up our home. 
A hotel apartment isn’t a home—it’s just 
a place where you stay, where you sleep, 
and eat, and sometimes call in a few 
friends, and where you store away your 
linens and tea sets and other pretty things 
until you get into your own home some 
time. 

“Think of it! When we get into our 
own home we can fix it up to suit just 
ourselves. It'll be for ourselves. If we 
were renting we might think ‘Oh, we won’t 
be here long enough to pay for changing 
this, or putting in that.’ But when it be- 
longs to us we know we'll stay. Then we 
can fix up a room for me to do some of 
my faney work in, and you know you 
like to work with tools, so we can have a 


place where you can do that and where 
we can do other kinds of work like that. 
And the living room we can have just 
like we want it, too, with a fireplace an’ 
everything. And I know just lots of 
things we could do to make a kitchen the 
nicest kind of a place. And so do you.” 

‘But my dear—the Big Chief, down at 
the office, suggested to me that perhaps he 
knew some friends who would be going 
on a long trip, and we could use their fine 
home while they were gone. It wouldn't 
cost as much, and it would be nicer stuff 
than any we could afford. What do you 
think of that?” 

“What? Use somebody else’s furni- 
ture and somebody else’s home? Not on 








A Prayer 


(Found In Chester Cathedral) 
Give me a good digestion, Lord, 
And also something to digest. 

Give me a healthy body, Lord, 


With sense to keep it at its best. 


Give me a healthy mind, good Lord, 
To keep the good and pure in sight 
Which seeing sin is not appalled, 
But finds a way to set it right. 


Give me a mind that is not bored, 

That does not whimper, whine or sigh. 
Don’t let me worry over much 

About the fussy thing called I. 


Give me a sense of humor, Lord, 
Give me the grace to see a joke, 

To get some happiness from life, 
And pass it on to other folk. 








your life! We want our own, even if it’s 
not so fine and wonderful and expensive 
looking. I wonder if there are any house 
plans of different kinds of houses any- 
where? I just love a nice big comfort- 
able porch and such things—dlo you?” 

“There are, and I do. Let’s take a 
look.” But the woman always has the 
last word. She said, 

“Amen!” 


FF ¥ 


SoME PArts of this broad land of ours 
are blessed with one kind of climate and 
other parts with altogether different con- 
ditions. When you see an account of 
how houses are planned for any place, re- 
gardless of climate, take a fresh hold on 
your common sense. Better get an archi- 
tect close to home who is familiar with 
the weather throughout the year. It’s 


a fine notion to analyze these universal 
ideas before you adopt them. A house 
may be ideal in Maine but prove a dis- 
mal failure in Florida or Arizona. 
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A Girl's Dream of Home 
JUNG GIRLS 
day dream of 
the future as 
inevitably 
they grow out 
of their teens 
and that future 
always includes 
a dream home. The following “true con- 
fession” from a young girl who lives in 
Missouri attempts to put into words the 
intangible stuff her youthful dreams are 
made of: 

“Why do I want a home? This is 
much better; why shouldn’t I want a 
home? I do want a home because I am a 
natural girl. 

“Every natural girl wants her own 
home. She has dreamed of that home 
since that time, long ago, when she ceased 
to play with her dolls and began to keep 
a diary. For that is a definite period in 
every girl’s development. She then be- 
gins to tell her most secret longings to 
her ‘precious book.’ And on almost every 
page she shyly mentions her ‘home.’ 

“Mine always had a charming hall. For 
there my guests caught their first glimpse 
of my home. My hall had to be perfect. 
And indeed, my dream castle was per- 
fect. 

‘But the hall, the entrance into the 
home beautiful, must be all that art and 
harmony can make it, if one would have 
one’s guests pleased at once. First im- 
pressions are lasting. 

“And so the dream-home is_ builded. 
Room after room until the longing for 
the reality takes hold of the natural girl's 
very heart. It is the home first, my 
friend, and then the man who will best 
fit into the harmonious whole. 

“Here is a bit of a secret. The natural 
girl creates her ideal man because of her 
dream-home. He must fit into the home, 
perfectly. Her home; her man; her ideal, 
her joyous dream come true. 

“Why do I want a home? Because | 
believe in the longings of my earliest 
girlhood. I can not accomplish my work 
in life unless these longings, inspired by 
some unseen Power, are realized. 

“Every natural girl has builded her 
home in her heart.” 


as 





This page is written for the general public with the purpose of encouraging and spreading the idea of home 
owning and home improvement and to help create business. Show it to your editor. Free reprint on request. 
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Forecasts ‘Better Days" for 
Building Industry 


New York, May 21.—The future offers much 
of hope to those engaged in the construction 
industry and to those who invest their money 
in building enterprises, Truman S. Morgan, 
president IF. W. Dodge Corporation, declared 
last night in a talk on “The Romance of Build- 
ing Construction,’ over a nation-wide radio 
chain. 

The slowly increasing volume of residential 
construction being recorded so far this year 
indicates a turn toward brighter days, Mr. 
Morgan declared. He emphasized that the 
need of the building industry, as with every 
industry at present, in order to cope with this 
period of stress, is a revival of faith in our 
institutions and people and in our vast re- 
sources. 

He brought out the fact that construction 
costs today are from 15 to 35 percent lower 
than they were a year or two ago. Urging 
those who desire to own a home to take ad- 
vantage of present conditions, Mr. Morgan 
said: 

“In its social aspect, new building methods 
and improvements of all kinds represent ad- 
vances in the standards of living, and con- 
struction, particularly home building, which 
may be considered a measuring rod of progress 
of the American people. Statistics show that 
communities where home ownership predom- 
inates are far less affected by concurrent waves 
or cycles of depression. Today we have large 
accumulations of unemployed capital funds with 
restricted purchasing power. The launching of 
construction enterprises at such an opportune 
time as presents itself today would probably 
help more than anything else to bring back 
prosperity.” 





Have Wrong Methods Been 
Used in Selling Forestry to 
Lumbermen? 


The April issue of the Journal of Forestry 
carries an article by Wallace I. Hutchinson, 
assistant regional forester of the U. S. Forest 
Service, California region, that should be of 
interest to lumbermen in view of the cry of 
“timber famine” that for so long pervaded the 
land. Mr. Hutchinson states that foresters 
joined in the “timber famine” cry until “we 
almost grew to believe it ourselves.” 


It appears that in their laudable efforts to 
arouse public interest in forestry the profes- 
sional foresters not so long ago emphasized the 
beauty of the growing trees, giving little heed 
in their propaganda to the fact that forestry 
is essentially an economic undertaking. The 
very natural result was that the public came to 
confuse conservation with the preservation of 
the original forests intact. 

So today, when we cut timber, even under 
tried and true forestry methods, says Mr. 
Hutchinson, the public in many localities see 
only the stumps and shout to high heaven 
that we (foresters) are forest devastators. 
We talked of European forestry practices 
and the planting of a tree for every one cut 
until many people even today think that re- 
forestation is the only solution of the for- 
estry problem. 

To my way of thinking we have used the 
wrong public relations methods in trying to 
sell forestry to the lumberman. For a good 
many years foresters have been prone to 
give him a black eye and jump on him, so 
to speak, and then stretch out a friendly 
hand to help him up We have painted him 
as the despoiler of our heritage of forests, 
creator of idle and burned acres, a menace 
to the cause of forestry, and at the same time 
we have been seeking to be friends with him 
and trying to induce him to put into effect 
certain woods practices which we believe to 
be essential to the right solution of the for- 
estry problem of our country Small wonder 
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then that the lumber industry has retaliated 
with a publicity and educational barrage that 
has seemingly convinced a goodly number 
of our citizens, and many forestry and con- 
servation advocates, that the lumbermen are 
doing more than their share in forestry prac- 
tices and that there is really no pressing 
timber problem to worry over. 

What is the matter with our teaching of 
forestry practices to the men of the lumber 
industry? We have made progress in silvi- 
cultural practices and management methods 
on Government timber sales, but why do not 
the lumbermen follow this lead? Is it 
sible that many of the “refinements” we 
propose are not based on sound business 
principles, or that we have not convincingly 
proved the workability of many of our pro- 
posed changes in logging and mill practices? 


pos- 
, 





Installing Equipment; to Resume 
Operation 


Ponposa, Ore., May 16.—The Grande Ronde 
Pine Co., which purchased the mill at this point 
from the Stoddard interests a few months ago, 
expects to be in operation within the next few 
weeks. The dry kilns are being remodeled, and 
when completed, will be the latest type Moore 
cross circulation kilns. A new pony edger has 
been installed in the mill behind the resaw. 
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Discuss Cost, Mark-up, Profit 


New York, May 19.—Frank D. Homan, 
credit manager the Dykes Lumber Co., and 
William L. Tappan, auditor of that firm, were 
the chief speakers last Wednesday at the 
monthly meeting of the retail branch of the 
New York Lumber Trade Association. Mr, 
Homan discussed prices and profits, while Mr, 
Tappan gave a graphic demonstration of the 
need of a budget, how a quota is set and the 
components parts of each sale. 

The credit manager dealt with mark-up and 
gross profit, expense in dollars and cents as 
against expense on a_ percentage basis, the 
desire for volume and its effect on prices, the 
effect of price cutting on profits, who make 
prices etc. 

Mr. Tappan illustrated his talk with a graph 
constructed of wood, different sales being illus- 
trated by tiny blocks colored proportionately 
to show the overhead cost of each sale, cost of 
the merchandise, and the profit resulting, where 
a budget system was properly carried out, 
and alternately revealing the loss or absence 
of profit on certain sales. 

Mr. Tappan showed especially how drifting 
away from the budget plan affects net profits, 
and how the lowering of price below a certain 
point wipes out all profit. 


Trade Extension Activities 


Would Finance Farm Granaries 


WasuHincton, D. C., May 18.—Several mem- 
bers of the home finance committee of the 
National Lumber Manufacturers’ Association, 
impressed with the suggestions made by Alex- 
ander Legge at the annual meeting concern- 
ing the extension of credit by the lumber in- 
dustry to farmers for added grain storage 
facilities and farm buildings, recently discussed 
the matter with Mr. Legge in some detail. 

At the outset the discussion hinged largely 
on past experience of lumbermen in the matter 
of farm credits. In the farming districts 
known to members of the committee who par- 
ticipated in the discussion it seems that retail 
dealers have made a practice for years of 
carrying farmer clients on open account during 
the year, being paid the following fall after 
crops have been marketed, or perhaps the 
following or succeeding falls. While lumber- 
men have carried large accounts in the agegre- 
gate in this way, the loss has been small. 

Furthermore, retailers have tried for years 
to inaugurate terms of sale to farmers or the 
taking of notes for farmers’ accounts, but 
with little success, due to the fact that the 
farmer for years has been trained to give notes 
to the local bank, to the implement dealer and 
the automobile dealer, but to pay the lumber- 
man’s open account last. 

Mr. Legge said it was his thought that the 
farmer really abhorred the open account for 
the reason that it is always due, and that he 
would feel more like buying material if def- 
inite terms of payment were made under which 
he would know exactly when the obligation 
was due that he expected to meet. 


For example, Mr. Legge suggested that the 
lumberman could sell lumber for granaries and 
corn cribs more readily if he could offer a 
two-payment plan to the farmer—one-half due 
after the first crop and the balance after the 
second crop. In this connection he outlined 
the tractor sales plan of his company, under 
which the purchaser agrees to pay half of the 





Someone wants your “Don’t 
Wants.” Let the Classified 
Section tell about them. 


saving resulting from the use of the tractor 
over horsepower for the first year and the 
other half the next year. Usually the farmer 
completes payment within three years. 

The suggestion for handling sales of gran- 
aries and corn cribs impressed the committee 
members as a modern merchandising idea that 
the retail lumber dealer might put into suc- 
cessful operation, and one that might also be 
applied to building material for other uses. 

Mr. Legge pointed out that the farmer’s usual 
source of credit—the local bank—has_ nearly 
dried up and that those who expect to sell 
the farmer can do so only if they arrange to 
extend credit in these times to take the place 
of local banks. He believes sellers of useful 
and profit-making materials should aid their 
sales by offering definite credit terms which 
the farmer thinks he has a reasonable chance 
of meeting. 

The International Harvester Co. executive 
also has a rather indefinite idea that lumber- 
men’s finance corporations should be or- 
ganized in districts and in a national way to 
handle farmers’ purchase paper. Such a cor- 


poration would have district managers who 
would make it their business to know the 


makers of the notes as well as the dealers, and 
would likewise know the price of sales made 
and in this way could help stabilize prices 
without running afoul of the antitrust laws. 

* * * 


Complain of Discrimination Against 
Louisiana Products 


New Orveans, La., May 19.—The Louis- 
iana Manufacturers’ Association has actively 
taken up the complaint recently made against 
the exclusion of wood from the new Louisiana 
State Capitol, State university medical college, 
and State university dormitory. The complaint 
was addressed to Gov. Long by the Hoo-Hoo 
club. The association president, George Long, 
who is a cracker and cake manufacturer, 1S 
active in the movement for recognition of 
Louisiana products. 

Complaints of discrimination against Louis- 
iana hardwoods and softwoods are increasing, 
it being reported here that the new courthouse 
at Crowley, La., is to contain all steel furniture 
except one table. Protests are being sent off- 
cials of parishes, towns etc., by the Southern 
Pine Association. 
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Display Room Exemplities Modern 
Merchandising Methods 


Norway, Micu., May 18.—When at seven 
o'clock on a recent Thursday evening the Nor- 
way city band of twenty-four pieces, resplen- 
dent in their new uniforms, swung down the 
main street, followed by several trucks of the 
Cloverland Supply Co., the inhabitants of this 
lively little city were made fully cognizant of 
the fact that there was “something doing” at 
the Cloverland yard. 

Indeed, they had been thoroughly forewarned 
of this fact by wide distribution of an invita- 
tion, attractively printed in two colors, inform- 
ing the public that on Thursday evening, April 
9 the company would be keeping open house, 
and that everyone and their families were in- 
vited to attend the opening of the firm’s new 
showroom. These circulars were mailed to 
every post-office box-holder of Norway, Vul 
can and Loretto, totalling about 1,500 names. 

Needless to numerous automobiles, as 
well as pedestrians of all ages, followed the 
parade to the yard of the Cloverland company 
where the band, stationed in front of the of 
fice, played several pieces, after which it 
marched into the company’s heated warehous¢ 
and there rendered a fine concert of popular and 
classical music. 

The visitors were treated to inexpensive but 
attractive souvenirs, these including shopping 
bags for the ladies, pencils and cigars for the 
men, and noise-making “croakers” to all chil 
dren accompanied by one or both of their par 
ents. 

The attendance was most gratifying, exceed- 
ing the fondest expectations of Manager C. H. 
Babcock, and the visitors found plenty to in 
terest them in the displays arrayed for their 
tion. The company’s showrooms and of- 
fice, more than 60 feet in length, are at one end 
f the main warehouse. They consist of 
rooms, the first being the paint department, 
then the hardware department, general dis 
play, model kitchen, and finally the office. 

Entering the front door the visitor notes a 
well-arranged paint and brush display on one 
side of the room, with the order counter on the 
other side. Passing through an arched door- 
way one next observes the stock of builders’ 
hardware, and then passes into the general dis- 
play room, an especially interesting feature of 


say, 


spec 


nve 


which is the display of samples of each of the 
large line of doors carried. 
These doors are arranged on a new patented 


ball bearing carrier displayer, developed for the 





Interior of new display room 


of the Cloverland Supply Co. 


purpose of showing doors, also windows, in re- 
tail showrooms to better advantage than other- 
wise would be possible. This new device, which 
is being manufactured by J. Ruwitch & Sons, of 
this city, solves for the dealer the problem of 
handling his display of doors. The device, the 
general appearance and manner of operation of 
which will be observed from one of the accom- 
panying photographs, consists of a series of car- 
riers, each of which holds a door hung in its 
natural position. By means of the carriers the 
doors so hung can be easily and noiselessly 
manipulated and shifted along the overhead run- 
ners in any manner desired. A distinct feature 
is that the designs of a number of doors may 
be shown side by side, and the salesman may tell 
his story while the-customer makes comparisons 
ly. A space of less than a square yard holds 
fourteen doors completely displayed. 

| Nott An interesting announcement con- 
cerning this method of displaying doors will be 
found on page 60. 
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In the same room is contained the display of 
roofing, moldings, odd pieces of millwork, 
stained shingles, brick and insulating materials, 
along with many other lines. 

Thence the visitor passes’ into the model 
kitchen. This contains a permanent display of 
Curtis sectional kitchen units. Through co- 
operation of local merchants there are also dis- 
played here an electric stove and a kitchen sink 
of latest type. By courtesy of one of the de- 
partment stores, the window and doors have 
been attractively hung with shades and drapes. 

The floor covering is colored in green and 
red tile effect, done by a local painter. The 
color scheme for the kitchen was selected by a 
committee composed of the wife of the editor of 
the local paper and the art and domestic science 
teachers of the high school. The walls above 
the wainscoting and the ceiling are finished in 
a very light ivory plastic paint. Below the 
wainscoting the wall is enameled a shade darker 


ivory, with the woodwork still another shade 
darker. The backband and base shoe, as also 
the drawer fronts and door trimming on the 
units, are of a delicate shade of orchid against 
the ivory, while the inside of the units, the 
stove and light fixtures are a light shade of 
ereen, 


The floors of each of the rooms are laid with 
a different kind of hardwood flooring, compris 
ing quarter-sawed oak, two kinds of maple, also 
birch, all finished as should be—these 
floors of course forming 
a part of the general 
display. 

Mr. Babcoc k en- 
deavored to have a rec- 
ord kept of the visitors, 
by having them register 
as they left, and up to 6 
Yclock about 350 had 
registered, but after that 
time they came so thick 
and fast it was impossi- 
ble to have them all 
register. Mr. Babcock 
estimates that fully 1,000 
people had passed 
through the office and 
display rooms by 10 
o'clock, when they were 
closed. 


fle OTs 


“Tt is pretty early yet,” 
said Mr. Babcock, “to 
tell whether any direct 
sales actually resulted 
from the show, but . we 
know that we obtained 
a very nice list of pros- 
pects, which are now 
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Convenient 


method of showing and demon- 


strating doors in display room 


being cultivated and from which there naturally 
will develop some sales. 

“By special invitation the local painter and 
plasterer were in attendance, and they report 
having secured several jobs which they claimed 
would not have developed but for the interest 
that had been aroused. 

“Seeing is believing, and more goods are sold 
by sight than by people hearing about them. 
I\very day since the show we have had people 
come in who were not able to attend the for 
mal opening, some coming even from as far as 
Iron Mountain. It certainly is very gratifying 
to observe the interest shown. With more 
women nowadays taking an interest in the pur 
chasing of lumber and other construction items, 
dealers find it increasingly necessary to cater 
especially. to them. Naturally, they like to 
transact their business in clean attractive sur- 
roundings, and they surely were attracted by 
our display kitchen.” 

The shed layout of the Cloverland Supply Co. 
is quite unusual. In the first place, there is not 
a bit of stock carried that is not kept com- 
pletely under cover on all four sides, hence the 
company’s slogan “The Yard Under Cover.” 

Another slogan used by the company’s ad 
vertising is “Everything to Build Your Home, 
and Fuel to Heat It.” The coal shed is com- 
pletely enclosed, and of course is divided into 


bins, each holding a carload. The cars are 
unloaded from hopper bottoms by a conveyor 


onto trucks, which the drivers then back up an 
incline until they are over the bins, when they 
are dumped onto a series of baffle boards which 
breaks the drop, so there is very little breakage 
of coal. 

The Cloverland Supply Co. is a new con- 
cern, having about the first of the vear taken 
over the yard, stock and equipment of the An- 
derson Lumber & Fuel Co., which had been in 
business here for twenty years. 

Visitors from out of town attending the pub- 
lic opening included H. M. Buswell, Amasa, 
Mich., president of the company: Dexter Van 
Ostrand, also of Amasa, secretary and treas- 
urer; Axel Axelson, Crystal Falls, vice presi- 
dent and general manager, who also is local 
manager of the Crystal Falls yard, and John 
Winquist, manager of the Amasa yard. All 
of these officials were accompanied by their 
wives. In addition there were present repre- 
sentatives of a number of the manufacturers 
whose products the company handles. 

Summing up the local trade situation and 
outlook, Mr. Babcock said: 

“There is considerable remodeling business 
developing in this territory and, needless to say, 
it is profitable. There also will develop a little 
business in the farming districts. We can see 
nothing very pessimistic on the horizon.” 
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Along the Old Cattle Trails 


A Frontier City That Remembers Its Past—Rapid Growth Supports an 
Imposing Array of Yards—A Dealer Talks of International Affairs 


Dodge City, Kan., is located in the great 
wheat area in the southwestern part of the 
State. It’s a fine, big town, and its citizens 
are sure it has a pleasant future of rapid 
growth as a distributing center; for there 
are no large towns to the west or southwest 
short of Pueblo and Amarillo, and the whole- 
saling trade is growing apace. Its present 
population is said to be twice what the fig- 
ure showed ten years ago, and the end of 
its growth is not yet. 

Dodge is several towns all in one. In 
addition to the wholesaling interests that 
extend over a young empire and its business 
as a big, local center for retailing, it has a 
picturesque history. Those of you who have 
learned your frontier history through the 
movies know much about the old cattle 
trails leading northward through this coun- 
try from Texas. Dodge City was one of 
those rip-roaring cow towns of fifty years 
ago. Things have moved so rapidly that 
hardly a sign of the old cattle days remains. 
Farther to the south and to the northwest 
the traveler will still see an occasional 
Hombre dressed up more or less like a cow 
hand; high-heeled, embroidered boots, ten- 
gallon hat and chaps. But these things 
were not visible during our stay of a couple 
of days in Dodge. The country around it 
has gone wheat. 

Memorials of a By-gone Day 

But there are a few signs of the past if 
you'll look for them. One is Boot Hill. The 
city has changed so completely in character 
that there is no sensitiveness about the lurid 
old days; and set in the corner of the new 
city hall is a stone bearing the information 
that from 1872 to 1876 the area where this 


handsome building now stands was Boot 
Hill Cemetery. This was the place where 
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building hardware 


V. Deal Lumber Co. at Dodge City, Kan., has a handsome and 
well equipped plant which handles and sells a great deal of paint and 


ently many a Curly Wolf who tried to howl 
out of turn found quiet on this hill top. 
Just how different the present is from the 
past may be indicated by the fact that this 
department noticed a policeman, a _ lean, 
capable looking member of his trade, too, 
pounding pavements in an outfit that won 
him sartorial distinction even among the 
well dressed crowds of Dodge. Among his 
equipment was a pair of pearl gray spats. 
A person guesses that in the days of Wild 
Bill Hickok these spats would have won 
this boy a gun fight on any corner. 


4 Handsome Lumber Plent 

In the big yard of the T. M. Deal Lumber 
Co. we met J. E. Collier, the local manager, 
T. N. Hatfield and E. W. Hennessy. This 
is a handsome and prosperous plant, well 
painted and well equipped with an attrac- 
tive office and sales lobby. The office was 
remodeled a year ago; and the paint manu- 
facturer with which the yard deals sent a 
man to decorate the interior. A good deal 
of paint is handled here, and the sales of 
building hardware are large. A big corridor 
is given over to the display of hardware; 
with sliding ladders to reach the upper 
storage space. 

Mr. Hennessy tells us that most of the 
trade is in the city and that the farmers 
who do buy here have not yet thought of 
the bright idea of asking the yard to deliver. 
The rapid growth of Dodge explains the 
presence of six yards, most of them big 
ones; and the belief that this growth will 
be continued explains why, even in the 
midst of the slow-up that struck here just 
as it did in your city, dealers are cheerful. 

The factor that bothers just at present, 
or at least the one that seems to the dealers 
the least reasonable, is the difficulty of get- 
ting building loans. The city has depended 
largely upon building and loan associations. 
But some time back the State legislature in 
hunting around for ways to impose taxes, a 
task which these unfortunate bodies always 
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Statue of a cowboy, symbolical of the 
early days of Dodge City, which 
stands on the city hall grounds 





have on their hands and never do to every- 
body’s satisfaction, got to thinking about 
intangible property. So they passed a law 
which laid taxes on building and _ loan 
money. The result was wholesale’ with- 
drawals of funds. The law, I believe, has 
since been repealed; but for the time these 


associations are still suffering from these 


things. Several dealers said that with rea- 
sonable loans for building they could in- 


crease their sales materially. 
The Delayed Depression 

Mr. Collier stated that the slackening in 
trade did not occur in Dodge City until 
about a year after it was at work in the 
rest of the country. He thought that might 
mean a little slower recovery here. Doubt- 
less the slump was quite directly caused by 
the drop in the price of wheat; or at least, 
there is much interest in and discussion of 
the future of wheat. Mr. Collier added that 
Dodge merchants were taking the recession 
with a smile. Perhaps they’re hardier out 
here; but the Realm suspects that possibly 
they don’t much real trouble to 
smile over. There is rather less field for 
remodeling, in Mr. Collier’s opinion, for a 
large majority of the houses are less than 
fifteen years old, and a good many are 
younger than that. The town is well built 
and in good repair. 


have so 





Hewn stone has been utilized to construct this unusual plant of the 
Lindas Lumber Co. Displays of paints, doors, built-in furniture etc. 


feature the recently completed sales room 
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Boot Hill is about a block from the Deal 
office; and on the city hall grounds stands 
a statue of a cowboy, in the act of drawing 
a famous old single-action Colt from his 
holster. This statue was modeled by Dr. 
0. H. Simpson, a pioneer dentist. On the 
pedestal is a plate bearing this inscription: 
“Qn the Ashes of My Campfire This City 
Was Built.” 

Dent Gibson, manager of the Rounds & 
Porter Lumber Co., also told us that there 
had been an ample building program going 
forward until about a year ago; and it 
stopped only when the price of wheat 
sagged. Mr. Gibson said he thought that 
loans had been too generous several years 
pack, just as they are too small now. He 
knew of a number of cases where owners 
had gotten loans large enough to pay for 
the lot and build the house. Such generos- 
ity has a rather bad effect and if kept up 
too long will start speculative building that 
pears little relation to local needs and 
future welfare. It’s equally bad, but for a 
much different reason, when loans are held 
to 50 percent upon a close appraisal. The 
big loans were gotten, of course, on padded 
valuations. If an owner can put a valuation 
of $10,000 on a $6,000 house and make it 
stick and then can get a 60 percent loan, 
there you are. 


Trade on Its Way Upward 

“IT think the upward turn has appeared 
here,’ Mr. Gibson said, “but just what hap- 
pens will depend on wheat. This year’s crop 
is starting well. The whole thing will have 
to work itself out naturally. If the coun- 
try is producing too much wheat, some 
farmers will have to produce something 
else; and I don’t know anything that will 
persuade them except prices that will not 
bring a return on marginal wheat land. As 
long as the land not well fitted to wheat 
can still make money raising it, we’re going 
to have a surplus.” 

C. C. Isely, of the Jumber company that 
bears his name, operates in grain as well 
as in lumber. He has an elevator in Dodge 
City, a structure with a 500,000-bushel ca- 
pacity; and it’s nearly full of wheat owned 
by the Farm Board. 

“We're not so badly off out here,” he said. 
“We could get along by ourselves first rate. 
Our trouble is the product of so-called busi- 
ness leaders in other parts of the «country. 
It’s discouraging to see some of the childish 
reactions of business men whose mistakes 
have created this period of slow sales. This 
talk about over-production is missing the 
mark by a wide margin. There isn’t a thing 
in the world now that’s really produced 
beyond the needs of a world population. It’s 
distribution and not production that’s at 
fault. Plenty of people in the United States 
want more food than they can pay for. Still 
larger numbers in England and Germany 
are in the same situation. I saw the results 
of a questionnaire sent out to 10,000 men 
who ought to know the inner machinery of 
business, asking them what in their opinion 
would best restore business. The answers 
were fairly childish. But a few, amounting 
to three or four hundred, did say it was 
a re-distribution of gold reserves. And 
that’s the answer. If the gold basis is a 
g00d foundation for currency, and it prob- 
ably is, then it’s good for all countries. 
Germany and England have a gold basis 
only in theory and not in fact. The reason 
it isn’t a fact and remains only a theory is 
due to the short-sighted way in which war 
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debts and reparations are handled. The 
war’s over. Nobody can change that. But 
somebody could change the way in which 
the results of the war are being dealt with. 


Reflections on World Currency 


“Whatever the basis of currency, it ought 
to be managed in such a way that there 
could be a fair and easy exchange of goods. 
The world is geared up to a production that 
would still fall far short of world needs if 
distribution were properly organized. But 
since it isn’t, we’re told that there’s over- 
production. As well say a sick man has too 
much food, simply because he can’t eat 
what’s offered him, and that the way to cure 
him is to take that food away. 

“We’re a long way from producing too 
much wheat; but the business machinery is 
jammed in such a way that it can’t be dis- 
tributed. This southwestern country will 
probably always be the great wheat-produc- 
ing area, no matter what happens to inter- 
national trade, because it can produce wheat 
more cheaply than can any other section. 
We can produce wheat at probably a little 
more than half what it costs in other wheat 
areas. Labor costs are low, and this coun- 
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A City of Big Yards 


The Anawalt-Campbell Lumber Co. has 
another of the big lumber plants of the city. 
It extends an entire block in length and is 
of brick construction. The long warehouse 
is fronted by open sheds with overhanging 
roof. At either end there is a wing extend- 
ing forward at right angles to this long 
structure, and the area between the wings 
and in front of the warehouse is open yard, 
protected by a high wire fence. In this open 
space are stored posts, shingles, lath, flue 
lining and the like. The storage capacity 
of the yard is enormous. 

The office is in the east wing. The yard 
was built about fifteen years ago and has 
served its purpose well. C. T. Benbow, vice 
president of the company and manager, is 
in process of remodeling the office wing to 
provide for sales and show rooms. The pri- 
vate offices and the sales desk will be placed 
at the back, making space for a large sales 
room. A sales room largely for paints is 
being provided in the basement, where the 
substitution of natural gas for coal has 
released some space and has eliminated the 
dust of ash and coal that formerly made 
the basement unsuitable for such a_pur- 








This big plant of the Anawalt-Campbell Lumber Co. was built about fifteen years ago and has 


served its purpose well. 


Remodeling to provide for larger sales and show rooms has just been 


completed 


try is simply perfect for the use of machin- 
ery on a large scale. 

“Dodge City is in good condition. It has 
doubled in population in ten years or less, 
and it’s still growing. Any oldtimer can 
spot new people on the streets at any time; 
people who are coming here to live. I hap- 
pen to have a cottage for rent, and when 
I ran a few ads the telephone started ring- 
ing and has rung almost steadily for days. 
Dozens of people are studying the ads, look- 
ing for homes; and if loans were on a rea- 
sonable basis there would be a large and 
firm house building program on foot right 
now. There’s been much big building done, 
for the railroads and jobbing houses and 
the like, and more is projected. Dodge may 
easily grow to five or ten times its present 
size, on the sound foundation of a needed 
city right at this place to take care of the 
great trade area developing around us. If 
we're given a chance by the men who are 
trying to govern business on a big scale 
without knowing how, we’ll take care of 
ourselves without any trouble.” 

This concern was formerly the Juneau 
organization; though I’m not sure of the 
spelling; a widely known and famous 
French company of an earlier day. 


pose. Painting, flooring and general redeco- 
ration were in progress. This company sells 
a large amount of paint. 

The slope of the hill brings the street 
along the west wing even with the second 
deck of the shed. A big job of excavation 
was done in the yard at the west side to 
remove this shoulder of the hill and to 
make room for the first deck of the ware- 
house. This is a fir territory, and the yard 
‘arries a large stock of insulation and Trim- 
pak. Molding is carried on end. The Ana- 
walt-Campbell company has a big plant, a 
big stock and a friendly, capable manager. 


An Architectural Show Place 


The Lindas Lumber Co., located south of 
the river, has a most unusual plant. The 
front is built of hewn stone, with a big arch 
over the central drive. The office is on one 
side, and the display room is on the other. 
This is a quite new plant. Just after it was 
completed the road in front was paved; and 
while the Lindas location is within the city 
limits the opposite side of the street is not. 
So the paving is a Federal road; and since 
the engineers of such a road do as they 
please, they put the paving about a foot 


(Continued on Page 39) 
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Suburban Yard, Remodeled, 
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Also Adds Hardware — 
Aggressive Salesmanship 


Installs Paint Department Spells Good Business 


“Who said the lumber business was slow?” 
This was the salutation that greeted an AMERI- 
CAN LUMBERMAN representative when he 
dropped in to ask about the inauguration of a 
paint department and met Arthur Mohring, 
manager of the Edward Hines Lumber Co.'s 
yard at Park Ridge, Ill. And Mr. Mohring 
held up a thick sheaf of yellow order blanks 
calling for siding, heavy dimension, 2x4’s, a 
number of window and sash orders, molding, 
coal, sand, gravel etc. Then he picked up a 
thinner sheaf of white order blanks (C. O. D 
orders, these were, he stated) calling for more 
construction material, Celotex, a good-sized 
paint order, and some that called for hardware 
to fill out the complete job. “True,” Mr. 
\Mlohring said, “most of these orders are for 
small jags, but | want to tell you we're busy.’ 

The occasion for this optimistic statement 
was no doubt partly due to the fact that the 
Hines company’s Park Ridge yard office has 
just been remodeled, turning it from an unin- 
viting old business office to a modern lumber 
store, attractive to the women folks as well as 
to the carpenters, contractors etc. The decision 
of the Hines company to sell paint necessitated 
show and storage rooms, which are amply pro 
vided for in the remodeled office. 

Remodeling was under way for several weeks, 
and while Mr. Mohring had drawn up a rough 


walnut shade, are used for wainscoting and 
counters. Wallboard is used for ceilings and 
side walls, with oak flooring, varnished, for 
show window bottoms. In Mr. Mohring’s of- 
fice the oak flooring is waxed, Nu-Wood is 
used for the walls, with Balsam-Wool in be- 
tween the studs, because the bare shed walls 
abut the office. 

Completion of the new oflice and inauguration 
of the new paint department were made a spe- 
cial occasion, beginning May 4 and continuing 
to May 9, through announcements (together 
with color cards) delivered at every home in 
Park Ridge. A factory representative was on 
hand May 8 and 9 to make paint demonstra- 
tions on small articles brought in. As special 
inducements a 28-inch handy stepladder was 
given away with every gallon of paint sold, and 
the boys (and even the girls) were given a 
Diamond 24-inch kite with each 10-cent pur- 
chase made. A second circular sent out, stat- 
ing that “whether your family needs a 10-cent 
clothes pole or several boards, a small can of 
enamel or a 10-cent paint brush—with every 
purchase goes a dandy free Lindy, jr., kite. 
Come and get them.” 

“Did they come,” said Mr. Mohring. “I'll 
say they did! The girls wanted the kites, too, 
and there must have been a lot of folks needing 
clothes poles in Park Ridge, judging from the 


orders are being received daily. “We can sell 
the complete lumber bill,” he added, “so why 
not include the necessary hardware also?” A 
customer coming in the office at this time asked 
for wire fencing. Mr. Mohring told him he 
did not have any, but expected to stock various 
kinds soon. 

The two show windows, indirectly lighted by 
an electrical time mechanism, have displays of 
paints, brushes, handy stepladders etc. in them, 
but Mr. Mohring plans to change the displays 
frequently. 

Reverting to Mr. Mohring’s first statement, 
the inquirer wondered where the volume of 
business came from, but ceased wondering 
when Mr. Mohring earnestly suggested that the 
Hines company would like to get his order for 
next winter’s coal (this yard sells a lot of 
coal). Briefly stated, Mr. Mohring is a live, 
aggressive salesman, losing no opportunity to 
make a sale. In coal, for example, a screen 
sifts the fine particles and dust out while a 
truck is being loaded. When sufficient is ac- 
cumulated this “dust pile” is sold to brick 
makers at several dollars a ton. Creosoted 
stakes are sold to race tracks. A merry-go- 
round ordered some heavy timbers. Two new 
onion warehouse jobs were sold 83 rolls of 
asphalt felt, besides a quantity of Celotex and 
3% ton of Thermofill, suggested to the builders 








How the old office of the Edward Hines Lumber Co. at Park Ridge, 
Iil., looked before it was remodeled 


plan, it was found necessary to make some 
changes to accommodate the heating apparatus. 
\s there is basement, creosoted stringers 
and floor timbers were used, laid practically on 
top of the old foundations. As the picture of 
the new office shows, the entrance lies between 
two gabled show windows which jut out from 
the main walls. As the visitor enters he sees 
at once the fine line of paints, stains, varnishes 
etc. displayed on neat shelving and giving an 
excellent idea of the comprehensive array car 
ried. A show case carries samples of the va- 
rious paint brushes handled. A kitchen cabinet 
is also on display. 

At the left, separated from the customers’ 
room by counters made of Douglas fir stained 
panels, are well-lighted quarters 
for the yard and hbhilline clerks, easv access be- 
ing permitted to the yard through a rear door. 
At the far right is the private office of Mr. 
Mohring, and he has made use of the various 
products the yard sells for convenience as well 
as for demonstrative purposes. Douglas fir 
panels and battens, stained and varnished a 


commodious, 


number we sold.” Inspection of the new offices 
was invited, when the people came in to pur- 
chase, and, continued Mr. Mohring, “we re- 
ceived a number of leads for the kitchen cab- 
inet we handle, a sample being on display.” 

Paint sales totaled more than $170 during the 
week and rush orders were sent the paint manu- 
facturers in Chicago to fill the depleted assort- 
ments. New lines, such as aluminum and gold 
paints, have already been added to meet the 
demand, and arrangements made with the paint 
manufacturers to get daily deliveries. About 
a fifth of the paint stock is carried on display; 
the rest being in special storage rooms. 

The installation of the paint department led 
to inquiries for builders’ hardware, and as a 
result Mr. Mohring has put in a sample line 
consisting, for a start, of door butts, screen 
door hardware sets, sash lifts and locks, hooks 
and eyes etc. Model garage doors, equipped 
with special hangers, are also on display. The 
builders have been quick to see the advantage 
of including the necessary hardware in their 
lumber requisitions, Mr. Mohring said, and 


New lumber store, showing neat display windows. 


It will be painted 


with signs to conform to those to be used at all Hines yards 


by Mr. Mohring as excellent materials for the 
purpose intended. Coal is sold, at wholesale, to 
neighboring dealers when they run short. A 
Ford dump truck with a small door in the bot- 
tom center of the end gate, to which a chute 
can easily be connected, permits quick loading 
and unloading of coal orders, while with the 
end gate down 16-foot boards etc. can be car- 
ried and as easily dumped at the job. Orders 
piled in so quickly the third week in May that 
it was found necessary to keep three trucks 
busy carrying as much as 4,000 feet of lumber 
each, 

To keep lumber stocks up to requirements a 
big blackboard in the office serves to keep a 
perpetual inventory, which is changed daily. 

Though the new paint department has been 
in operation only a few weeks, Mr. Mohring 
is well satisfied with results. Customers—some 
of whom had never been seen in the old lumber 
office—have come in inquiring for paints, var- 


nishes etc., and while it is new to him, he says 
he had to learn the lumber business, so he 1s 
going to learn the paint business, also. 
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Retailer's Sales Show Gains 
From Month to Month 


San AntONIO, TEX., May 18.—Anyone look- 
ing for pessimism, or gloomy prognostications, 
will be disappointed if he seeks them around the 
yard of the L. A. Jackson Lumber Co., this 
city. On the contrary he will find this yard 
doing a very nice business, and everyone in the 
organization on their toes for still more. 

The upward turn in this yard’s business is 
no sudden spurt. Back in March a fine increase 
over both January and February was marked 
up, while as to later developments, L. A. Jack- 
son says: 

“During April our business was about the 
same as March, and the indications are that 
the month of May will show business in excess 
of any previous month this year.” 

\sked how this very gratifying showing was 
achieved, he said: 

“Our sales are brought about purely by per- 
sonal contact, by rendering service, and by sell- 
ing merchandise on the basis of quality. We 
do not know of anything else to attribute our 
increase in business to.” 

Mr. Jackson proceeded to say that southwest 
Texas is in better condition, financially, and 
also with regard to employment, than almost 
any other section of the country. While busi- 
ness is slow in the building industry, a number 
of new residences are being built in this city, 
a large percentage of which are paid for in 
cash. He said that it is rather difficult to secure 
satisfactory loans for building purposes, ex- 
cept with a big margin of security. 

The company maintains its own drafting de- 
partment, contracting department, and other de- 
partments deemed necessary for efficiently 
carrying on business. 

“We always try to give more than we agree 
to give in our specifications,” said Mr. Jackson, 
“and when the job is completed we have a 
satisfied customer who is a booster, willing to 
go out and help us get additional business. 

“In employing labor we always select men 
who are residents of our own community, and 
preferably someone who has previously bought 
a house or had other business dealings with 
us. We follow this policy in order to help 
Sa to pay for his home, after he has it 
uit.” 


Over One Thousand Visit Deal- 
er's Building Show 


Pitpen, Nes., May 18.—A very successful 
building show was staged by the Tilden Lumber 
Co, on a recent Saturday, the attendance run- 
ning above the 1,000 mark. The event was well 
advertised beforehand by mailing large hand 
hills to all farmers in the firm's trading area, 
as well as to the townspeople. 

The show was scheduled to open before noon, 
but on account of it being a busy season for the 
farmers, most of the registration was in the 
atternoon., 

The displays were arranged on each side of 
the shed, and extended out into the yard, where 
larger booths with representatives of the va- 
rious lines handled demonstrated their wares 
and also registered live prospects which were 
turned over to the lumber company for follow- 
up. 

_A. J. Skrivan, manager of the Tilden Lumber 
Co., said that he considered the project well 
worth while, and expects to develop some busi 
ness from the prospects listed. 

The show was promoted and managed, for 


the Tilden Lumber Co., by S. Q. French, of the 
French Lumber Co., Hawarden, Iowa, who has 
had a good deal of experience in staging events 
of this sort. Mr. French shipped down from 
his Hawarden yard six large crates of exhibit 
material. He also acted as master of cere- 
monies during the day and kept things moving. 

“Engaging the services of Mr. French was 
about the best thing we did,’ remarked Mr. 
Skrivan. 

No refreshments were served, but souvenirs 
were given to all in attendance. In all about 
$150 worth of prizes and souvenirs were given 
away, some of the prizes being donated by the 
co-operating manufacturers. 


Home Show a Success 


Wuitre PLains, N. Y., May 18.—Westchester 
County's first home show, held recently in the 
County Center on Bronx Parkway, was a suc- 
cess far beyond the expectations of its promo- 
ters, both in attendance and results. The Su- 
burban Exhibitors Corporation, sponsor of the 
exhibition, has announced that the show will be 
held each spring hereafter. 

Secretary F. Herbert Brown, of the Building 
Material Men’s Association of Westchester 
County, said that material dealers generally had 
failed to take advantage of one of the most 
thorough shows of its kind he had ever seen. 
He predicted that in future lumbermen and 
other distributers of materials will be active in 
supporting the shows. 

Of the commercial firms represented, the 
Mahlstedt Lumber & Coal Co., New Rochelle, 
was the only one dealing in lumber. Educa- 
tional displays included those of the Westchester 
County Society of Architects, the Westchester 
County Park Commission and the Westchester 
County Sanitary Sewer Commission. 

The show covered everything from materials 
to home-furnishings. 





IM MOVABLE 
“How are you doing with open air drama? 
“Well, the sheriff can’t attach our scenery. 





"The Troubles of Cement and 
Wood" Discussed 


The Constructor, a monthly journal published 
at Washington, D. C., representing the Associ- 
ated General Contractors, evidently believes that 
its clientele is not at all pleased with the recent 
action of important branches of the lumber in- 
dustry in adopting a distribution code which 
recognizes the retail lumber yard as the logical 
source of supply for lumber purchased by large 
contractors. Under the heading, “The Troubles 
of Cement and Wood,” this publication in its 
May issue makes some caustic comment on the 
actions of both the cement and lumber in- 
dustries in thus recognizing the functions of the 
retail lumber and building material dealer. In 
this connection it said: 

The spectacle of the cement price war which 
has been under way during the past two 
months following abandonment of established 
merchandising policies and the dealer differ- 
ential by cement manufacturers is more than 
an object lesson on price cutting; it provides 
a practical picture of the need for co-opera- 
tion, not only between manufacturers as a 
group, but between those manufacturers, their 
distributive agencies and the ultimate con- 
sumers. 

The price war did not develop as a logical 
result of the abandonment of the old time 
merchandising policies. Those policies were 
such as to create conditions which brought on 
the war. Their abandonment was incidental. 
Now that they have been dropped, it is any- 
one’s guess as to how long present chaotic 
conditions in the cement industry may con- 
tinue. The only sure thing is that such con- 
ditions must be improved some time and look- 
ing forward to that time, general contractors 
should have a voice in the drawing up of the 
peace terms. 

A return to the straight dealer flat differen- 
tial would be a step backward. While the 
dealer requires and deserves every legitimate 
consideration for the very considerable mer- 
chandising services he renders, past experi- 
ence has shown that he is but one factor to be 
considered in merchandising procedure, The 





side wall of the yard office. 


office. 


phone. 





This Week’s 


Yard Has Time-Saving Buzzer System 


To prevent waiting becoming irksome to customers, the John 
Suverkrup Lumber Co., San Bernardino, Calif., installed an electric 
buzzer system in the yard, placing the control button on the out- 
Over it is a sign: “Ring For Service.” 
When the buzzer sounds, the man nearest to the customer is ex- 
pected to drop whatever he is doing and wait upon him. If the mat- 
ter is one that only the yard foreman can attend to the workman 
sounds a special signal on the buzzer which calls the foreman. A 
second button was placed in the office, and by means of a code of 
signals the office manager may summon the foreman or any of the 
yardmen either to the telephone in the yard office or to the main 
For example, the signal if the foreman is wanted in the main 
office is three short rings, while five “shorts” call him to his tele- 


Timely Tip 
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general contractor 
likewise require cons’ deration, and any system 
cement which neglects 

ese needs will lead to untenable conditions. 

Similar logic applies to the lumber industry. 
In the merchandising structure set up by that 
industry there has been provided no definite 
method of serving the general contractor who 
as distinet from the retail 
purchaser. The result has been a chaotic and 


needs and position of the 


for merchandising 


buys in volume, 


uncontrollable market in lumber ever since 
the general contractor dominant 
factor in the buying of the construction in- 
dustry Here again the lumber wholesaler 
and reta‘ler are entitled to every consideration 
but not to the exclusion of the final purchaser 


To attempt such exclusion 


became a 


invites disaster, 
whether the purchaser be a railroad, a furni- 
ture manufacturer or a general contractor 

Yet at the recent convention of the South- 
ern Pine Association, all purchases destined 
for use in the construction industry were spe- 
cifically denied recognition by manufacturers 
and wholesalers, whereas the departments of 
State and Federal governments, shipyards and 
dock builders, railroads and manufacturers 
were granted such recognition. 

That this arrangement is no more enforce- 
able now than it has been in the past, is 
obvious. The contractor who is in the market 
for a half-million feet of lumber is not to be 
compelled to buy that lumber through a local 
retailer at retail prices, for the simple reason 
that the 
able to im and the business he offers is too 
attractive to the mills and the wholesalers. 

The reiteration of the principles of an out- 
worn merchandising plan will not solve this 
question Just as in the merchandising of 
cement, the sound merchandising of lumber 
requires that a definite place be provided for 
purchasers in accordance with the volume of 
the'r buying, their cash payments and their 
credit standing Otherwise the bootlegging 
of lumber will continue to create a chronic 
condition of chaos in the price structure of 
the lumber 


service he requires is seldom avail- 


ndustry 





"Garden Furniture Day" Is Deal- 
er's Timely Idea 


HAWARDEN, Iowa, May 18.—‘“Another big 
day at the French yard,’ about sums up the 
Garden Furniture and Ladies’ Day staged by 
the French Lumber Co., on Saturday last. 

This event took the form of a very striking 
exposition of wood fence, pergolas, trellises, 
lawn chairs and benches, bird baths and other 
lawn and garden furniture and equipment. Most 
ot the exhibits fabricated from wood were made 
in the company’s own yard. 

A feature of the display was a rock bordered 
lawn, attractively landscaped, including a pool 
for goldfish or other aquatic life, likewise bor- 
dered with small stones, while at either end of 
the plot stood a bird bath. Lawn chairs and 
benches placed around this lawn added to the 
realism of the scene 

The display was planned and carried out 
under the direction of S. Q. French, who has 
acquired a considerable reputation for success- 
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The attractive office 
building of the Doyon 
& Rayne Lumber Co., 
Delavan, Wis., with the 
main warehouse just 
Observe the 


big circular sign in 


beyond. 


front, made from a 
section of fir log, let- 
tered in black and red 


against a 





background 
of yellow 











ful building shows in his own yard, and for 
others. The visitors were routed through the 
sheds in the manner that Mr. French has found 
effective, insuring their seeing all exhibits, and 
avoiding congestion at any point. 

All the goods on display were priced, and 
Mr. french expects some sales to materialize 
as a result. Many favorable comments were 
made by visitors. 





Dealer Makes Striking Red- 
wood Display 


BALTIMORE, Mp., May 18.—A striking exhibit 
now to be seen at the down-town place of 
George Helfrich & Sons, on North Charles 
street, is designed particularly to advance the 
interests of the redwood trade. It supplies evi- 
dence of the numerous uses to which redwood 
is being put, with special emphasis upon the Se- 
quoia brand, distributed by the Redwood Sales 
Co., of San Francisco, which is also being han- 
dled in its simpler forms by the R. B. Homer 
Lumber Co., Canton House. 

In the window and the store room of George 
Helfrich & Sons are to be seen samples of 
garden furniture, including lean-back chairs of 
the old fashioned pattern, together with sec- 
tions of picket fence, having both wide and 
narrow slats, fence posts, shingles, laths, weather 
boarding, interior finish and paneling for rooms 
and numerous other articles. There are sam- 
ples both in the natural wood and stained; with 
stair rails, frames and samples of wood taken 
from buildings erected many years ago, to show 
the lasting quality of redwood. One _ block, 
worn on the outside, has been cut through, re- 
vealing as fresh and sound a surface as though 
cut only recently. To prove what can be done 
with redwood for paneling there is an imitation 
of a book, with cover of bark and leaves of 
clear redwood, in various stages of finish and 
different styles of coloring, held together like a 
bound volume. The “pages” can be turned over 
as readily as the leaves in a book, and the 
volume constitutes a most impressive object les- 


we 


rt 


LLL | i 


hp oh sas 
Thy 


~ 
. 





Display of garden furniture and accessories in yard of French Lumber Co., Hawarden, Towa 


son for the instruction of house owners, archi- 
tects and others. 

There is a sort of background for the window 
in the shape of a large panel, showing a scene 
of the Old West, with a covered wagon and 
its human freight. This picture, a sign ex- 
plains, was sandblasted, with the scenery and 
the figures brought out in relief and painted. 

There is also shown a piece of the heavy 
bark of the sequoia, while another striking ob- 
ject to attract attention is an ornamental urn 
made from the burl of a redwood, soft in its 
tints and rich in tone. 

William N. Lawton, eastern representative 
of the Redwood Sales Co., was in Baltimore 
recently arranging the exhibit, and is expected 
soon again to look after some other details. Mr. 
Lawton makes his headquarters in Philadelphia. 





See Prospective Increase in 
Home Building 


MILWAUKEE, Wis., May 18.—Recent indica- 
tions point to an increase of residential con- 
struction during the coming months, it was 
brought out at the meeting of the Milwaukee 
Association of Four-Square Lumber Dealers at 
the Hotel Schroeder. The meeting was held 
for the purpose of fostering better construction 
methods. The consensus was that confidence in 
home building is .being restored, and that this 
should result in increased activity in home con- 
struction and increased employment in_ the 
building trades. The association plans to con- 
duct a promotional campaign during the coming 
weeks, centered about a number of “better con- 
structed” houses which will be opened to the 
public for inspection. 





Home Building a Big Factor in 
City's Prosperity 


DaLLAs, Tex., May 18.—The Times-Herald, 
of Dallas, is a powerful metropolitan news- 
paper that for years has been fostering home 
building and home ownership as a matter of 
fixed policy. It does this because home owner- 
ship adds to the stability and wealth of the 
city and because a city interested in homes 1s 
also interested in the advertising of building 
service. ; 

“Building construction is always an index ot 
prosperity,” said Tom C. Gooch, vice president 
of the Times-Herald company. “! believe it is 
more than an index; that it is a cause of pros- 
perity. If it can be gotten to going on a sound 
basis, practically all other industries benefit. 
Lumbermen go along with us pretty well, but 
we never hold back until they join with us: 
for if we can start or maintain building we 
know that in time they'll see the wisdom of 
advertising. Nor are they the only people we 
want to interest, for an empty house doesn't 
get a family anywhere. They need furniture 
and draperies and gas and electric connections 
and food and all the other things that go into 
the furnishing and operation of a home. 

“Naturally we expect these things to be re- 
flected in advertising, but it’s worth doing any- 
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way, regardless of the immediate return. It 
builds the city, increases city wealth, adds to 
civic pride, stimulates ambition and in general 
produces the stuff of which a powerful and 
substantial city is made. We print a great deal 
of front-page stuff about the multiple angles of 
home ownership and citizenship. We keep 
working at it all the time, from a good many 
points of view. nae 

“This paper has sponsored building shows, 
and we have arranged for the furnishing and 
opening to the public of a good many model 
houses. I suppose we’ve been responsible for 
2 or 40 of these model-home displays; and we 
once sponsored the building of a house of Long- 
Bell branded lumber. We've worked with R. 
M. Williamson in raising the standard of small- 
house architecture; and the effect of this archi- 
tectural effort can be seen in all the newer 
parts of the city. It’s well worth doing; and 
we've done it for years and expect to continue 
doing “iy 

Albert Swinski, the advertising director, and 
lohn Runyon, the advertising manager, have 
worked actively in this continuing campaign 
for home ownership and for better houses; and 
they probably know as much about the promo- 
tion of home owning and its problems as does 
any one in the Dallas building material trades. 


AMERICAN LUMBERMAN 


Dallas is developing a suburban life that is 
significant of some of the newer ideas in city 
residences. People of moderate means, em- 
ployed in the city, have gone out to where 
larger tracts are available and are building the 
beginnings of garden suburbs. Excellent high- 
ways make it no problem at all to get back and 
forth; and these large lawns and flower gar- 
dens and vegetable gardens make for pleasanter 
living and, not of least importance, the produc- 
tion of food stuffs. Several of these develop- 
ments are well under way. 





Realm of the Retailer 


(Continued from Page 35) 

and a half higher than the original level, 
much to the disgust of J. A. Sealey, the 
manager. He feared it would spoil the 
appearance of his prize structure. As a 
matter of fact, the architectural style is 
such that elevating the road has done it no 
particular damage. A concrete slab will be 
laid up to the roadway, with a dip to keep 
out surface water. 

The sales room was in process of being 
finished and furnished. One of the displays 
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is a series of easels with panels illustrating 
the texture and quality of various paints. 
A big door rack will provide for the dis- 
play of a dozen or more doors, and there 
is much built-in furniture, a fireplace and 
various other sales aids. A wide window 
in front makes the entire room a window 
display. This yard, too, occupies a tract of 
ground a block long. It is a most unusual 
and attractive plant, both as an architec- 
tural display and as a working yard. There 
are about thirty yards in this line. 


K. H. Hohener, of the Dodge City Lumber 
Co., tells us that he and his associates took 
over this yard last fall. He is rapidly clos- 
ing out his paint stock. Dodge City is large 
enough so that there is much competition 
of paint stores as well as of the other yards; 
and as much painting is done by paint con- 
tractors, these men naturally enough do 
not relish yard competition. Mr. Hohener 
thinks the good will of these men, in the 
sale of lumber, will be worth more to him 
than the profits of the paint sales he could 
make. 


Permanent Display Visualizes Building Ideas 


Kansas City, Mo., May 18.—More than 100 
local firms engaged in the distribution of lum- 
ber and other building materials and accessories 
are the factors responsible for maintaining, 
in this city, a permanent exposition known as 
the Home Building Exhibit, in which are dis- 
played more than 2,500 items entering into the 
construction of homes. 

This display occupies the lower floor of the 
beautiful J. C. Nichols Building, at 310 Ward 
Parkway, Country Club Plaza. It has been 
completed and open to the public daily (admis- 
sion free) for several months. It is frequented 
by architects, contractors and prospective home 
builders interested in knowing about the most 
desirable materials and the approved methods of 
installation. 

Those who build homes, if they would em- 
ploy modern materials and features of equip- 
ment, face the problem of finding out what is 
new and best. Much time is required for visits 
to display rooms located far apart, in the quest 
for information. 


of those who go in search of ideas to end up 
in a confused state of mind. 
when aided by 


Memory, even 
written notes, can not accu- 





It is the common experience 


rately recall the impressions of color, texture 
and detail of things seen. Comparisons of 
course are out of the question. It is impossible 





See Front Page 


The photograph reproduced on front 
page, showing one of the displays at the 
Home Building Exhibit, visualizes for the 
prospective home builder six interesting 
features for the modern home interior. 
These features are: (1) Stair, of red oak. 
(2) Posts, brackets and _half-timber 
beams, of adzed red oak. (3) Ceiling 
panels, of random width oak flooring, 
V-jointed. (4) Door, of red oak. (5) 
Floor, of teak and burly oak. (6) Re- 
cessed wall panel back of stairway 





for the prospective home builder to determine 
the relative merits of different kinds of floors, 
wood trim, built-in woodwork etc., unless he 
sees them installed just as they would appear 





in a completed dwelling or other structure. 

Therefore in answer to the practical need 
for an informative display of all the best that 
the building material world has to offer, some- 
thing more than 100 local firms are co-operat- 
ing in maintaining the Home Building Exhibit. 
The more than 2,500 items of materials and 
equipment are not shown as such, but as they 
appear when used on the exterior or in the in- 
terior of actual buildings. Thus comparisons 
may be made on the spot. It is as though a 
hundred houses had been taken apart, and sec- 
tions of them assembled for inspection in a 
cheerful, well lighted, comfortable place. 

The display has not been created for mer- 
chandising purposes, nothing being offered for 
sale there. Its only object is to contribute ideas 
and valuable information to those who some 
day may contemplate building, and thus en- 
courage home building and home ownership. 
The firms sponsoring the idea are gratified 
with the response of the public thereto. 

The lumber industry is very well represented 
in the Home Building Exhibit, more than 


twenty-five lumber and woodworking concerns 
having displays. 











Two of the displays at the permanent Home Building Exhibit, Kansas City, Mo.: Left—Walls and roof in the foreground are covered with Creo- 
Dipt cedar shingles: windows are Long-Bell Airtite frames, with Lock-Joint sash; the entrance at left has white pine door and red oak sill; siding 


white pine. 


Right 


This room is paneled with Essco California knotty white pine; Andersen white pine window frames 
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National Production, Shipments and Orders 


WasHINGTON, D. C., May 18. 


Following is the 


National Lumber Manufacturers’ 


Association report for the week ended May 


9, and for 


seventeen weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics of 


identical mills for the corresponding period of 
ONE WEEE 


No. of 


1930: 
































Percent Percent Percent 

Softwoods: Mills Production of 1930 Shipments’ of 1930 Orders of 1939 

Southern Pine Association... .ccccscccccssecs 117 31,217,600 62 33,852,000 72 31,878,000 75 

West Coast Lumbermen’s Association........ 195 112,753,000 66 111,866,000 74 106, 392,000 70 

Western Pine Manufacturers’ Association.... 61 33,209,000 67 27,671,000 79 26,189,000 85 

California White & Sugar Pine Mfrs.’ Assn.. 24 13,041,000 69 16,464,000 838 15,236,000 70 

Northern Pine Manufacturers’ Association.. 7 3,700,000 62 2,897,000 90 2,212,000 75 

Northern Hemlock & Hardwood Mfrs.’ Assn. 17 2,368,000 111 123,000 60 801,000 32 

North Carolina Pine Association............ 10 4,877,000 81 4,13 34, 000 80 3,485,000 92 

EE POO caccivadascaeeercensonsives 161 201,165,000 “66 198, 007, 000 75 186, 193, 000 73 

Hardwoods: 

Hardwood Manufacturers’ Institute.......... 183 16,052,000 54 21,340,000 88 19,325,000 78 

Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 2 411, 000 56 2,005,000 66 1,441,000 77 

i PD ctccadeabeedncwrswneneeeees 200 18, 163 000 54 23, 345 7 000 86 20, 766, 000 7. 
RR re ry ere 644 219,628,000 65 221'352.000 76 206, "959, 000 73 

SEVENTEEN WEEEKS Mills 

Softwoods: Reporting* 

Southern Pine Association... .ccccccccccccccs 122 636,501,000 66 689,304,000 77 692,055,000 77 

West Coast Lumbermen’s Association........ 195 1,818,841,000 64 1,911,109,000 72 1,957,323,000 74 

Western Pine Manufacturers’ Association.... 62 423,758,000 63 186,918,000 77 465,514,000 76 

California White & Sugar Pine Mfrs.’ Assn.ft.. 25 81,285,000 77 184,247,000 82 180,545,000 72 

Northern Pine Manufacturers’ Association... 7 41,314,000 75 50,811,000 76 50,151,000 83 

Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 34,951,000 63 22,553,000 69 23 6338, 000 63 

North Carolina Pine Association............. 15 80,457,000 66 87,784,000 91 72, 591,000 79 

Total softwoods ...........eceeeececececes 178 3,117,107,000 65 3,432,726,000 75 3,441,812,000 75 

Hardwoods: 

Hardwood Manufacturers’ Institute.......... 174 288,624,000 57 340,594,000 76 343,837,000 79 

Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 “67'945 "000 55 44,938,000 63 44,46 8,000 68 

WE DEED nc cddeciacceneeadeceswwans 196 3 356, 569, 000 “56 385,532,000 "14 388, 8,305,000 78 
CE GND. 6.06 bé cant cones ctesesacbeonss 652 3, 47 3,676,000 64 3,818,258,000 75 3,830,117,000 75 
*Average weekly number. tTwelve weeks. 
lati illed O 'WestCoastWaterb 
Relation of Unfilled Orders to Stocks WestCoast Waterborne 
. a . p P = : ; P . * a TTL Tas aor . - > Ja reshe 
Wasuincron, D. C., May 18.—Following is a statement for five associations of the gross | ag moo. My — ng ready gy ae 
stock footage May 9, and the percentage relationship of unfilled orders to stocks: sod hn ae guaiaies disanaie g Ben ,s 
| ing report o raterhorne s nts > 
Orders of | x; is a 
a No. of Gross Unfilled Stocks— | Northwest during April: 
Association— Mills Stocks Orders Percent | Domestic 

MOUEMOTH FIG ASUOCIRtION...< cccesccccccocscesecs 114 798,955,000 93,093,000 12 | INTERCOASTAL— 

West Coast Lumbermen’s Association........... 165 1,446,969,000 377,767,000 26 } ieee Me. tno eeeuenwe 111,959,185 

Western Pine Manufacturers’ Association....... 85 1,247,161,000 116,012,000 9 Pee CN. iwscecaraseneens 4 

Northern Pine Manufacturers’ Association....... 7 263,878,000 18,928,000 7 | COASTWISE— 

Hardwood Manufacturers’ Institute............. 161 945,504,000 33,512,000 14 | EE STC ETO TCT Teer $8,544,332 
RR rrr ret ee ere 467,752 
| OTHER— 

“ e Panama Canal Zone........-.-ee:. 383,168 

out ern ine e ort West Coast Review eS eee 2,026,094 
Palitppine IsiANGS .occccccvccwss - pea rr 

. . Unclassified A ere 5,604,542 
NeW ORLEANS, La., May 18.—For the week [Special telegram to AMERICAN LUMBERMAN] Watet GeeMhle ics cae ece enon een 209,648,478 

“nde ay 9, Sz av 37 i of . , ome , ‘ 

ended May 9, Saturday, 137 mills of total | Searmie, WasH., May 20.—The 221 West | AvsTRaLasta— 

capacity of 13834 units (a unit representing an Coast Lumbermen’s Association mills viving | Export 7 - 

average monthly output of 1,500,000 to 2,000,000 roduction hipment and ‘ rder pe the — Dies EAS ott: 107 

T 9 Ml, 5 > ) IS g New OS "  SPPrrrrrrerrrerecr. ft ofé,iii 

feet between Nov. 1, 1927, and Oct. 31, 1930), ut ended Mav 16 reported: si ' South Sen Iatends sri din a as ae we aa 103,693 

report as follows to the Southern Pine Asso- oe eee LATIN AMERICA— 

ciation : Pet. of output | Production 116,900,000 South America . 

3-year Ac- Shipments 128,766,000 10.15% over producticn Sent COMMED 6.4 cess 945,123 

Production— Carst Feet Ave. tual | Orders 108,880,000 6.86% under production | South America » 092 128 

Aver, 3 years. 57,616,000 A rrou of 24] mill nee id “tic m" _Cwest coast > avabebene eee o waewe < cai aah 

Actual see 684,250,000 45 Se “A gr Pp o S whose production re- | W est TMNGIOB .ncccccceccccvcccese 3'450°816 
Shipments* ....1,788 37,548,000 65 D. 17 109.63 | Ports of 1951 to date are complete, reported as | lll alia allele laateth 

Orders follows : | — aia oal ire Saige er aa et 27,088,136 

Received* -1,685 35,385,000 61.42 103.31 Average weekly operating capacity 297,979,000 ira ar Gillan aca a Re Te 57,711,563 

On hand end Average weekly cut for 19 weeks— 1 ah a an catia gE hae nae 209,985 

weekt ......4,745 99,645,000 ee Eee COCO ere 158,450,000 | EUROPE— 

Car basis is 21,000 feet. _, Seer ae piceteeieminetarad 121,666,000 | United Kingdom .......---++++: 11,587,088 

. - ine Norway and Sweden............. 106,48 

*Orders were 94.24 percent of shipments. Actual cut week ended May 16.... 135,788,000 | RN he bee wlate 451,206 

tOrders on hand at above 137 mills showed . o . a F BE Ene opment 770,385 

a decrease of 2.12 percent, or 2,163,000 feet, A group of 221 mills whose production for IE aa, Fine tat 2 el ain 2,375,665 

during the week. the week ended May 16 was 116,900,000 feet, ES ocr oo cumeaamaane 1 473,987 

reported distribution as follows: ns gull ail el lille de etal beige 901,70 

. < ceo eeoeseeeeeser eee seen re 2504, 

eeiied | Bee eee 349,894 

e e Shipments Orders Orders | Wine ng ««.ks.c's ob oe wu abe i 44,000 

ement Statistics Rail 12,666,000 40,566,000 106,092,000 | Armicas® " 

Domestic RR reer rr re ee ec ae ge 

r . . eas Thi... eons ¢ cargo ... 46,882,000 50,434,000 192,481,000 | TE vccheend anaes a eee wa J, fos 

WASHINGTON, D. C., May 18. -The ratio ot Export 30,751,000 9.413.000 123,285,000 Total foreizn 718,922,966 

operations to capacity of American portland Local 8.467.000 g. 167,0 prec ts aa aa. tes eee 

cement mills continues to show a decline, as in- ‘on aan “o eas Siiteldn al anbidin al dhbises Mein Rall 

dicated by figures for the twelve months ended 128,766,000 108,880,000 421,858,000 pe istricts e pen s du g Apri, 

April 30, compiled by the Bureau of Mines. A group of 195 mills, whose reports of pro- | 1931, are given as - sien — 

1. . ¢ . . . ° ° 4 yer 4085 

The ratio of operations to capacity for the | duction, shipments and orders are complete for | pyitisn Domestic Export and Bolts 

twelve months ended April 30 was 57.7 percent. | 1930 and 1931 to date, reported as follows: Columbia... 26,323,166 27,062,000 4 018,738 

> lve | l¢ a 27,993,579 548,40: 02 

The ratio percentage for the twelve months Week ended Average for 19 weeks oo m.- et 733 ‘39, ag ro 8.802, 526 

ended April 30, 1930, was 66.0 percent, and for May 16, 1931 1931 1930 ;. eee ees Poly aorite setesicier, dbsanananiaal 

twelve months ended April 30, 1929, was 71.1 | Production 112,471,000 101,441,000 159,173,000 Totals... .209 648,478 118, 922, 966 15,481,750 

rce Shipments 123,795,000 107,146,000 14 47. 996,000 . s 
. est sa:eapeee teres! vo er 104'506,000 1087278/000 147,310,000 | _ Following are lumber footages for the first 
Sas em, Shy ares were ro | four months of 1930 and 1931: 

duced, 11,184,000 barrels were shipped, and 1930 1931 

stocks on hand April 30 were 29,736,000 bar- ; — ; | January ........-..ee- 340,.223.818 290, 685,673 

rels. Production in April, 1931, was 16.8 per- Harvard Economic Society’s weekly index | February ............ 366,633,967 285,340,8 tt 

° ° . . on nee > 9¢ 

cent less, and shipments 16.2 percent less, than of wholesale commodity prices has dropped to —— Pe re Seer eT 38 oes? ett 307.82 444 

in April, 1930. Stocks at the mills were 3.7 | 67.8 for the week ended May 13, 1931, from | “PP ctrtttttttr tts kate Pasiesns cathsinnet st 

percent less than those of a year ago, | 67.9 for the week ended May 6, 1931. | Four months...... 1,557,570,775 1,212,427,417 
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Western Pine Summary 
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PorTLAND, OrE., May 20.—The Western Pine 
Manufacturers’ Association reports as follows | 


on operations during the week ended May 16.: 


Total number of mills reporting, 91: 

Actual production for WHEE cues 36,497,000 
Shipments 29,605,000 
Orders received eoeceerresesseceees 28,201,000 
Report of 61 mills: 
Operating capacity 
Average for 3 previous years.... 
Actual production for week..... 
Report of 84 mills: 

Average production............. 
RTalied OFERTE cscccesscescsrees 
Stock on hand—May 16......... 
Identical mills reporting, 61: 
Production— 


69,671,000 
52,171,000 
32,798,000 


41,603,000 
114,114,000 
1,250,690,000 


Operating capacity ........... 69,671,000 
Average for 3 previous years.. 52,171,000 
Week ended Week ended 

May 16, 1931 May 17, 1930 

Actual for week.. 32,798,000 50,437,000 
Shipments .ccceoss 27,261,000 37,132,000 
Orders received..... 25,649,000 34,191,000 


Identical mills reporting, 82: 
Production— 
Average for 3 previous years.. 
Week ended 
May 16, 1931 
Unfilled orders..... 113,568,000 
Gross stocks on 
Merrie eee 1,233,178,000 


41,211,000 
Week ended 
May 17, 1930 

135,876,000 


1,246,381,000 


| ber mills: 


Maple Flooring Stocks 


The Maple Flooring Manufacturers’ Asso- 
ciation has issued the following statistics for 
April, 1931, and comparative figures for April, 
1930, based on reports of the same sixteen mem- 


April, April, Percent 

1931 193 decrease 
Production .... 3,326,000 5,266,000 36.8 
| Shipments 3,226,000 4,231,000 23.8 
errr rr. 3,679,000 3,945,000 6.7 

End month— 

Orders unfilled. 5,312,000 4,912,000 *8.1 
eee csanexe 24,191,000 28,311,000 14.6 


*Increase, 
Average Values 25/32x2\4” First, Second and 
Third Grades of Maple Flooring f. o. b. 
Michigan and Wisconsin Mills 


April, April, Percent 
1931 1930 decrease 

The proaguct «oss. $55.73 $78.17 28.7 
The following are average percentages of 


| stock sold May 1, 1931: 


Maple-Beech 
Birch Maple Maple2%4 
ESE espe 30 37 50 
_..... Saas 19 19 21 
EE Grieadawae 9 10 10 
All Three .... 22 25 33 


STREET SCENE 
“Who-o-o will buy my violets?” 
“See the Federal Farm Board.” 





Current Market Situation in the 
Chicago District 


Retail dealers and the industrial consumers 
in the Chicago district were in the wholesale 
market this week for urgent requirements only. 
The mill representatives, wholesalers and com- 
mission salesmen reported a restricted demand, 
and the volume of business small for this sea- 
son. While there was some increase in buy- 
ing by the yards in the rural districts, the de- 
mand from that source still was spotty, in- 
dicating that the country distributors are go- 
ing into the summer with low inventories. 

In all divisions of the industry, sellers re- 
port very little snap to the market, and general 
conditions about the same from week to week. 
Inquiry in both the wholesale hardwood and 
softwood markets is small, and mostly for 
mixed cars for prompt shipment. Competition 
is keen, with a wide variation in prices, and 
the market continues devoid of any speculative 
features. In line with the slackness in building, 
the retail yard trade lacks volume. The rail- 
roads are buying only on requisitions, and the 
demand from industrials is mostly for common 
grades. 


_ The Ketler-Eliiott Co. put out an inquiry 
tor several carloads of Douglas fir timbers and 
planking, approximately from 75,000 to 100,- 
000 feet, for the new outer drive bridge project. 
The timbers will run from 12x16 to 18x24 
inches in size, and in lengths of from 12 to 
30 feet. Work has started on the project, and 
it is the largest construction job now going 
on in the district. It was expected that orders 
tor the timbers and planking would be placed 
before the close of the week. 

_It was reported that Douglas fir inquiry 
Irom the railroads now in the market aggre- 
gated only about 2,000,000 or 3,000,000 feet. It 
was for bridge material, such as stringers, caps, 
guard rails and other miscellaneous items. 
There also was some scattering and small in- 
quiries for Douglas fir car material, including 
decking, roofing and lining, the kind of busi- 
ness needed most by the West Coast mills at 
this time. Sellers reported that best demand 
for fir yard and shed items was from the Iowa, 
Michigan and Ohio dealers. 

The demand for southern pine from the rail- 


roads and car builders also continues quiet in 
this district. The Atchison, Topeka & Santa 
Fe Railway and the Illinois Central have been 
in the market for some southern pine, but the 
buying has been cnly the usual seasonal re- 
quirements. Wholesale buying by the retail 
yards continues very spotty, and sellers report 
the immediate outlook not particularly bright. 
The fine weather has started southern pine 
moving out of the yards in a little better volume, 
but stocks are ample for the trade. 

There were reports in this market that 
some of the manufacturers in the southern pine 





AFTER THE 


is over. Make the customer glad he 
bought. Compliment him on his purchase. 
Give him, if opportunity permits, a little 
after-talk sometimes. For instance, on how 
to use the product—how to avoid spoilage, 
breakage, shrinkage, discoloration, damage 
from climate etc. The sale is not over until 
the product is in use satisfactorily. Any- 
thing you can do to help the customer get 
greater value from what he bought of you 
is a mighty fine plus element,—and the 
salesman who adds the most plus elements 
makes the biggest success in the long run. 


sale 





regions are turning down business offered at 
current low prices and are adopting a firm 
price policy. Wholesalers here report that 
there is no stability to the market and that 
prices show a wide variation. The buying is 
only for filling-in purposes, and it is mostly 
of mixed cars of boards and dimension. Sell- 
ers report not much southern pine now being 
offered to the trade in the Chicago district in 
transit cars. 

Inquiry continues scattering, and the demand 
very spotty and quiet, for northern and western 
pines. In some of the rural districts the re- 
tail yards are in the market for tidewater red 
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cypress, but the volume of business is only 
fair for the season. Industrials are not buying 
cypress much ahead of actual needs. The 
northern operators report hemlock orders small 
and mostly from the Wisconsin dealers. In 
the North, the seasonal demand for white cedar 
fence posts is backward, and the wholesale 
market is devoid of any special features. 


Hardwood wholesalers were pushing hard 
for orders, but unless the lumber was actually 
needed the buyers were not interested and the 
volume of business going to the mills in both 
the North and South is small, and sales have 
been made at low prices. Shipments from the 
mills to the auto body plants on old orders are 
holding up in good volume, but those buyers 
have not been active in the market since the 
turn of the month. The furniture, interior 
finish and sash and door plants are taking in 
only such lumber as is required for current 
orders. The hardwood yard trade is quiet 
here, and the distributers are buying only for 
filling-in purposes. 

It is indicated in the reports from mill rep- 
resentatives, wholesalers and commission sales- 
men that the demand is now the most diversi- 
fied it has been in many years. The inquiries 
are from buyers in all lines and they want quo- 
tations on all species, grades and sizes. There 
is very little buying in straight cars, and the 
market is devoid of any speculative features. 
The stock sheets indicate an ample supply of 
lumber at most all shipping points, and _ be- 
cause of efficient transportation the mills are 
in a position to make prompt shipments. 

The reports in the Chicago market indicate 
an ample supply of lumber at almost all ship- 
ping points, and because of efficient transporta- 
tion the mills are in a position to make prompt 
shipments. 

The reports in the Chicago market indicate 
that in most regions the mills are holding pro- 
duction down to a low point, although it is a 
belief of the sellers that the volume of buy- 
ing is more needed than curtailment of output 
to stiffen the market and start prices on an 
upward trend. A belief here is that it would 
not. take much of an increase in demand to 
put the industry on an even keel. 

It is not expected that there will be a large 
increase in residential building through the 
summer season in this district. It is difficult 
for the contractors to finance home building, 
and there is no indication now that there will 
be much activity in new office or large apart- 
ment projects. In this district the starting of 
public works projects and the opening up of 
the seasonal activities of the utilities offer the 
best prospects for a heavier consumption of 
lumber. There is nothing definite as regards 
the immediate future buying activities of the 
railroads, and at this time there are no large 
freight car buying programs. 

In all divisicns of the industry, sellers are 
inclined to believe that prices are about as 
low as they will go, and some are anticipating 
that the seasonal increase in consumption 
through the third quarter will develop an in- 
crease in the volume of business sufficient to 
start the wholesale market on an upward trend 
from current profitless levels. It is not ex- 
pected, however, that there will be any sharp 
upward reaction until such time as there is 
volume enough to take up some of the slack 
in demand due to the inactivity in the gen- 
eral building lines. 

The decision of the supreme court to the 
effect that the Government may proceed with 
construction of the Boulder Dam project with- 
out fear of court interruption is expected to 
give impetus to the Douglas fir market and 
greatly improve conditions in the Pacific North- 
west. The report here is that miilions of feet 
of Douglas fir lumber and timbers of all kinds 
and sizes will be bought from the Washington 
and Oregon mills for use in the construction 
of the dam, one of the largest projects ever 
undertaken in the United States. In many 


districts, highway and other construction work 
is now starting, all of which will develop more 
volume for the sawmills. 
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Identified 


Address Before West Coast Lumber- 
men’s Association by H. W. BUNKER, 
Coos Bay Lumber Co. 


If I were called upon to reduce to the fewest 
possible words my conclusions as to what could 
best be done to improve California marketing 
conditions, those words would be “identified 
quality.” 

The California market is by far the largest 
and best softwood lumber market that we have, 
but it is very vulnerable because it is so acces- 
sible. With rapid steamer transportation and 
the modern mechanical equipment at the mills, 
even special cutting orders are possible of deliv- 
ery at San Francisco and Los Angeles within 
from one to two weeks of receipt of orders. 


Methods Must Be Changed 


It is becoming increasingly clear that the 
methods and practices long followed in serving 
the California trade are going to have to be 
completely renovated and changed if profit is to 
be had in that market. I do not believe there 
is anyone present here today who will contend 
that there is any profit accruing to him from 
his present California business. Therefore, is 
not this the ideal time to revise methods and 
practices when, as a matter of fact, a lesser 
volume of business would simply result in lesser 
losses ? 

How can West Coast mills constructively 
develop the California cargo trade? 

First. More potential California production 
must bé gotten into the West Coast Lumber- 
men’s Association, to the end that more uni- 
formity of practice and better exchange of ex- 
periences may be had. In the absence of any 
other available trade association whatsoever, 
logically those mills serving or anticipating 
serving California should join forces with us. 

Second. The mills that are members of the 
association, and as many non-member mills as 
can be prevailed upon to do so, should agree 
to manufacture lumber only according to the 
grading rules of the association. That is to 
say, they should agree to indulge in no devia- 
tion from the No. 9 rules. There is certainly 
a grade for every purpose to be found in that 
rule book. Furthermore, they should agree to 
segregate their products according to the rule 
book and should not indulge in the mixing of 
common grades, as has heretofore been the 
practice. 


Must Identify Every Piece 


Third. The manufacturer must identify his 
products. The manufacturer’s name, the grade 
for which he sold it, and the West Coast in- 
signia to show that the designated grade was 
that of the only trade association in the field, 
should all be imprinted in some fashion upon 
every piece of lumber shipped. 

Fourth. Every effort of the mills now cutting 
or intending to cut California business should 
be put behind the California campaign of the 
West Coast Lumbermen’s Association and the 
National Lumber Manufacturers’ Association to 
introduce and have specified wherever possible 
identified quality lumber. All of us should use 
our best efforts to further the demand for 
quality products in the form of trade-marked 
and grade-marked lumber, identified lumber, if 
you please. 

To discuss briefly these four specific answers: 
In the first place, and regardless of the many 
differences of individual opinion regarding this 
association, the need for it is so obvious as to 
almost preclude the necessity for reference to it. 

The second opens up a prolific field of dis- 
cussion. There can be no fair basis of compe- 
tition between individual mills unless they are 
each making the same quality of product in the 
different grades ordinarily quoted. The pro- 
duction of lumber, like the production of almost 


Quality Will 
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Western Lumberman Gives Col. 
leagues Answer to Vexing Question 


olve Market Problems 


every other standard commodity, must be 
brought up to uniform levels of quality. We 
know, for instance, that gasoline, fuel oil, steel, 
paper, pulp, and hundreds of other standard 
products have been provided, through co-opera- 
tion of their respective producers, with stand- 
ard measuring sticks for quality. Our product 
has not been, and until it is there will be two 
competitive bases; price, and deviation from 
alleged standards. 


Lumber Lags Behind 


Third: Why not identify our respective out- 
puts? There is scarcely an article of merchan- 
dise which we buy that does not have the name 
of the manufacturer ineffaceably affixed to it, 
except lumber. Most of us can remember when 
many of these standard necessities, such as the 
often referred to cracker, came in bulk, with 
no identification of either manufacturer or 
quality. Yet none of us now would consider 
buying those things under past conditions. 

My own company became a member of this 
association because we realized the necessity for 
the use of its prerogatives. Our membership 
only dates from July 1, 1929. Yet, since Octo- 





HOW MANY 


hours a day are you actually face to face 
with customers? How many hours doing 
other work? How many hours are wasted? 
Are your face to face selling hours as po- 
tent and resultful as they might be? Do 
you find, upon self-analysis, that you lack 
in closing power, in descriptive vocabulary, 
or in any other detail? If you do, is there 
not someone in the organization to whom 
you can go for advice? Have you tried the 
reading and reflection method of getting 
the answer to your problem? 





ber, 1929, every piece of clear lumber that we 
have produced; that is, all of our flooring, ceil- 
ing, drop siding, rustic etc., have carried our 
trade-mark and an exposition of the grade for 
which we sold it. Understand, I mean every 
piece. We have not been able to put the asso- 
ciation grade-mark on every piece, but have 
tried to place it upon practically every bundle, 
where the kind of lumber shipped was bundled. 
We are now preparing the necessary mechanical 
facilities to put our name, the grade, and the 
association insignia upon every piece of lumber 
shipped by us, regardless of grade. I think we 
can accomplish this purpose completely within 
the next sixty days. For a long time we have 
been so marking every piece of lumber which 
we have shipped to certain areas where the 
competitive situation on grades was so obnox- 
ious to us that we could not otherwise protect 
ourselves. 


Avoid Appearance of Evil 


The big advantage that I see in marking 
every piece of lumber sold in the California 
market is to avoid being accused of having 
made inferior lumber which some unscrupulous 
vendor alleges to be our product. I am look- 
ing forward to the day when, under such accu- 
sation, our answer can be, “If every piece has 
our trade-mark and grade-mark on it, then we 
made it. If it has not, then it is the product 
of someone else.”’ I think you would be sur- 
prised if you knew the number of times ultimate 


consumers are told that certain deliveries of 
lumber came from this or that mill, when, as 
a matter of fact, | believe those making the 
assertion would have a very difficult time de- 
termining to their own satisfaction the exact 
origin of that which they are delivering. To 
meet competition on price it is very convenient 
to pick over grades and mix up various lots 
that happen to be available at the time for the 
purpose. 

In further discussion of my fourth proposal: 
The makers of every building material that is 
used with or in place of lumber are energetically 
campaigning all of the time to expand the use 
of their particular product. Not only is lum- 
ber being openly legislated out of business, but 
the urge is constantly upon engineers and archi- 
tects to specify some other commodity. This 
urge comes not only from the representatives 
of manufacturers, but from associations of 
manufacturers of other products. I call your 
attention to the advertising and descriptive lit- 
erature being sent out by the Copper Research 
Association, the paint manufacturers’ trade asso- 
ciations, the glass manufacturers etc. Similar 
propaganda and constant reiteration of the 
cheapness and utility of lumber can not well 
come from individual manufacturers, especially 
in the California market where so few manu- 
facturers of fir lumber are direct distributers of 
their own products. It must come from asso- 
ciations similar to the two I have mentioned; 
the West Coast and the National. 


Effective Work With Specifiers 


To refer again to my own business, one of 
our most able representatives *% now devoting 
his entire time to calling upon architects, en- 
gineers, contractors, municipal organizations 
etc., to sell them upon quality lumber. He 
solicits no direct orders but only suggests and 
urges that in carrying on their respective con- 
struction operations they demand __ identified 
quality in the lumber they specify. He offers 
them quotations on such merchandise through 
the dealer or dealers from whom they custo- 
marily purchase. Only if their usual dealer is 
not interested in or unwilling to quote trade- 
marked and grade-marked lumber do we ar- 
range quotations through others. If only a few 
of the larger manufacturers would join this 
effort a surprising change would take place in 
marketing conditions in northern California 
within a very short time. Most of you are 
at least reasonably familiar with the results 
of a similar campaign in southern California. 
It seems almost tragic that the demand for 
quality in that territory was created by the live 
distributers instead of by the activities of the 
manufacturers themselves. 

The second interrogation is: “What are the 
selling problems involved?” I think it is safe 
to say that this question has already been an- 
swered. The selling problems are almost en- 
tirely analogous to the problems of constructive 
development of the trade. 

To summarize: The quality and_ persistent 
selling pressure which are behind the articles 
that can be used in lieu of lumber, plus the fact 
that so many of them are now being manufac- 
tured right in California, will tend, in my opin- 
ion, constantly to diminish the per capita con- 
sumption of lumber in California. That is ex- 
actly what has happened elsewhere in_ the 
United States. We lumber manufacturers must 
adopt the same methods. We must bring about 
uniformity of quality and procedure, and then 
must put direct sales pressure behind our mer- 
chandise. If we do not, then we may as well 


look forward to the inevitability of present con- 
ditions becoming permanent. 
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Cooperage Industries of America Discuss Problems 


Sr. Louis, Mo., May 18.—Officers and execu- 
tive committees for the coming year were elected 
at the sixteenth annual convention of the Asso- 
ciated Cooperage Industries of America, which 
was held at Hotel Jefferson May 12, 13 and 14. 
The president, secretary and assistant secretary 
and treasurer were re-elected. The officers are: 

President—E, A. Powell, Powell Cooperage 
Co., Memphis, Tenn. 

Secretary—Louis F. Horn, Union Cooperage 
Co., St. Louis, Mo. 

Assistant secretary and treasurer—M. T. 
togers, Associated Cooperage Industries of 
America, St. Louis, Mo. 

SLacK STAVE, HEADING AND Hoop Group 

Vice president—L. D. Boone, Boone Coopers 
Co., Grenada, Miss. 

Executive committee—O. T. Steudle, presi- 
dent Mill-Shoals Cooperage Co., St. Louis, Mo., 
and H. F. Nelson, Ozark Co., Memphis, Tenn. 

TIGHT STAVE AND HEADING GROUP 

Vice president—A,. H. Wrape, Henry Wrape 
Co., Paragould, Ark. 

Executive committee—R, S. Clark, G. I. 
Frazier Co., Memphis, Tenn., and John P. Col- 
liver, W. J. Fell Co., Ashland, Ky. 

COOPERS’ GROUP 

Vice president—H. C. Huntington, president 
Sandusky Cooperage and Lumber Co., St. 
Louis, Mo. 

Executive committee— . J. Scott, Pioneer 
Cooperage Co., Chicago, and H. A. Wellford, 
Chickasaw Wood Products Co., Memphis, Tenn. 


This convention was characterized by a series 
of group discussions to which individuals and 
committees brought their data and problems for 


detailed consideration. Two hundred members 
of the industry attended. 

On the first day the tight coopers’ group, 
with C. J. Scott, presiding, decided to gather 
statistics on their branch of the industry. The 
subject of costs was discussed and a report 
delivered on classification of tight barrels and 
kegs as to products, timbers and dimensions. 
A final report on this subject, which is to be 
studied by the group, will be given at the No- 
vember meeting. Louis F. Horn, secretary of 
the association, gave a report on the subject, 
“Sane Competition the Life of Trade; Unrea- 
sonable Competition the Death of Industry.” 
Open discussion followed. 

On the second day the entire slack cooperage 
branch held an informal forum on the business 
depression and outlook for industry, with Vice 
President O. T. Steudle presiding. T. J. Nash 
gave a brief address, “What Has the Depres- 
sion Taught Us?” which was followed by group 
discussion. No action was taken on the sub- 
ject. At the tight stave and heading group 
meeting, it was decided to gather statistics on 
that branch of the industry. M. L. Sigman 
gave an address on “What Price Production ?” 

At the general session Tuesday afternoon, 
presided over by President E. A. Powell, re- 
ports of officers and committees were presented 
and resolutions were adopted to honor the 
memories of four members of the industry who 
have died during the last four months. 

Judge R. V. Fletcher, vice president and gen- 
eral counsel, Illinois Central Railroad, spoke on 


the subject, “The Future of the Railroads.” 
Address of President 


President E, A. Powell in his annual report 
took up the subject of promotion work and 
duties of the various committees appointed in 
the association for special investigative work. 
He emphasized that the barrel as a package is 
still alive and that the industry which produces 
it is interested in developing trade as well as 
in protecting it, all of which is illustrated in 
the enormous correspondence carried on and 
in other work with prospective users of barrels, 
horticultural societies, governmental depart- 
ments and even competitors. There is a large 
field in which the barrel remains supreme and 
all activity and energy must be directed toward 
cultivating that field, he said. 

This was followed by a meeting of the coiled 
elm group, with H. B. Lowe presiding. That 
night the annual dinner was given in the Gold 
Room, at which members were seated on kegs 
and ate from the tops of large barrels. Enter- 
tainment was furnished by a negro minstrel 
show provided by St. Louis cooperage interests. 

On the final day a joint meeting was held of 
tight and slack coopers with C. J. Scott pre- 
siding, followed by all groups of the entire 
tight cooperage branch. Reports of committees 
on grade rules and specifications, I. C. C. speci- 
fications and special committees were presented. 
The convention closed with election of officers 
and choosing of the meeting place for next 
November, which will be Louisville, Ky. 


Debate Federal Control of Intercoastal Rates 


PorTLAND, ORE., May 16.—At the first 
monthly regional meeting of the West Coast 
Lumbermen’s Association held here in several 
years, lumber manufacturers of the Columbia 
River district showed a lively interest in the 
proposed establishment of a sales agency to 
handle what is known as Atlantic coast and 
Gulf ports business. The proposed co-operative 
agency would be similar to that recently formed 
by the Puget Sound association of mills. 

Federal regulation of intercoastal freight 
rates was also extensively discussed but opin- 
ions on that subject seemed to differ consider- 
ably, or at any rate, all seemed to want to be 
shown how it could be done or what benefits 
could be derived therefrom. In other words 
they seemed to have open minds on the ques- 
tion. 

W. B. Greeley, secretary-manager of the 
West Coast association, after asking the hypo- 
thetical question: “Does the West Coast lum- 
ber industry want intercoastal lumber rates 
placed under Federal control?” went on to ex- 
plain both the pros and cons without any rec- 
ommendation for or against. He said it is ex- 
pected that legislation will be sought at the next 
Congress, putting intercoastal rates under the 
jurisdiction of the Interstate Commerce Com- 
mission or the United States Shipping Board, 
bills to that effect having been introduced at 
the last session. He explained that the discus- 
sion was largely to bring out the views of 
lumber shippers for guidance when, or if, the 
matter comes up, so that the association’s policy 
might be determined. In the discussion some- 
one said he thought the boats should settle their 
rates and the lumbermen determine their prices ; 
that he would consider it presumptuous for the 
Steamboat men to tell the lumbermen how much 
they should charge for their lumber. The theory 
was also advanced that rates governing vessels 
can not well be regulated since it is optional 
with carriers to remain in service. Vessels 
usually seek routes that are profitable and shift 
Irom one to another as business justifies. In 
this they are unlike the railroads that are fixed 
and enjoy certain advantages as public carriers. 
Mr. Greeley also pointed out the disadvantages 


of fluctuating rates as has been experienced dur- 
ing the last winter. 


How Greater Demand Might Be Developed 


It was also suggested that a greater demand 
for lumber might be developed by interesting 
such bodies as the State highway commissions 
in the use of lumber for bridges to a greater 
extent than at present. There has been a great 
clamor for permanent construction, it was ex- 
plained, but as a matter of fact many of the 
permanent bridges recently erected at great cost 
have been found not permanent at all by rea- 
son of the fact that the locations of the high- 
ways of which they formed a part have been 
changed to meet traffic requirements. It was 
thought that best results in this direction will 
be obtained through an educational campaign, 
showing the advantages of wood construction, 
the reduced cost and the permanency of wood. 

J. D. Tennant, president of the West Coast 
association, presided at the meeting, which was 
attended by about eighty lumber manufacturers. 

Roy Sharp, of the Mountain Fir Lumber Co., 
Tacoma, secretary of the newly formed Puget 
Sound Associated Mills, told of what he termed 
“the new Atlantic coast set-up on Puget 
Sound,” and why he was strongly in favor of it. 

We have in our organization twenty-four 
mills, he said, that have promised to co-oper- 
ate and help along this step toward stabilizing 
the market on the Atlantic coast and thereby 
furnish a better outlet for their product. We 
on Puget Sound have come to the conclusion 
that the product we manufacture is our lum- 
ber and that we should set up machinery that 
will enable us to have some say in what be- 
comes of it, something that under present con- 
ditions we do not have nor that we can have 
if they continue. The company we have set 
up is owned and controlled by the mills to 
sell the products of the mills, since not only 
common sense but past experiences tell us 
that this is the correct method. We believe 
that we ourselves should have the say as to 
how, when and where our product shall be 
marketed, and if we can make a profit, then 
we should at least have a large part of that 
profit. If we decide that we want this profit 
in the form of dividends so that the latest 
appliances can be made available for our 


operations, well and good; or if we decide that 
there is a market where exploitation work 
can be done that will return dividends to us, 
then that is where we shall spend it. 


Scores Present Selling Methods 


He said he felt sure that the callous method 
practiced in the selling of lumber for a long 
time would eventually wreck the industry, ex- 
cept possibly for the fact that the product is so 
good and so universal in its use. 

He called particular attention to the problems 
confronting the Atlantic coast retailers who 
never know to what extent fluctuating prices 
and fluctuating freight rates will affect retail 
prices. 

“Never in the history of Atlantic coast selling 
has the retailer known fir lumber to stay at the 
same price for longer than a few months,” he 
asserted. “How can we ask him to sell our 
lumber when we know very well that if he 
does, and he knows this too, it is a fifty-fifty 
chance that he will end in the bankruptcy court, 
since a week after he has bought his stock his 
neighbor can buy his for $2 a thousand, b. m. 
less. The very first thing that we have got to 
do to sell our lumber on the Atlantic coast is 
to stabilize the price to the retailer.” 

He scored the transit cargo method as one 
of the greatest evils of the whole lumber selling 
business. Conditions under which mills forced 
wholesalers to work, he said, soon turned them 
from lumber wholesalers to freight wholesalers 
because space soon became their item of major 
importance with lumber taking secondary place. 
In other words, he said, they bought space first 
and lumber to fill it whether they had bona 
fide orders or not, hoping to dispose of it in 
transit. 

A. C. Dixon, president of the National Lum- 
ber Manufacturers’ Association, spoke in favor 
of the sales agency idea, urging that it should 
be gotten under way as soon as possible and on 
broad lines. 

H. W. Bunker, president of the Coos Bay 
Lumber Co., San Francisco, gave his views on 
how West Coast mills can constructively de- 
velop their California cargo trade. [His ad- 
dress appears on page 42.—Eprror. | 
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Florida Dealers Hold Eleventh Annua 


Frequent District Meetings Urged—Benefits Expected From Recognition of Dealer's 
Function—Better Service, Increased Co-operation and Study of Problems Advocated 


OrtANDO, FLA., May 18.—The Florida Lum- 
ber & Millwork Association, just closing eleven 
years of active service to the business, met in 
annual session here last Thursday morning, 
with President William F. Sneed, of Lakeland, 
presiding. Mayor James L. Giles extended a 
welcome on behalf of the city, to which J. H. 
Lane, of Fort Pierce, responded. 


The Chair named these committees: Pub- 
licity, Harvey W. Laird, and Ben Wand; nomi- 
nating, R. P. Paddison, West Palm Beach, 


Courtney Knowles, Tampa, and Harry Hannah, 
Orlando. New members were announced as 
follows: Robinson Lumber Yard, Miami; 
Standard Lumber Co., Live Oak; Florida Lime 


Co., Ocala (associate). 
President Reports 

President Sneed reported a better associa- 
tional spirit, real accomplishment for the busi- 
ness and for the members during the year, and 
improved outlook for business. “We need now,” 
he said, “full co-operation for our organization 
and what it stands for, and that every man ad- 
just himself to conditions. If this is done, we 
shall go on,” 

Treasurer Ben Wand reported that the as- 
sociation was in sound condition, with cash i 
bank. 

Report of Secretary 

Secretary Williams spoke of the eleven years 
of the association's activity, stating that it had 
come through the last year in good shape, both 
as to membership and in a financial way. He 
spoke of the necessity for the secretary to make 
more visits to dealers throughout the State, 
adding that it had been possible, however, for 
both himself and the president to visit every 
district, holding district meetings. General 
conditions were found to be good, with indica- 
tions that business will improve though slowly. 

Actions of the State legislature had been 
watched closely and the interests of the asso- 
ciation protected wherever it was thought nec- 
essary. 

Commendation was given the nearby radio 
stations which had co-operated in urging people 
to build or remodel and had broadcast mes- 
sages sent out from the secretary's office. 

The secretary called attention to the action 
of the National retailers’ and manufacturers’ 
associations in going on record as agreeing that 
the retailer is the logical distributor for lumber 
products. 

In concluding Secretary Williams said he 
thought that while business is on the upturn, 
the improvement will come slowly. The asso- 
ciation, he said, “should give more thought to 
definite ideals for its members, a more definite 
code for carrying on business, more thought to 
real merchandising so that the strength of the 
association, or the strength of the individual 
member will not depend nearly so much on the 
nuinber of members as on the quality of mem- 
bers.” 


Monthly Meetings Vital 


President Sneed, holding that monthly meet- 
ings in each district are vital, named the fol- 
lowing to work out a plan for such gatherings, 
with authority to offer prizes for attendance: 
W. E. Tylander, Fort Pierce; Earl Harper, 
Plant City; Haynes Mahoney, Jacksonville, and 
Rush Todd, Ocala. 

Reporting for the meeting of the directors, 
Secretary Williams said that each director was 
pledged to see the members in his district and 
urge monthly meetings. Thanks for the co- 
¢ Aration of the radio stations, mentioned by 
the secretary, were expressed. 

Feeling the necessity for full benefit of the 
new distribution agreement with the producing 


forces the directors yoted to inquire of each 
mili in Florida if it is in line. It was also 
ordered that a list of the Florida associate 
members be hung in each member's office to 
insure full support. “This will mean a new 
force in behalf of the associate units and much 
good for ourselves,” thought the secretary. 

President A. J. Hager, of the National Retail 
Lumber Dealers’ Association, wired from Chi- 
cago: “The National association appreciates 
the Florida association as one of its very help- 
ful constituencies. Without such co-operation 
the lumber distribution statement could not have 
attained the recent accomplishment for the in- 
dustry. Certainly, every Florida dealer should 
actively support your organization.” 


Building Material Merchent 


Haynes Mahoney, of Jacksonville, spoke on 
the standing of the building material merchant 
in his community. He read the distribution 
agreement between the National retailers’ as- 
sociation and the manufacturers’ organization, 
noted the interest this had created and prophe- 
sied far-reaching good from its observance. 
Mr. Mahoney urged that every retailer become 
a service unit, having in mind always that the 
people must be given what each job needs, and 
taught to confer with and trust the dealer as 
their friend and safest adviser. 

The fallacy of price cutting was stressed by 
the speaker. “We must get a profit out of our 
business,” he continued. “That's my problem; 
your problem. Too many salesmen are back 
slapping price cutters. We must find out who 
are our customers and look out for their in- 
terests; see that values go into construction. 
When we do this we will begin to find the so- 
lution of our problems.” 

The standing of the dealer as a merchant 
will rest upon how well the ultimate consumer 
is cared for, and “the time has come when we 
can do no less than see that this is carried out 
to his benefit. Passing the buck must cease 
and we must realize what is expected of us,” 
concluded Mr. Mahoney. 


Insurance Situation 


W. M. McCrory, of Jacksonville, chairman 

of the insurance committee, reported that the 
compensation bill passed by the Senate had been 
buried by the house by reason of so many ex- 
clusions. With the transportation companies 
left out automatically, and turpentine, citrus and 
farm workers excluded the bill was too lop- 
sided to offer any promise of service to indus- 
try. 
While some objected it seemed generally 
agreed that house bill 289 to require reciprocals 
to post $20,000 bonds to insure protection to 
subscribers was important, as many had lost 
money by failure of reciprocals during the last 
few years. 

Mr. McCrory stated that by reason of the 
improved loss ratio among yards in the State 
he was urging a reduction in the basic insur- 
ance rate and was supported by the local in- 
surance agents. President Quinlan Adams, of 
Orlando, of the Florida Local Underwriters’ 
Association, was present to confirm this state- 
ment. 


Forestry Support Urged 


The plans and program of the State forestry 
association were presented by W. L. Barnett, 
of Tallahassee, head of the organized move- 
ment. For some time the Florida dealers have 
been appropriating to this work but find it im- 
possible to go on now. However, a plea will 


be sent to members and it is anticipated that 
voluntary subscriptions will approximate what 
The forestry move- 


has been received before. 


ment contemplates an educational schedule, tax- 
ing lumber as a crop and eventually taxing 
products when marketed. 


Talks on Optimism 


Frank Traynor, of the Florida Portland Ce- 
ment Co., Tampa, read a number of articles and 
editorials on ways and means of boosting busi- 
ness morale, the tendency of which is to show 
that changed conditions must be met with new 
ideas and practices. “Do not fall for state- 
ments that the other fellow is cutting the price,” 
he stated. “Get a profit and keep up your sery- 
ice.’ Eventually this is the winning process, 
he felt. 

The evening program was a banquet at the 
Angebilt Hotel, with speeches and a lot of en- 
tertainment. After the dessert, Ben Wand, 
chairman of the golf committee, announced the 
winners of the afternoon tournament. The 
presentation of the cups was made by Bill 
Tylander. 


Business Conference Held 


Vice President Rush Todd presided at a 
conference that turned out to be a sort of clinic 
on the first afternoon. “What can we do to 
make a profit in our business?” was the first 
question. Frequent meetings of dealers, with 
discussion of the effects of cut-throat competi- 
tors seemed to promise results, some thought. 

Consider more directly the consumer and 
study the best methods of selling, was the sug- 
gestion of Joe McCormick, of Orlando. Pro- 
vide for assembling ideas, more research and 
closer study of substitutes. More co-operation 
was advised by the Chair. 

Mr. Mahoney’s handling of the termite prob- 
lem was presented as both good business and 
fine service. He studies each case and applies 
the remedy to fit each demand. 

Collier, of Fort Pierce, approved and 
advised be copy in local newspapers. R. 
Paddison, West Palm Beach, and others did 
not think so well of it. 

The conference approved backing up the for- 
estry association work, this view being taken 
by President Sneed and Secretary Williams. 


Dealers in Harmony 


President Sneed said the four dealers at 
Lakeland worked in full harmony, though only 
two were members of the association. Not so 
much so in his section, said R. P. Paddison, 
“Promise much, but do little.” 

Frequent meetings have been valuable at 
Sarasota, reported W. G. Shepard. A discount 
of 15 percent from a local list is allowed be- 
tween dealers where stocks are sold to each 
other. Mr. Collier said it was 10 percent in 
his town. 

The subject of jobber and mill competition 
was brought up. Secretary Williams urged re- 
ports of every offense. He was sure that with 
the new distribution agreement close watch will 
be effective against it. 

Secretary Williams said there was too much 
disinclination to honor associate members. 
They work hard for the dealers, he knew. 
“Do we not often go back on them and buy 
just on price?” 

Often a wholesaler representing a lot of 
mills will have on his list some mill or mills 
that are unethical. “Let's watch that none of 
this sort of mills ships to our yards,” urged 
Mr. Todd. 

Some dealers said they were using Douglas 
fir in limited quantities. Mr. Shepard said his 
company carried quite a lot of Douglas fir for 
ceiling at Sarasota, and several others reported 
fir ceiling in stock. 
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Jack Townsend, Lake Wales, and Mr. Collier, 
of Fort Pierce, were opposed to stocking ma- 
terials cut outside of Florida. Generally 
speaking the meeting favored cypress against 
fr by reason of its being a local product. How- 
ever, several dealers showed a leaning to fir 
in some small degree at least, with a number 
reporting it in their yards. 


SECOND DAY'S SESSION 


Vice President Rush Todd reported on the 
round-table conference held Thursday afternoon. 
“It was very useful,” he said. President Sneed 
also thought it very valuable, and praised the 
secretary for the idea. 

The Culp Lumber Co., of Tampa, was elected 
to membership, and the Woods Lumber Co., 
of Hobe Sound, was reinstated. John A. 
Bruce, of Lakeland, was reinstated as an as- 
sociate member. 

3en Wand, leading a discussion, believed in 
newspaper advertising, but had found that as 
a rule the copy is not carefully prepared. He 
thought it wise to use the space consistently. 
Radio is proving an excellent means also, Mr. 
Wand citing the success of Haynes Mahoney, 
of Jacksonville, through this means, who is 
on the air for twenty minutes Sunday after- 
noons. Dealer helps from manufacturers, the 
national association etc. may be used to wide 
advantage, thought Mr. Wand. 


Cites Good Idea 


J. B. Moore, of Orlando, told of surveys 
made by refrigeration and radio people in his 
city to find out prospects for such things. He 
advised the dealers to follow suit and discover 
conditions of all sorts of buildings and their 
value as possibilities for lumber sales. 

A. S. Boisfontaine, assistant secretary of 
the Southern Pine Association, told of the suc- 
cess of a dealer in the West who put every- 
body in his organization to looking for pros- 
pects. Lots of business comes in that way, 
and the plan has created a fine morale among 
the employees. 

President Sneed and Vice President Todd 
thought it of great importance to use men on 
trucks who can make sales. 

Earl Harper, of Plant City, said he had a 
negro driver who had won the first prize 1n his 
plant for several years. He is a good sales- 
man. 

R. S. Bechtelheimer, of Dade City, thouglit 
care in providing service a valuable form of 
advertising. Haynes Mahoney had _ used 
benches on the streets and city maps to much 
advantage. Publicity tied in with a valuable 
convenience had, in his case, been worth while. 

Advertising is not always selected with as 
inuch regard to its need and worth as it is in 
response to solicitation. Budgeting each year 
; very essential, in the opinion of Bill Tylan- 
der. 


An Increase in Business 


Karl Harper led off with the discussion on 
“What Is the Dealers’ Market for 1931?” With 
lour months gone, some idea may be had of the 
whole year. He thought dealers were still 
thinking too much of volume, and too little of 
what can be done in earning a profit. He 
thought that 1931 will be 25 percent better than 
last year. 

_R. P. Paddison, West Palm Beach, led a 
discussion on how dealers can collectively 
build up business, and thought the radio could 
be used to great advantage to that end. 

_W. A. Hankings, of the Everglade Cypress 
Co. thought the lumber interests should create 
finance companies to handle building proposi- 
tions on deferred payments. 

_ J. B. Moore, of Orlando, told of a financ- 
ing plan of this kind used now in Orlando. 

_ Secretary Williams urged caution in enter- 
Ing into an agreement of this kind to see that 
the dealers were not obligated to take back 
paper not finally paid out. 

Frank Traynor, of the Florida Portland Ce- 
ment Co., Tampa, thought the average retail 
dealer was too apt to become grooved and too 
slow to get out and sell his stuff. “I can’t 
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safely sit in my office and know all the time 
what my salesmen are doing.” 


Handling Sidelines 


“Sidelines That Can Be Handled at a 
Profit,” was the subject assigned A. L. Combs, 
of St. Augustine. He showed some pictures 
of metal sash and other things in service to in- 
dicate the way they hold out. “Lumber is the 
main line,” he said. “Last year our lumber 
turn-over was seven times.” Sidelines did not 
do so well. In handling sidelines dealers should 
consider the effect on others, and through others 
back to them in friendships and influences. 


Co-operation of Manufacturer 


A. S. Boisfontaine, assistant secretary of the 
Southern Pine Association, New Orleans, read 
a paper on “Co-operation of the Manufacturers 
and the Retailers.” It follows, in part: 

You dealers * * * doubtless know how the 
manufacturers have been taking advantage 
of these dull times. We have been cleaning 
house so to speak and laying plans for the 
future. * * * 

The most valuable thing to our way of 
thinking, that has grown out of all of this 
study is the realization by our manufactur- 
ers that a closer degree of co-operation must 
exist between them and their retail dis- 
tributers. 

Now, ‘aS you men 
well know, the _ sub- 
scribers to the South- 
ern Pine Association, 
for many years, have 
co-operated with the 
retail dealers. * * * 
We now feel, however, 

















RUSH H. TODD, 
Ocala, Fla.; 
Elected President 


that we must work 
out a program of co- 
operation that will be 
continuous, and  de- 
signed specifically to 
meet the varying 
needs of the dealers 
in the different terri- 
tories. 

Every relationship between the manufac- 
turers and the dealers must be mutually sat- 
isfactory. An important first step in making 
this relationship satisfactory was taken at 
our annual meeting, when our’ subscribers 
voted their approval of the statement sub- 
mitted by the National Retail Lumber Deal- 
ers’ Association, relative to the recognition 
of the retail dealer as the proper distribu- 
ter of lumber within his trade territory. As 
you may know, this action was quickly fol- 
lowed by the National committee of manu- 
facturers, wholesalers and retailers, at the 
annual meeting of the National Lumber 
Manufacturers’ Association several weeks 
ago, with a similar resolution. 

I think the retailers and manufacturers 
should rejoice over this accomplishment. Un- 
der ordinary conditions, it might have taken 
years to bring it about. This recognition of 
the rights of the retailers by the lumber 
manufacturers should go far in paving the 
way for that kind of co-operation and unity 
of action that have been so conspicuously ab- 
sent in the past. 

The manufacturers and retailers of lum- 
ber must no longer view themselves as “sell- 
ers’ and “buyers.” They are by no means 
that far apart. This relationship implies 
competition; it implies a fight between op- 








J. P. WILLIAMS, 
Orlando, Fla.; 


Secretary 
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posing forces for an advantage. Instead, the 
lumber manufacturers and retailers should 
more properly consider themselves as allies, 
or, better still, as two distinct departments 
of one enterprise, for this is what they really 
are. They have a common interest—a single, 
definite objective—and it is obvious that each 
branch will benefit in direct proportion to 
the extent to which it co-operates with the 
other. 

It is generally admitted that today’s great- 
est business problems have to do with dis- 
tribution. This is something new to most 
of us, for our business experience has been 
during years when the problem was to pro- 
duce. Now, use, consumption is the primary 
consideration. These new conditions have 
naturally brought on experiments of all 
kinds. * * * . , 

Out of all of these, we may expect some- 
thing worthwhile to come. One thing is self- 
evident, I think, and that is that the system 
of distribution ultimately surviving will be 
the one that is most efficient in furnishing the 
service required by the consumer, at the 
lowest possible cost. * * * 

The manufacturer is too far removed from 
the ultimate consumer to be able properly to 
determine his needs and see that he gets the 
species and grades that will best serve his 
purpose. For this, he has to depend upon 
you, who are his representatives on the firing 
line. You and your salesmen must have suf- 
ficient technical knowledge of lumber pro- 
ducts intelligently to present them to the 
public and create the largest possible de- 
mand for lumber. 

The retailer is really directly responsible 
to the people of his community for the quali- 





ties of material that go into construction. 
Nothing has contributed more toward the 
present overly-conservative attitude of our 


building and loan associations and other 
lending institutions than the shoddy con- 
struction that has been prevalent during the 
last ten years. If people are ever to be sold 
again, on the home-ownership idea, it must 
be through their conviction that the day of 
cheap construction has passed and that qual- 
ity materials are now available through their 
local retail lumbermen. 

Many dealers admit that they have been 
merely filling the orders of the contractors 
in the past, instead of selling homes and 
merchandising their products to prospective 
users. The dealer’s position in the commun- 
ity demands that he have a thorough knowl- 
edge of all construction materials. If he will 
acquire that knowledge, and become active 
in business promotion, in aggressive creative 
selling, then he will surely be recognized as 
a building authority, and can effectively re- 
store the now-lacking confidence in con- 
struction on the part of the building public. 

This is a very important phase of manu- 
facturer-dealer co-operation, and I hope all 
of you will think a lot about it and try to 
do your part. 

Efficient retailers of lumber will keep in 
touch with every development in their com- 
munity and territory. They owe this duty to 
the manufacturers. Building code revisions 
are frequently made that are inimical to 
lumber, and yet the local dealers, in many 
instances, make no effort to fight these en- 
croachments. Such movements’ should be 
watched, and the national and regional man- 
ufacturers’ associations informed, so _ that 
proper steps may be taken to defend lumber 
construction. 

W. E. Tylander, for the resolutions com- 
mittee, expressed general thanks to all who had 
taken part in the reception and entertainment 
and approval of a bill to reclassify State tim- 
ber and forestry lands. 


New Officers Elected 


Following the report of the nominating com- 
mittee, headed by R. P. Paddison, the following 
officers for 1931-32 were named: 

President—Rush H. Todd, Ocala. 

Vice president 
Palm Beach. 

Treasurer—Ben Wand, Jacksonville. 

Directors—National, Courtney H. Knowles, 
Tampa; at large, William F. Sneed, Lake- 
land; associates, P. J. Feitner, Osceola, and 
Frank Traynor, Tampa; St. Petersburg dis- 
trict, Al Rositer; Jacksonville, Lester Foley; 
Tampa, Winston Ramsey; Sarasota, W. G. 
Shepard; Central (Orlando) Joe McCormick; 
West Palm Beach, A. B. Crouch; Lakeland, 





Spencer Lainhart, West 
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rR. S. Bechtelheimer; Ocala, L. E. Todd; Fort 
Pierce, W. E. Tylander; Fort Meyers, Don W. 
Pollock; Daytona, T. L. Howell; Coral Gables, 
F. A. Webster: Mr. Bechtelheimer lives at 
Dade City, Mr. Howell at New Smyrna, and 
Mr. Webster at Miami. Names of districts 


are postoffice address of the others. 


The bylaws were changed by common con- 
sent to increase associate directors from one to 
two. 


Back to Four Meetings 


Following endorsement of the board of di- 
rectors in session Feb. 19, the association voted 


AMERICAN LUMBERMAN 


to go back to four meetings a year, with the 
annual session, as always, in May at Orlando. 

Millwork interests having been more or less 
crowded out of set discussions for some time, 
it was agreed that each of the three quarterly 
meetings begin at noon and the first half be 
devoted entirely to millwork problems, with 
directors’ meetings the evening of the same 
day, and general matters handled the second 
day in one long session. 

Reporting for the committee on district meet- 
ings, Rush Todd presented plans for first and 
second prizes for average attendance. No dis- 
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trict can compete with less than one meeting q 
month. 

On_ behalf . the association, 
presented W. | Sneed, retiring president, with 
a beautiful E tks’ ring. Mr. Sneed, observing 
that the association had no authorized gavei, 
presented one through W. E. Tylander, the old. 
est president, who, in turn, passed it to Presj- 
dent-elect Todd. Mr. Sneed asked that each 
year Mr. Tylander, as the “most senior” past 
president, present the gavel to the elected presi- 
dent, and trusted that he would live a long time 
to perform the rite. 


Earl Harper 


Retailers Study Intensive Methods of Selling 


Co-operative Advertising Endorsed 


May 18.—Groups of 

Dayton, Mansfield, 
Newcomerstown, Ohio, 
and a joint meeting of Ohio district No. 15 
with the Wheeling (W. Va.) dealers, were ad- 
dressed during April by H. S. Crosby, field 
representative of the National Lumber Manu- 
facturers’ Association. The characteristic at- 
titude at all the meetings was a disposition to 
accept new ideas and suggestions. The need 
for co-operative advertising was uppermost in 
the minds of the dealers and the concensus was 
that it is necessary to advertise and personally 
solicit patronage in order to draw a fair vol- 
ume of business into the yards. Many dealers 
said that they would seek the agricultural mar- 
kets through a farm-to-farm canvass. 

In the discussion at several meetings the de- 
sirability of species advertising came up for de- 
bate. At Mansfield, Ohio, one dealer who spent 
2.4 percent of gross sales last year on adver- 
tising and who plans to spend between 6 and 
8 percent this year, maintained that the claims 
of various species confused the consumer to 
such an extent that the latter often decided 
against the use of lumber. This dealer recom- 
mended that species advertising be directed at 
the dealer instead of the consumer. 

Some of the dealers are using an informa- 
tion form supplied by the association, for use 
in extensive surveys of their market oppor- 
tunities. One dealer reported that the first 
day’s work of this kind developed prospects for 
$1,500 worth of business. One line-yard com- 
pany requires each of its local managers to 
make ten calls a day. Another requires every 
employee to have a salesman’s qualifications. 

A discussion of the necessity of financing 
home building always followed a comparison 
with mail order house sales. Many dealers ex- 
pressed the belief that the manufacturers must 
eventually develop an organization to handle 
second mortgages and make available a regular 
financing plan. They feel confident that power- 
ful and important as it is, the lumber industry 
can attract ample capital to such an enterprise. 

Results of these meetings were gaged by Mr. 
Crosby as much from the discussions that fol- 
lowed his talks as in any other way. The fact 
that dealers were enough interested to argue the 
suggestions was evidence that they were im- 
pressed. Some of those who formerly were the 
most vociferous opponents of personal solicita- 
tion now have representatives out among the 
farms, working up business on poultry and 
brooder houses and portable equipment. These 
meetings developed hundreds of requests for 
publications of the National Lumber Manufac- 
turers’ Association. 


WasHINGTON, D. C., 
retail lumber dealers in 
LaFayette, Norwalk, 


Wisconsin Dealers at Manitowoc 


MANItowoc, Wis., May 18.—One of a series 
of meetings being held throughout Wisconsin 
under the auspices of the Wisconsin Retail 
Lumbermen's Association took place here last 
Friday evening. This was known as the She- 
hboygan-Manitowoc district meeting. Promptly 
at 6:30 p. m. Don Montgomery, secretary of 
the State association, led the twenty-six attend- 
ants in a single file, lockstep march into the 
dining room, where a bountiful repast was en- 


joyed. Frank Guse, of the Guse Lumber Co., 
Manitowoc, was chairman. After the dinner 
and preliminary activities, Chairman Guse 
turned the meeting over to the genial “Don,” 
who, in his usual inimitable manner conducted 
the meeting in an interesting and amusing way. 

The principal speaker was Harold Crosby, 
field representative of the National Lumber 
Manufacturers’ Association. He told of the de- 
sire of his association to assist the dealers in 
their problems of merchandising. He asked 
the dealers to disabuse their minds gnd that 
of their trade of the idea that lumber is over- 
produced. The lumber industry is not suffering 
from the problem of overproduction but rather 
of under-consumption. He explained how 
many dealers are increasing consumption in 
their territories by selling ideas instead of ma- 
terials. He urged the dealers to analyze their 
markets for future business through surveys 
and other extensive forms of merchandising. 





KNOW YOUR 


customers’ whims. Would it be worth your 
while to keep a careful card index of your 
regular customers on which you recorded 
particular information? You might list the 
particular preferences of this carpenter, 
that contractor, that realtor, that factory, 
as to finish, sizes, millwork and what-not. 
If you had such a record maybe there might 
be a few less “hollers'’ and more sugar on 
the strawberries. 





His talk was well received and much interest 
was manifested in the sales helps that he dis- 
played. 

Thomas Kerr, of the Northern Hemlock & 
Hardwood Manufacturers’ Association, briefly 
told how his organization is endeavoring to help 
the dealers sell more hemlock. He assured 
them that an adequate supply of dry lumber is 
now available. 

Mr. Montgomery asked Philip Flanner, of 
the Flanner Co., Blackwell, Wis., to describe 
how it feels to be a manufacturer of hemlock 
lumber. Mr. Flanner said his company manu- 
factures only a small amount of hemlock, but 
he is proud to be a producer of even a small 
amount. He considers hemlock a fine lumber 
for certain purposes, and thought it could serve 
these certain purposes better than any other 
wood. He urged the dealers to sell hemlock 
for the uses for which hemlock is best suited. 

Another lumber manufacturer introduced by 
Mr. Montgomery was Charles MacDonald, of 
the Thunder Lake Lumber Co., Rhinelander, 
Wis. 

Mr. Montgomery said he knew the next 
man he would call on was not prepared to make 
a speech, but he wanted F. E. Wellman to tell 
about the “Home of Your Own” campaign be- 
ing fostered by the AMERICAN LUMBERMAN. 
Mr. Wellman told of the success reported by 
dealers who have started these campaigns in 
their communities. He suggested that dealers 


make their places of business headquarters for 
authoritative information on all building prob- 


lems so that people would come to the yards 
to discuss these problems. He thought the 
dealers should equip themselves so as to be able 
to advise the proper kinds of buildings to be 
constructed and the proper materials to be used, 
Too often in the past, when the materials left 
the yard, the dealer’s interest in it ceased, but 
the successful dealer of the future will be the 
one who makes it a point to follow through 
and to be certain that the material sold is 
properly used and the customer is satisfied with 
his investment and thus become a_ booster 
among his friends for the dealer. 

George P. Schwaab, sales manager of the 
Manitowoc Portland Cement Co., was _ intro- 
duced and thanked on behalf of the entire group 
for his hospitality in conducting the dealers on 
a tour of his plant during the afternoon. Mr. 
Schwaab told of the code of ethics governing 
the sale of cement, to which his company was 
glad to subscribe. 

The final speaker was Harry Beckwith, of 
Chetek, Wis., one of the leaders in State asso- 
ciation work. Mr. Beckwith told of the benefits 
of group meetings of this kind, held in his part 
of the State. He urged the dealers to know 
their neighbors better and to refrain from an 
attempt to increase volume by cutting prices. 

In response to a call by Mr. Montgomery for 
volunteers to attend a meeting within 30 days, 
to form an organized group in this district, 
every dealer present said he would be there 
and would try to bring another dealer. This 
assures in advance the success of the new 
Sheboygan-Manitowoc district. 


Western Retailers to Hold District 
Gatherings 


SPOKANE, WASH., May 16.—In accordance 
with the plan of co-operation worked out by 
the National Lumber Manufacturers’ Associa- 
tion, its affiliated organizations and the retail 
associations, to hold meetings for the purpose 
of stimulating lumber and building material 
merchants, especially in the rural districts, ag- 
gressively to exert themselves in soliciting 
every available building prospect, a series of 
meetings is to be held in Idaho, Montana, 
Washington and Oregon, under the auspices of 
the Western Retail Lumbermen’s Association, 
with headquarters in this city. The principal 
speaker at these meetings will be Otto Hart- 
wig, of the trade extension department of the 
West Coast Lumbermen’s Association. Secre- 
tary Roy S. Brown reports that wherever it is 
possible, Mr. Hartwig’s program will be aug- 
mented by faculty members of the various State 
agricultural colleges, thus giving the dealers 
the benefit of research and farm extension ac- 
tivities carried on by these institution. The 


itinerary for these one-day schools of mer- 
chandising is as follows: 

Pocatello, Idaho, Bannock Hotel, May 25: 
Billings, Mont., Commercial Club, May 27; 
Great Falls, Mont., Rainbow Hotel, May 28; 
Pullman, Wash., W. S. C., Wilson Hall, June 
2; Walla Walla, Wash., Mareus Whitman 
Hotel, June 4; Boise, Idaho, Owyhee Hotel, 
June 6; Yakima, Wash., Chamber of Com- 
merce, June 8; Wenatchee, Wash., Cascadian 
Hotel, June 10; Mt. Vernon, Wash., President 


Hotel, June 12; 
of Oregon, 


and Eugene, Ore., 
June 15, 
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Associations’ Plans and Activities 


May 26—Roofer Manufacturers’. Club, Columbus, 
Ga. 

June 3-5—American Fecrestry Association, Grove 
Park Inn, Asheville, N. C. Annual, 

June 12—Millwork Institute of California, Alexan- 
dria Hotel, Los Angeles, Calif. 

June 13—Southwest Missouri Retail “Lumber Deal- 
ers’ Association, Connors Hotel, Joplin, Mo. 
Annual, 

June 17-18—National Association of Wooden Box 
Manufacturers, Pacific’ Coast Division, Hotel 
Sir Francis Drake, San Francisco, Calif. Tri- 
annual meeting. 

June 20—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Hotel Bentley, 
Alexandria, La. Quarterly meeting. 

July 8-9—Southern Pine Association, Deshler and 
Wallick Hotels, Columbus, Ohio. Summer 
meeting. 

July 16-17—Carolina Retail Lumber & Building 
Supply Dealers’ Association, Asheville, N. C. 
Summer convention. 





Southwestern Missourians to Meet 


Joptix, Mo., May 18.—Arrangements are 
being completed for the fifth annual conven- 
tion of the Southwest Missouri Retail Lumber 
Dealers’ Association, which is to be held here 
on June 13 at the Connors Hotel. 





Millwork Institute of California 


Los ANGELES, CALIF., May 18.—A one-day 
meeting of the Millwork Institute of Califor- 
nia has been scheduled for June 12. Unfinished 
business at the end of the day will be trans- 
acted on the following day. Secretary Lester 
G. Sterett is making arrangements for an in- 
teresting program and entertainment which will 
all be held at the Hotel Alexandria. 

Among the activities of the institute is the 
publication of Architectural Frame Details 
which is to be sent to architects, building and 
loan associations and others interested in mill- 
work. The publication of this work is in the 
interest of trade extension and shows sash, 
doors, frames, interior and exterior trim and 
drawings of complete and detailed installations. 





Southern Pine Manufacturers to 
Hold Conferences 


NEW ORLEANS, La., May 19.—Problems of 
the lumber industry that call for immediate 
remedial measures will be discussed at a meet- 
ing of manufacturers of southern pine in the 
Laurel (Miss.) territory to be held at the 
Pinehurst Hotel there under the auspices of 
the Southern Pine Association on May 26. 
Operators of both large and small mills are 
being urged to attend. The meeting is the 
first of a series to be held ‘throughout the pro- 
ducing territory, a second conference being set 
for Montgomery, Ala., on May 28, and a third 
to be held in Tallahassee with the date not 
definitely set. 

The series of meetings follows a conference 
of southern pine leaders held in New Orleans 
last week under the leadership of two manu- 
facturers prominently identified respectively 
with the groups east and west of the river. In 
his notice to the trade Secretary H. C. Berckes 
said 

This is more than a mere announcement. 
It is an earnest invitation—really a sub- 
poena—to you to be present at the southern 
pine conference in Laurel, Miss., Tuesday, 
May 26, 1931, at the Pinehurst Hotel. 

This will, or should be, a big meeting, for 
both subscribers and non-subscribers, large 
and small mills, will be there. There will be 
a full, frank and unselfish discussion of 
“Troubles and Remedies,” as well as a lot of 
up-to-the-minute facts about certain big 
Problems that now face you and your in- 
dustry. 

Undoubtedly, certain decisions will be 
reached, and you want to be sure these re- 
flect your judgment. So, be sure to come and 


lend your hand and voice to make this meet- 
ing a success. 

You have a vital, personal interest in this 
program, and you owe it to yourself to be 
there. 





Confer on Appalachian Trade Ex- 
tension Plans 


CINCINNATI, OH10, May 18.—The trade ex- 
tension committee of the Appalachian Hard- 
wood Club met here last week to outline a 
program for the remainder of the year. Com- 
mittee members attending the conference were 
J. W. Mayhew, Columbus, Ohio, chairman; 
J. J. Linehan, Cincinnati; W. E. Berger, Ash- 
land, Ky., and W. H. Baker, jr., Huntington, 
W. Va. Also present were Fred Bringardner, 
Lexington, Ky., president of the club; F. R. 
Gadd, secretary; FE. M. Bonner, Cincinnati, 
chairman of the membership committee, and 
David G. White, trade extension manager, who 
acted in an advisory capacity to the committee. 

The first order of business was a brief ses- 
sion on the drive for trade extension members. 
This revealed that enough members had joined 
under the new assessment rate to place the 
trade extension work on a_ substantial basis. 
Mr. Bonner reported that prospects were fa- 
vorable for securing the co-operation of several 
other large producers. 

The status of the trade extension campaign 
was outlined in a report submitted by Trade 
Extension Manager White, this covering the 
financial aspects as well as a suggested pro- 
gram. From these data, the committee arranged 
a budget that provides for a considerable ex- 
pansion of the club’s trade extension activities 
without important change in the nature of the 
work. 

Ontario Retailers’ Activities 

Pererroro, Ont., May 19.—Members of the 
Ontario and Trent Valley branch of the On- 
tario Retail Lumber Dealers’ Association 
turned out in large numbers for a meeting here 
on May 15. 

Chairman A. L. Jex, of Cobourg, opened the 
meeting by asking each of the dealers present 
for reports on trade conditions. The consensus 
was that business was fair to good. In some 
centers business is unusually active, with en- 
couraging prospects. A few districts are hav- 
ing only a moderate amount of business and 
some are quieter than usual. Some of the 
towns, however, are experiencing a really good 
demand. The general report in regard to col- 
lections was that they are good so far as this 
year’s trade is concerned, but that payments 
on old accounts contracted last year are lag- 
ging. 

\ report on the work of the lumber trade 
promotion organization recently started among 
the dealers of Oshawa, Whitby, Bowmanville, 
Port Perry, Orono, and a few other points, 
showed that every one participating was 
greatly pleased with the excellent results al- 
ready obtained. Not only has the advertising 
created an excellent impression upon contrac- 
tors and the public generally, but has bound 
together the dealers in a manner that encour- 
ages co-operation along many other lines. 

Following a discussion of shingle marketing 
problems a motion was carried expressing the 
preference of the dealers for the square pack 
and urging that the production of 3X shingles 
be discontinued. 

The next meeting of the district will be held 
on the afternoon of June 12 at Trenton. 





CARLETON PLace, Ont., May 19.—This place 
was the Mecea for a large number of dealers 
from widely separated points in eastern On- 
tario who attended the spring meeting of the 
Eastern Ontario Retail Lumber Dealers’ Asso- 


ciation, held in the old Mississippi Hotel, on 
May 14. 

A report by D. K. Edwards, Ottawa, upon 
the recent convention of the Industrial Acci- 
dent Prevention Associations, held in Toronto, 
was the opening feature of the morning ses- 
sion. The problem of distribution of asphalt 
roofing was also discussed. 

The afternoon session was opened with a 
round-table discussion of trade conditions and 
reports showed a wide variance, ranging all the 
way from a greatly reduced volume and exces- 
sive price cutting, to a considerable increase 
in volume, prices well maintained and good 
prospects for a record year. 

Outside canvassing and soliciting of business 
were thoroughly discussed and brought out the 
fact that trade in the more active and prosper- 
ous centers was characterized by a policy of 
leaving the other fellow’s customers largely to 
himself. 

The next meeting of the association will be 
held early in the fall, the place to be decided 
upon by the directors. 





Jersey Retail Association Reports 
on Business Survey 


NEWARK, May 18.—The results of a sur- 
vey recently completed by the New Jersey 
Lumbermen’s Association have just been an- 
nounced. Spencer D. Baldwin, the president, 
in revealing the figures, points out that there 
are 492 plants in the State handling lumber 
and millwork. These firms operate 1,756 mo- 
tor trucks 

They represent 2n approximate merchandise 
inventory of $19,600,000 as of Jan. 1. “It is 
fair to assume,” Mr. Baldwin says, “that this 
merchandise will be moved on an average of 
three and a half times a year. If this is done, 
and the average mark-up is based on 25 per- 
cent to cost, the volume of business done this 
year will be $85,750,000. Even though we are 
in an off year, with commodity prices deflated, 
this is a tidy sum.” 

Mr. Baldwin takes occasion, in giving the 
results of the survey, to show what the New 
Jersey Lumbermen’s Association is doing and 
to urge every non-member firm in the State to 
join the organization. 





° ° — 
Legislative Activities of New Jersey 
. . 
Association 

Newark, N. J., May 18.—G. Edward DeNike, 
secretary the New Jersey Lumbermen’s Associ- 
ation, has reported to members of the organiza- 
tion that it had been successful in blocking all 
measures presented at the recent session of the 
New Jersey legislature that might have proved 
detrimental in any way to the lumber industry. 
Mr. DeNike explained that he and groups of 
lumbermen had kept careful watch on proposed 
legislation and thus had been successful in curb- 
ing the lawmakers. 

The most vigorous fight centered on the at- 
tempt to repeal the mechanics’ lien act, of which 
the association has been an enthusiastic spon- 
sor. Although the repeal bill failed to pass, 
the New Jersey assembly adopted a resolution 
authorizing the appointment of a commission to 
study the entire lien question. Mr. DeNike 
points out, therefore, that in order to keep the 
lien act the association must put its best for- 
ward during the next twelve months. 

Some time before the legislature met, the as- 
sociation appointed a_ legislative committee, 
which at all times has had the guidance of John 
H. McCloskey, attorney for the organization. 
Mr. McCloskey went to Trenton with a com- 
mittee of lumbermen and they remained there 
until the bill had been finally buried in com- 
mittee. “For this victory alone,’ Mr. DeNike 
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says, “the New Jersey: association deserves the 
thanks of the entire lumber industry.” 

A bill to provide for the cancellation of rec- 
ord of “notices of intention” and “stop notices,” 
and also to raise the filing fee, was also side- 
tracked through the association’s efforts. The 
author of the measure was persuaded not to 
press it for passage and a similar bill was also 
thrown into the discard. 

A bill to prevent action against corporations 
in the matter of receiverships, unless the peti- 
tioner is owner of at least 10 percent of the 
capital stock, was passed by both houses and 
now awaits signature of the governor. Mr. 
DeNike described this as “the first gun in the 
battle to clean up many of the outstanding evils 
in the matter of receiverships. 

There were powerful influences at work all 
during the last session of the legislature to 
have our lien act repealed, said Mr. DeNike. 
The adoption of a resolution for a commission 
investigation means that we are in for the 
most strenuous battle we have ever had, if 
we are to maintain the law. 

We might as well admit frankly that there 
is dissension, relative to the maintenance of 
the lien law, within our own ranks, brought 
about by the fact that some dealers are using 
the amended act as a weapon to secure an un- 
fair competitive advantage. This’ situation 
must be cleared up, or we will not be able 
to present a united front. 

Mr. DeNike also pointed to the three-year 
battle staged by the association to have the 
water rates on lumber from the West Coast 
stabilized. 

Just before congress adjourned, Senator 
Wagner presented a bill, the passage of which 
would have solved the problem, said Mr. 
DeNike. It was too late in the session to get 
any action, but at the next session the meas- 
ure will be presented again and we have every 
reason to believe that it will pass. 


Western Red Cedar Election 


SPOKANE, WASH., May 16.—At the annual 
session of the Western Red Cedar Association, 
M. P. Flannery, of Spokane, was elected presi- 
dent, to succeed L. A. Page, of Minneapolis. 
Other officers and members of the board named 
were Wilbur LaFean, Chicago, vice president; 
W. H. Jones, Spokane, secretary (re-elected) ; 
J. E. Shaefer, Sandpoint, Idaho; Fulton Cook, 

St. Maries, Idaho; W. T. Kuntz, Spokane; L. 
A. Page, Minneapolis, and L. F. Chapman, 
Spokane. J. E. Gerich, Milwaukee, was named 
chairman of the research committee. 








Lumbermen Confer With Cement 
Manufacturers 


Cuariottre, N. C., May 19.—Conferences held 
in Knoxville, Tenn., May 4-6, resulted very fa- 
vorably for the building material dealers in 
their fight against the new marketing plan now 
in force with a number of the cement manufac- 
turers, Victor Wheeler, executive secretary of 
the Carolina Retail Lumber & Building Mate- 
rial Dealers’ Association, said on his return 
here. 

Mr. Wheeler and W. F. Tucker, chairman of 
the body’s cement committee, have just returned 
from conferences where they met informally 
some of the highest officials of the large cement 
manufacturing companies. 

We came back more than ever convinced 
that the dealer cause is just and right, said 
Mr. Wheeler. The dealers have the power in 
their hands to control the situation if they 
will use it. The cement manufacturers con- 
ceded that we are doing highly constructive 
work in the interests of both the dealer and 
the manufacturers. 

They conceded also that the dealer is the 
backlog of the success of the cement manu- 
facturers and that it will be impossible to 
continue a marketing policy much longer 
which does not have the good will of the 
dealer. 

Since the new policy, which is declared to be 
destructive of the interests of the dealers, was 
announced, there has been a determined fight 
against its continuation. Mr. Wheeler said that 
the manufacturers, who were not met in a body 
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but in groups of individual company represen- 
tatives, declared that the Carolina association 
has done more to adjust the matter than have 
those of all other southwestern States combined. 

Another meeting of the organization’s cement 
committee will be held in Mr. Wheeler’s office 
late in May. At this time further steps will be 
taken, and it is hoped a satisfactory solution to 
the problem can be found, Mr. Wheeler said. 





Names Executive Committee 


From the board of directors of the National- 
American Wholesale Lumber Association, Pres- 
ident Arthur E. Lane has named an executive 
committee for the ensuing year, as follows: 
Arthur E. Lane, president, New York City; 
J. B. Montgomery, first vice president, Pitts- 
burgh, Pa.; Max Myers, second vice presi- 
dent, Cleveland, Ohio; John I. Coulbourn, Phil- 
adelphia, Pa.; C. A. Goodman, Marinette, 
Wis.; Dwight Hinckley, Cincinnati, Ohio; H. 
W. McDonough, Boston, Mass.; W. H. 
Schuette, Pittsburgh, Pa.; M. G. Truman, Chi- 
cago, and Ben S. Woodhead, Beaumont, Tex. 





Home Certification Expected to 
Stimulate Building 


CINCINNATI, OHIO, May 18.—The 276 build- 
ing associations of Cincinnati and suburbs are 
arranging to establish a construction depart- 
ment, to place the certified home plan in opera- 
tion. By this plan it is expected that fully 
$1,000,000 a month will be made available to 
home builders for residential construction. The 
building associations will agree to advance up 
to 75 to 80 percent of the estimated cost, pro- 
vided the householder will pay 50 cents a $100 
of the cost of his home as a fee for the cer- 
tified home service. This consists of financing 
the loan, preparing the plans and designs, han- 
dling the bids, obtaining the permits, and su- 
pervising the construction according to a speci- 
fied set of building standards which must be 
met by the contractors. As the inspection of 
the home is made and the building progresses, 
the building association makes its payments. 

The Lumber & Millwork Association (Inc.), 
Ross C. Kuhlman secretary-manager, has 
made a thorough study of the plans and has 
agreed to become a part of an advisory com- 
mittee on which are represented also the Allied 
Building Industries and the Cincinnati Chapter 
of the American Institute of Architects. The 
Hamilton County League of Building Associa- 
tions has fathered the movement in Cincinnati 
and Hamilton County and is urging all of the 
276 building associations to participate in the 
organization of the new department of construc- 
tion. Realtors of Cincinnati are also behind the 
movement as they regard it as a means of 
stimulating home building transactions. The 
certified home, they assert, will be a big asset 
to the owner because it will be guaranteed 
against repairs for at least a year and because 
its construction is supervised and inspected 
throughout by qualified inspectors it will be an 
excellent seller at the top price of the market. 
A home can be paid for in 15 years just as 
though it were rental on the building. The cer- 
tified home plan is the idea of a Cincinnati man, 
John M. Wyman, associate editor of the Amer- 
ican Building and Loan Association News, and 
it is hoped to have it adopted by building asso- 
ciations and lumbermen in all parts of the coun- 
try so as to give it a national scope. 





Permits Show April Gain 


Building permits issued in 561 leading cities 
and towns throughout the United States during 
April totalled $172,346,394, a gain of 7 percent 
over March, according to ‘official reports made 
to S. W. Straus & Co. The increase compares 
favorably with an anticipated seasonal decline 


~ 


of approximately 2.7 percent between the two 


months. Permits issued during April of this 


year fell off 16 percent from the same month 
of 1930, when the total was $205,543,923. 
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Jack's Washday 


A woman’s washday’s Monday, a lumberjack’s 
is when 

(Though gener’ly a Sunday) they start to bite 
again. 

You see some fellah hikin’ out in the woods 
aways, 

Yes, for the timber strikin’, away from human 
gaze. 

In one hand is a firkin to fill from yonder 
crick, 

He'll git a fire to workin’, and find himself a 
stick— 

For, when they start a-bitin’, there ain’t no use, 
no doubt, 

A-scratchin’ or a-fightin’, you got to boil ’em 
out. 


So out behind the bushes a fellah finds a spot, 

Yes, for the timber pushes and builds a fire 
that’s hot, 

And fills a can with water and brings it to a 
boil, 

Yes, boilin’ hot, or hotter, and starts his Sun- 
day toil. 

He sheds his outer garments, he sheds his 
underwear, 

Because he knows the varmints are likely 
lurkin’ there. 

Yes, gits right back to Adam, for anybody who 

Has ever really had ‘em knows that’s the thing 
to do. 


A man might learn a lesson from even boilin’ 
clo’es, 

When troubles keep him guessin’, the kind a 
fellah knows: 

There ain't no use complainin’, of scratchin’ 
here and there— 

They just keep on a-gainin’; and addin’ care 
to care. 

I know all people own some, but, when your 
troubles hurt, 

Git somewhere by your lonesome, and_ shed 

‘em like your shirt, 

Git free of all the cooties of heart and soul and 
mind, 
Then come back to your duties, and leave ’em 
all behind. 
' 
We See b' the Papers 

In the National League the battle seems to be 
tor fourth place. 

The American idea is, “What goes up must 
stay up, regardless.” 

_ There ought to be a bounty on bears in some 
States, especially in New York. 

Still, a family can hardly be called hard up 
until it has to stop wasting money. 

_The fellow who invented the phrase “grows 
like a mushroom” never saw a dandelion. 

_ Talkie producers say they try to please all the 
family. Nothing is said about improving the 
lamily, 

The farmers are sad again. It seems likely 
that all the seeds they planted are going to 
come up. 

Chicago cooled off 20 degrees in 10 minutes 
the other day. It must have been the janitors’ 
lunch-hour. 

A capitalist, it seems, is a man who must pay 
other people’s taxes and operate at a loss so no- 
body else will. 

The politician is the only man in the world 
who tries to get orders for goods he knows 
he can’t deliver. 

The national forests were visited by 31,904,515 
tourists last year, but nevertheless several of the 
lorests are practically intact. 

\ Chicago merchant will allow you $15 on 
any musical instrument. Yeah, but what if you 
have nothing but a saxophone? 





In Portland there is to be a “Shakespeare 
garden,” containing only trees and flowers men- 
tioned in Shakespeare’s plays. 

Which reminds us what we once asked 
Stanley Waterloo, who wrote “The Story of 
Ab” before Jack London wrote “Before Adam.” 

We asked him why he didn’t mention nuts as 
a part of the food of primitive man. His answer 
was merely, “Oh, didn’t I?” 

If Mr. Shakespeare had only known about 
this Portland project, he would have looked up 
a few seed catalogs before writing his plays. 

Attorney General Mitchell tells cities to 
stamp out their own crime. But the only stamp 
the cities have is the stamp of approval. 

New York society is all puffed up because a 
New York woman “won” the Kentucky derby 
with a Kentucky rider and a Kentucky horse. 

We always figured that an owner had a little 
to do with it, the rider considerable, the trainer 
a great deal, and the horse the most. 

A woman has discovered evidence of the stone 
age in Madagascar. She may have been reach- 
ing for something with which to correct a hus- 
band. 

The Chicago Tribune calls the copy of Fort 
Dearborn a replica, proving that some of the 
pioneers, anyway, must have escaped the mas- 
sacre. 

The attorney of a Chicago man says he will 
surrender him if allowed to bail him out. The 
police who are looking for his client might lock 
up the lawyer until he tells where the client is. 


Between Trains 


ALEXANDRIA, VA.—We stopped off at Wash- 
ington for a chat with Mr. Hoover, and found 
him standing up mighty well under what we 
privately consider the goldarnedest period in 
the country’s commercial history that any 
President ever ran into. The Hoover smile 
is still intact, however, and his sense of humor 
still in working order. Before we got away 
we told the President the latest golf story, that 
one about the fellow who wanted to play 
through the foursome. As you know, it is a 
story where the listener has to do a little of 
the thinking himself, and, if anything, Mr. 
Hoover beat us to it. We feel this is a matter 
of importance, for, with a smiling President, the 
country is likely to come smiling through. 
Strange to say, in all our presidential cam- 
paigns, we have never, when considering a 
candidate, considered whether he had a sense 
of humor; and yet it is the first requirement 
of a President. We have been about the White 
House not a little in our time, and in various 
kinds of times, and we found no atmosphere 
of gloom on this occasion. A lot of people in 
this country are waiting to cheer up, but they 
ought to cheer up, and then they wouldn’t have 
to do so much waiting. 

It .was our old friend Frank W. Noxon, 
known to every man in America who has any- 
thing to do with the railway supply business, 
who brought us to Alexandria for the laudable 
object of addressing the men’s club of West- 
minister church. It was ladies’ night, and 
Frank had probably figured out that we would 
not arouse a spark of jealousy among any of 
the members. Remarkable city, Alexandria— 
home town of George Washington and Robert 
E. Lee—and it deserves fuller description. 
But then, so does Frank, who spends his life 
not only going around trying to do good, just as 
we all do, but trying to do good where it will 
do the most good. Once he had us journey 
down to New York and orate at an 1,800-plate 
dinner at the Commodore; tonight there were 
125 of us at the church; and he got more fun 
out of this than out of that. It is a great thing 
to be a fellow that people say “God bless him” 
about, and mean it. 


IN EVERY 
COMMODITY GROUP 


ONE 


IS SUPREME 


Endowed by Nature with 
beautiful figure, soft tex- 
ture, and freedom from 
pitch, Arkansas Soft Pine 
Satin-Like Interior Trim 
has set the standard for 
supreme value in soft 


wood finishing lumber. 


We can ship in straight 
cars or mixed with 
Royal Oak Flooring and 


Southern Hardwoods. 


FORDYCE-CROSSETT 


SALES COMPANY 
CROSSETT, ARKANSAS 


A CROSSETT WATZEK GATES 
INDUSTRY 





50 


WEEDS need not 


cause fires....destroy 
them this easy way!!! 
Simply dilute 1 gallon of Wilson's Weed Killer to 40 


gallons of water and just sprinkle around your lumber 
piles and buildings. . . at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
5 Gallons $8.00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on 5 gallons or over 
East of the Mississippi River. 
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Fix Your Credit Loss | 
| in Advance | 


You can 


state pretty accurately every 
item in your over-head expense but one 
your credit loss That you can only 
guess at And how often you miss the '}) 
mark, you, only, know! 3ecause of pres- 
ent condit your credit more | 
of a problem than ever | 
If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay | 
the excess 
Thus your 
months is 
nothing 


| 
} 
} 
can increase it. 
The cost of Credit Insurance is small 


ions, loss is 


twelve 
and 


for 
advance 


loss 


credit 
determined in 


compared to the security afforded. 
Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 
OF NEW YORK 

| Sil Locust St. 220So0.State St. 537 Mer. Exch. Bldg, 
|__St. Louis, Mo. Chicago, Ill. S 


an Francisco, Cal. 

















SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; Land 
Measure; Wages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


id Book throughout the United States 
and Canada. 


SENT POST- 50 Cents 


PAID FOR 


S. E. FISHER, P. 0. Box 197 


ROCHESTER, N. Y. 


IMPORTERS 





Stand, 

















EUROPEAN HARDWOODS 


ENGLISH BROWN OAK 
FRENCH WALNUT 


SLAVONIAN OAK 


ROBERT R. SIZER & CO. 


654 MADISON AVENUE, New YorK, N. Y. 








BOOKS—BOOKS—BOOKS—Here’s the place 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 








AMERICAN LUMBERMAN 


May 23, 1931 


Hardwood Outlet Fair 


Stock Reduction Continues 


Mempuis, TENN., May 18.—Demand from 
automobile and oak Hooring manufacturers con- 
tinues good, but that from other consuming 
groups is very spotty. Prices remain low on 
practically all items. Shipments continue ahead 
of sales and production, and production is still 
below sales, so reduction of stocks continues. 
looring manufacturers report that sales have 
exceeded expectations, and that if demand keeps 
up at the present rate the year’s sales will ex- 
ceed those of 1930. The supply of flooring oak 
is so large that no change in price can be ex- 
pected for many months. Export demand has 
been more than satisfactory for the last few 
weeks and the increased ocean rates announced 
last week should result in its continuance. Prices 
of export lumber are exceptionally low. Mills 
in Operation are not running full time, with a 
aaa, though the weather has been 
ideal. 


Building Demand Improves 


Ky., May 19.—May shipments 
are reported by local hardwood companies as 
fair to good, but new business secured this 
month has been considerably below expecta- 
tions, and there are not many unfilled orders 
on hand. Inquiries have not been very nu- 
merous, and seasonable quotations have failed 


LOUISVILLE, 





Lumber Advertisements 
Win High Awards 


Wasu., May 16.—Advertise- 
ments of lumber companies appearing in 
AMERICAN LUMBERMAN won high awards 
at the exhibit put on during Advertising 
Week by the Seattle Advertising Club. 
Under the classification “Trade Publica- 
tion Advertising,” the Izzard Advertising 
Agency took second place with the ad- 
vertisement of the Harbor Plywood Cor- 
poration, and third place with an adver- 
tisement of the St. Paul & Tacoma Lum- 
ber Co. In the classification non-retail 
exhibits, miscellaneous, Tom Jones 
Parry won third award with an adver- 
tisement for Red Band shingles. 


SEATTLE, 





to produce many orders. Asking prices are 
about as they have been, but considerable 
shading is suspected. There is no real pep 


to business. Reports of better movement of 
mixed cars are indicative of returned buying 
on the part of planing mills. Interior trim 
folks have been more active. .\utomobile busi- 
ness is draggy. Some operating radio plants 
have shut down. Store fixture business is dull. 
The furniture business is on slow bell. Rail- 
roads are buying but little. 30x and crate 
plants are taking a fair amount of low grades. 

Shipments have been largely of FAS and 
No. 1 common red gum, 4/4 stock; FAS and 
select poplar in 4/4; No. 1 and 2 common red 
oak, 4/ to 6/4. Inquiry has been more active 
for common and better white oak, but not 
much business is done, as some houses are low 
on white oak, or holding firmly. Soft maple, 
8/4, No 2 and better; sycamore, 8/4 No. 2 
and better; select and shop cypress, 4/ to 8/4; 
and 8/ to 10/4 common and better ash has 
been in some inquiry. It is said that 4/ to 6/4 
ash is very draggy. Red and white oak in 4/4 
and thicker, common and better, has been in 
perhaps the best demand. Poplar low grades, 
such as 2-A and 2-B, have shown a little move- 
ment. Some walnut has been sold. In gum, 
plain sap, quartered sap and plain red, 4/4 and 


up, common and better, have been in very 
fair inquiry. Some 6/ to 8/4 log run syca- 
more; 10-4 soft maple, and 6/ to 8/4 log run 
beech have figured in recent sales. 

Quotations on inch stock f. o. b. Louisville: 
Poplar, FAS, southern, $70; Appalachian, $80: 
saps and selects, southern, $45; Appalachian, 
$50@52; No. 1 southern, $52@35; Appala- 


chian, $42; No, 2-A, southern, $25@27; Ap- 
palachian, $3032; No. 2-B, $20@21. Wal- 
nut, FAS, $210; selects, $135; No. 1, $65; No, 


a) 
Sap gum, FAS, $35@37; common, 
quartered, FAS, $484750; common, 
Red gum, plain, FAS, $7275; com- 


2, $30. 
$25@27 ; 
$3234. 


mon, $41. Ash, FAS, $65; common, $37. Cot- 
tonwood, FAS, $34@37; common, $26. South- 
ern plain red oak, FAS, $55; common, $36; 


plain white, southern, FAS, $72@75; common, 
$38; Appalechian plain red oak, FAS, $65; 
common, $42; Appalachian plain wiite oak, 
FAS, $80; common, $45; Appalachian quar- 
tered white, FAS, $125; common, $65@70; 
southern quartered white oak, FAS, $110; com- 


mon, $62@65; southern quartered red oak, 
FAS, $85; common, $52.50; sound wormy oak, 
$25. 

Weaver Haas, Weaver-Haas Lumber Co., 


hardwood jobbers, Louisville, is recovering 
from pneumonia, having been taken ill in Mis- 
sissippi, where he spent two weeks in a hospital, 


after which he was removed to his home in 
Louisville. 

Rumors have been heard regarding alleged 
plans for bringing West Coast lumber into 


Louisville, or other Ohio River points, to con- 
centration yards, via Panama and river boats 
from the Gulf. However, such talk has been 
heard for years. 


° ° 
Inquiry Fair; Orders Small 

CINCINNATI, Outo, May 18.—There is a 
steady flow of odd-lot orders here, and a fair 
amount of inquiry from furniture, automobile 
and millwork factories, and also from whole- 
salers, but volume is lacking. Competition is 
growing keener, and even Appalachian mills 
are revising prices downward. Plain white oak 
is lower, especially FAS and No. 1 common. 
Hard maple is down at least $5 on FAS, and 
as much on some items of No. 1 common and 
select. The range on red oak was reduced to a 
$15 spread on 4/4 and a $10 spread on 5&6/4, 
and in 4/4 FAS poplar and saps and selects the 
range has narrowed. Some wholesalers are 
asking the higher figures but with little ex- 
pectation of getting them, and most wholesale 
lists are reduced. 


News of Buffalo Trade 

Burrato, N. Y., May 19.—The Buffalo Lum- 
ber Exchange held a largely attended meeting 
May 15, at which a talk was given by Dr. 
Alexander Schwareman, chemist for Spencer 
Kellogg & Sons. His topic was on the develop- 
ment of science. 

A. Conger Goodyear, president Great South- 
ern Lumber Co., now a resident of New York, 
gave an address last week before the Museum 
of Modern Art, of which he is president, eulo- 
gizing Miss Lizzie P. Bliss as a patron of art 
and music. The occasion was the opening of 
a memorial exhibition of her collection of mod- 
ern art, which she bequeathed to more than a 
dozen museums in this country and England. _ 

A. D. Holley, sales manager of the Gulf 
Red Cypress Co., Jacksonville, Fla., was a visi- 
tor here last week. 

Ralph E. Bond, of Cincinnati, vice president 
of the Hugh McLean Lumber Co., was at the 
company’s office here this week. 

J. Lewis, of Palburn (Inc.), and J. K. 
siggar, of the Iroquois Door Co., are on a 
fishing trip to the Adirondacks this week. 

Clarence W. Bodge, of C. W. Bodge & Co., 


For Current Market Prices on Hardwoods See Pages 62 and 63 
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spent several days in Boston, Mass., last week. 
William L. Henrich, of the William Henrich’s 
Sons’ Co., is expected home this week after a 
month's vacation at St. Petersburg, Fla. 
Bradley J. Hurd, of Hurd Bros., has been re- 
elected secretary of the Buffalo Rotary Club. 


Recessions Make Buyers Cautious 


Mass., May 19.—Hardwood dis- 
tributers have noted rather more demand from 
abroad the last week, a fact they ascribe to the 
prospective advance in ocean freight rates. An- 
other encouraging feature is that demand from 
the automotive industry has not yet shown the 
recession usual at this time of year. The 
house trim people continue to buy more than 
in April. Furniture plants are poor buyers. 
The most unsatisfactory feature of the hard- 
wood market is that prices continue to be too 
low. Quotations for inch FAS and No. 1 
common: Ash, $72@ 80 and $48@52; bass- 
wood, $68@70 and $48@52; beech, $67@72 and 
$48(252; birch, $80@92 and $49@56; maple, 
$75@80 and $51@53; oak, plain hard red, 
$68@72 and $47@52; plain hard white, $90@ 
95 and $50@55; plain soft white, $105@110 and 
$6167; quartered medium texture white, 
$125@130 and $75@80; quartered soft white, 
$145@150 and $907795; poplar, medium tex- 
ture, $78@85 and $40@44 (saps, $53@58) ; 
soft, $97@103 and $52@57 (saps, $72@77 ). 
The market for hardwood flooring is very 
quiet, and there is a lot of variety in quotations. 
Retailers’ requirements have shown little ex- 
pansion, and the range of prices has widened 
downward, hence buyers more cautious. 
Quotations: Plain white flooring, clear, 


BosTON, 


are 


oak 


Ny 





Circular or cross-cut saws can be efficiently handled on this fitting equipment. The grinding 
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the Weyerhaeuser interests, will be general 
manager of the merged properties. T. : 
Lewis, of the former Lewis Mills, will 
be assistant manager. W. H. Turner, of 
the former Willapa mill, will be superintendent 
of the two operations in Raymond, while 
Archie Fairchild, of the former Raymond mill, 
will be superintendent of the South Bend opera- 
tion. Raymond Lewis, of the former Raymond 
mill, will be sales manager and Roy L. Rey- 
nolds, sales manager for many years in Port- 
land for the Willapa Lumber Co., will be as- 
sistant sales manager. James Gillespie will be 
office manager. The two sawmills at Ray- 
mond will probably resume operations May 20. 
The merged properties include the mills named 
above, the Sunset Timber Co., the Pacific & 
Kastern Boom Co. and the Sunset Boat Co. The 
capital of the new concern is listed at $3,000,000. 
Ralph H. Burnside, who was president of the 
Willapa Lumber Co., will remain in Portland. 





New Saw Sharpener Only Ma- 
chine of Its Kind in the World 


Lumbermen generally will be interested in the 


announcement that the Foley Manufacturing 
Co., manufacturer of saw fitting equipment, 


recently has placed on the market a new sharp- 
ener and gummer which, it is claimed, is the 
only machine in the world for grinding and 
sharpening 1-man and 2-man cross cut saws and 
also cross-cut and rip circular saws, from 4 
inches to 44 inches in diameter. 

There are several features embodied in 


this 
sharpener which make it extremely 


efficient. 





FE 


wheel is always exactly centered in the gullet. Depth of its cut is under easy control for cross- 


cuts, and positively set for circulars 


$704 78.50; select, $500053.50; No. 1 common, 
$310234.50; maple, clear, $65@68.50; birch, 
clear, $61@65, 





Willapa Harbor Mills Merger 
Completed 


PorTLAND, OrE., May 16.—Offices here of the 
Willapa Lumber Co. will be discontinued in 
about two weeks as a result of the merger of 
the three Willapa Harbor lumber concerns with 
the Weyerhaeuser Timber Co., as announced 
early this week. The new company will operate 
as the Willapa Harbor Lumber Mills with 
headquarters at Raymond, Wash. First an- 
nouncement of the proposed merger was made 
several months ago. The three mill operations 
in the merger with the Weyerhaeuser timber 
holdings are the Willapa Lumber Co., _ the 
Raymond Lumber Co. and the Lewis Mills & 
limber Co. At the same time as he announced 
completion of the merger, C. L. Lewis, long- 
time manager of the Raymond Lumber Co. and 
the Lewis Mills & Timber Co., announced that 
he had resigned as general manager of the new 
concern, which position he was to have 


as- 
sumed. 


J. W. Lewis, formerly with the Long- 
Bell Lumber Co. and more recently with 


The arrangement of the grinding wheel, which 
is operated by a '4 horsepower motor, is such 
that it comes straight down into the gullet, 
exactly centered at all times, so every tooth is 
ground exactly alike. There is no possibility of 
the grinding wheel becoming off center due to 
wear, depth of cut, or for any other reason. 
Positive stop makes it possible to grind every 
tooth exactly the same depth when sharpening 
circular saws, and an adjustable gauge regulates 
the depth of cut on 1-man and 2-man cross-cut 
saws, regardless of crown. A graduated quad- 
rant allows any bevel to be ground up to 45 de- 
grees, and saws can be adjusted for hook. Two 
8-inch grinding wheels with 34-inch arbor hole 
are furnished with the machine, one 14-inch and 
one 34-inch. A special device prevents saws 
from chattering. 

This machine, known as model 11G-12, is fur- 
nished with short pedestal for mounting on 
bench. The AMERICAN LUMBERMAN will be 
glad to supply further information concerning 
this new machine to anyone interested. 
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“We live on bread and 
announced the pretty bride. 
“I’m glad | was invited to dinner,” responded 
the polite guest. 
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One of the best selling 
specialties in retail 
lumber j 
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_Brown’s Supercedar y /) 
Closet Lining appeals 
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women, because every wom- 
an wishes every closet in 
her home were cedar lined. 

Supercedar is made of 
“Tennessee” Aromatic Red 
Cedar. It is the oil in the 
red heart of this tree that 
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7 gives off the aroma and the 
Y aroma is what suffocates the 


moth. 

The more heartwood, the 
more oil; the more oil the 
more aroma; the more 
aroma the surer the protec- 
tion for woolens, silks, furs, 
feathers, etc. 

Supercedar is guaranteed 
90% or more red _heart- 
wood, 100% oil content. It 
costs so little more than in- 
ferior grades that the dif- 
ference is negligible. It is 
a good seller. 


arker (RR 
rimerless No Primer of any kind is 


needed. It is applied to the 
u + ¢ uy bare wood and works just 
as well on bare wood as if 

hl primed. 


Is Just Whatthe Name Implies 


“*Parker’s’’ Calking Putty. 
“*Parker’s’’ End Wood Sealer Keeps Out Moisture. 


Write for Prices and Information. 


IRA PARKER & SONS CO., Oshkosh, Wis. 
TRANS TERI 


ALSO USE AND SELL— 
“*Parker’s’”’ Steel Sash Patty. 


WARREN AXE & TOOL CO. 


WARREN, PA. 
onors Panama-Pacte GRAND PRIZE 
| eenenenenesnannnmenennenelllineeeeensnenseemensnel 
ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500Axes & Tools 


friternational Exposition 
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The Aristocrat of Structural Woods 


—the strongest 
and most durable 
lumber for either 
| new buildings or 
' for remodelingold 
homes. 


Wier Long Leaf 


|| Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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INDUSTRIAL 


LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 




















“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 





Established 1857. 


A. Leschen & Sons Rope Co 


ST. LOUIS 
New York Chicago Denver San Francisce 
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NOTES FROM WASHINGTON 








Wooden Houses Duty Free 


A Mexican decree, published and effective 
May 14, 1931, authorizes for a period of not 
more than 6 months the duty-ifee importation 
of wooden houses to be used by victims of the 
Oaxaca earthquake, according to a cable reach- 
ing the Department of Commerce from Erwin 
P. Keeler, Acting Commercial Attache. 

Normally wooden houses are assessed duty 
at the rate of 2 centavos per gros kilo, plus the 
usual surtax of 3 percent of duty. 





Reports Success of Forest Protec- 
tion Against Fire 


Fred Morrell, assistant forester, Forest Serv- 
ice, who recently spent several weeks in the 
coastal plains region, reports that success of 
forest protection against fire, when adequately 
financed, is an outstanding achievement in the 
southern pine belt. Nearly everywhere Mr. 
Morrell found acreage losses from fire on lands 
under organized protection strikingly low in 
comparison with former years. 

It has been found in practice, he said, that 
a few cents per acre per year has kept pine 
forests protected from winter fires. One hope- 
ful effect of co-operative fire prevention prac- 
ticed in so many important timber-producing 
communities is that the people generally are 
coming to understand that the spread of fires 
longer inevitable, and that the annual 
sacrifice of millions of dollars’ worth of prop- 
erty and the risk of life are avoidable. 

At the request of Secretary of Agriculture 
Hyde the Postoffice Department has arranged a 
plan of co-operation with State and Federal 
forest officers whereby rural and _ star-route 
carriers shall report forest fires discovered by 
them along their routes to persons designated 
by the State and national authorities to receive 
such information. Co-operation with State off- 
cers will be given in all States containing na- 
tional forests. 

The State and national authorities will in- 
form postmasters to whom the discovery of 
forest fires is to be reported. Each rural carrier 
is to be directed to co-operate to the fullest ex- 
tent with these authorities in the manner agreed 
upon, the carrier reporting the fire to the near- 
est State firewarden or national forest officer on 
his route, and where no such officer lives on his 
route, to arrange through some responsible citi- 
zen to have him notified by telephone if possible. 
Star-route carriers will report the discovery of 
forest fires in the same manner. 

In issuing his order to all postmasters, Post- 
master General Brown directed that all post- 
masters in or near national forests report fires 
to the nearest forest officer. 


is no 





To Limit Business Establishments in 
New Town 


In order that speculation may be prevented 
in supposed opportunities in Boulder City, Nev., 
the new town soon to come into being in con- 
nection with the building of Hoover Dam, and 
that conditions there during the construction 
period may be conducive to its successful com- 
pletion, the bureau of reclamation announces 
that the grant of permits and leases in Boulder 
City will be limited and controlled. 

More than 3,000 persons in all parts of the 
country have already expressed a desire to en- 
gage in business in this new town. Many of 
them are so influenced by the old pioneering 
spirit, by interest in the building of the world’s 
greatest dam and by lack of satisfactory busi- 
ness opportunities at home, that without real in- 
vestigation of conditions at Boulder City they 
are prepared to sell out at home and take their 
all to the new project. If this movement is not 
restrained, the bureau states that speedy bank- 
ruptcy of hundreds is inevitable. 

In the usual lines of wholesale and retail busi- 


ness in Boulder City at least two competing 
permits will be granted, the number at first be- 
ing limited to the apparent approximate needs 
of the town, further permits being granted later 
if the public interest requires. When the town 
has been built and business conditions there 
stabilized so anyone desirous of entering busi- 
ness can visit the town and study the actual 
business conditions, it is expected to remove this 
limitation upon permits and allow customary 
freedom of competition to prevail. 7 

Only citizens of the United States will be 
granted permits, which will be valid for the 
period ending June 30, 1941, covering the ap- 
proximate period of dam construction and the 
necessary adjustment period thereafter. To re- 
ceive consideration applications for permits 
must be filed in the office of the bureau of re- 
clamation at Las Vegas, Nev., on or before 
June 30, 1931. 





George Washington and a New 
Chariot 


Representative Daniel A. Reed of New York, 
who says he is reading everything he can find 
on George Washington in connection with the 
forthcoming Washington Bicentennial Celebra- 
tion, was much interested in a letter written by 





"GOOD MORNING 


Mrs. Jones, and how is the little boy?" 
Mrs. Jones had paid but one visit to the 
Ajax Yard to buy lumber for shelves for her 
boy's room, and here the salesman is greet- 
ing her by name and inquiring about her 
son. Naturally, she is pleased and, other 
things being equal, her husband is going to 
buy his lumber at the Ajax, and her friends 
are going to hear about it, too. The ability 
to remember people is a valuable asset. It 
can be cultivated even by those with poor 
memories. One way is to make a note for 
a future opening greeting to a customer, 
just after he leaves, and to think of the fun 
and the surprise it will be when you say: 
"Mr. Hermann, did you get the new garage 
built?” "Mr. Owens, | bet you haven't had 
any more trouble with your roof." ‘Mr. 
Pierce, here is the twin brother to that 
built-in cupboard | sold you." Try it. 





the first President in 1768 to Robert Cary & 
Co., London, ordering a chariot. 

My old chariot having run its race, and gone 
through as many stages as I could conveni- 
ently make it travel, is now rendered incapable 
of further service, said General Washington. 
The intent of this letter, therefore, is to de- 
sire you will bespeak me a new one, time 
enough to come out with the goods (I shall 
hereafter write for) by Captn. Johnston, or 
some other ship. 

As these are kinds of articles that last with 
care against number of years, I would will- 
ingly have the chariot you may now send me 
made in the newest taste, handsome, genteel 
and light: yet not slight, and consequently 
unserviceable; to be made of the best sea- 
soned wood, and by a celebrated workman. 

In concluding the letter, which went into the 
matter of color, expressing a preference for 
green, the first President showed a thrifty strain 
by suggesting the possibility that a chariot such 
as he had described might be had second hand, 
“little or nothing the worse for wear, but at the 
same time a good deal under the first cost of a 
new one,” and emphasized the point that he did 
not want a chariot of copper, because “these do 
not stand the powerful heat of our sun.” 
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Reporter Learned That Lumber 
Shrinks 


New Orveans, La., May 19.—W. H. Scales, 
engineer in charge of southern activities of the 
National Lumber Manufacturers’ Association, 
is taking a great deal of friendly “kidding” 
from local lumber figures because of the in- 
ability of a local newspaper reporter to “get” 
the import of a recent address made before 
the Louisiana Engineering Society. Mr. Scales 
delivered a masterful address on the uses of 
wood in construction, the manuscript running 
to 25 pages double spaced. The local reporter 
summed up the address by quoting the speaker 
as saying “green lumber shrinks most and 
lumber shrinks more around the knots.” 


aie Lifts for —_ 


INDIANAPOLIS, IND., May 18.—At the plant of 
the National Dry Kiln Co., in this city, two 
National lumber lifts for export are being made 
ready for shipment. These lifts are of the 20- 
ton type and are to be operated with electric 
motors. All the electrical apparatus is marked 
in the native language of the country to which 
these lifts are to be shipped. These lifts are be- 
ing equipped with the National automatic level 
control. This control was designed by engi- 
neers of the National Dry Kiln Co. for the pur- 
pose of automatically keeping the pile of lumber 
at machine height. This eliminates the neces- 
sity of the workman stopping his work to run 
the lift up. 
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Camp Foreman Killed by Log- 
Who Kills Self 


TacoMA, WASH., May 16.—Joseph Grisdale, 
25, son of T. W. Grisdale, general foreman of 
operations for the Simpson Logging Co., was 
shot and instantly killed yesterday by W. A. 
Renfroe, a logger employed by the company. 
The tragedy occurred at the Simpson Camp No. 
3, in the upper Skokomish Valley, 15 miles 
northwest of Shelton. : 

Renfroe, after shooting Grisdale, went to his 
home nearby, shot his wife and his two daugh- 
ters and then, after setting fire to the house, 
shot and killed himself. Of the five victims of 
the tragedy only one, 5-year-old Wanda Ren- 
froe, is alive today and she is not expected to 
survive. 

Grisdale was camp foreman and was sitting 
on his bunk, changing his clothes, when Ren- 
froe burst into the house and opened fire. Four 
shots from a rifle struck Grisdale, who died 
almost instantly. Renfroe recently shot and 
killed one man and wounded another at a dance 
in Grays Harbor County. He was tried but the 
case resulted in a hung jury and he was later 
released, due largely to the efforts of T. W. 
Grisdale, father of the dead youth. 

Young Grisdale was a cousin of Sol G. Reed 
who was shot and killed by an employee of the 
Reed Mill Co. at Shelton last year. He was a 
graduate of the University of Washington and 
was married less than a year ago to Miss 
Donna Kitchen, a Portland society girl. He is 
survived by his widow, his parents and one 


sister. 
No reason for Renfroe’s action has been 
ascertained. It is presumed he was insane. 


Among the Lumbermen’s Clubs 


Material Salesmen's Club Elects 


New York, May 18.—T. Norton Bailey has 
been elected president of the Westchester Build- 
ing Material Salesmen’s Club, succeeding Rus- 
sell Barton. Twenty-seven members attended 
the recent annual meeting held at the Nanna- 
hagan Golf Club at Pleasantville. 

William J. Towey was elected first vice 
president; J. A. MacHardy, second vice presi- 
dent; John Rowland, third vice president; 
Harry S. Smith, treasurer; F. Herbert Brown, 
secretary, and Russell Barton, trustee for three 
years. Robert Kelly was elected chairman of 
the entertainment committee, with Harry Wil- 
cox as his assistant. 

James A. Floyd has been appointed chair- 
man of a committee to arrange for the annual 
outing of the Building Material Men’s Asso- 
ciation of Westchester County. 


Planning for Ohio Golf Tournament 


CoLuMpus, Onto, May 18.—As a climax to 
the epochal meeting of the Southern Pine Asso- 
ciation, to be held in Columbus, July 7, 8, 9 
and 10, the annual Ohio lumbermen’s golf tour- 
nament will be held at the Arlington Country 
Club on Friday, July 10. The Ohio lumbermen 
will have as their guests participating in the 
tournament, delegates to the Southern Pine 
meeting and visiting lumbermen from outside 
Ohio. A committee, comprising some of the 
best known golfers of Columbus, has been ap- 
pointed by the local lumber committee to han- 
dle the details of the tournament. A large num- 
ber of prizes are to be contested for, but are 
so grouped that no contestant can win more 
than one prize except the three cup winners. 

The entrance fee for Ohio lumbermen will be 
$5 and for those outside the State $3. There 
will be no charge for members of the Southern 
Pine Association who enter the tournament. All 
contestants will take care of their own caddy 
fees. The entrance fee includes luncheon and 
green fees, 

Lumbermen who intend to participate in the 
tournament are asked to enter their names 


promptly. The entrance fee and information as 
to club handicap, three lowest scores for 1931 
season, firm name or lumber connection, with 
full name and address, should be sent to Harry 
D. Jones, Long-Bell Lumber Sales Corporation, 
16 East Broad Street, Columbus, Ohio. 

The committee appointed to handle the de- 
tails for the entertainment of the visitors to the 
midsummer meeting of the Southern Pine As- 
sociation is leaving no stone unturned to make 
this meeting one that will long be remembered 
in the annals of the lumber fraternity north of 
the Mason and Dixon line. 


Stage Meeting in on Plant 


New York, May 18.—The Nylta Club closed 
out its regular season with a meeting held at 
the plant of the Wright Lumber Co. Conrad 
N. Pitcher, who had arranged for the gather- 
ing, had a piano moved into the runway, 
where chairs were placed, and a gala program 
of recitations and musical numbers was given. 

Reginald T. Titus, of the West Coast Lum- 
bermen’s Association, was the speaker. After 
these preliminaries, the members were con- 
ducted to the yard proper where a number of 
very interesting contests were staged, consist- 
ing of grading white pine and oak, wood iden- 
tification, nail driving, lumber piling race, ob- 
stacle race, number of feet in a rack, speed of 
saw, number of nails in a jar, and length of 
a line. First and second prizes were awarded 
the winners in each group. 

After the prizes had been awarded, the party 
returned to the original corridor where refresh- 
ments were served. 


Houston eanlemenn’ in Golf Tourney 


Houston, Tex., May 19.—At the semiannual 
golf tournament of the lumbermen’s club, held 
at River Oaks Country Club course this week, 
44 local lunmtbermen participated. In addition 
to the Sabine Lumber Co. trophy, the E. E. 
Stone Lumber Co. donated a cup made of vari- 
ous native hardwoods. 
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GRADE MARKED—TRADE MARKED 


YELLOW PINE 


YARD AND SHED STOCK 
LATH AND SHINGLES 


Our modern dry kiln facili- 

ties enable us to season lum- 

ber to the moisture content 
you require. 





BIRMINGHAM ALA- 
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P. M.BARG| ER ‘LUMBER C0. Inc. 


MooresviILLe ,N.C. 









































Manufacturers 


Short Leaf Pine and Hardwoods 





“WARSAW-ISE BTR 
LONG -LEAF PINE” 


GRADE MARKED 
2x4 2x8 
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THOROUGHLY AIR DRIED—STRAIGHT 


WARSAW LUMBER CO. 


WARSAW, GEORGIA 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
17 17 














White Pine 


LONG and SHORT LEAF 
ALSO) Yellow Pine 


WM. SCHUETTE CO. 
a Pa. New York, N. Y. 


.) 
N. C. PINE 


Our “Jiffy Service", by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


JOHNSON & WIMSATT 


WASHINGTON, D. C. 


IDAHO 
MINNESOTA 
WESTMONT 











Pcotpssoro 
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Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler”’ 


| The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 




















WATT [UMBER COMPANY 


RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 


Malle at 
CANDY. LA. 





Office. 
RUSTON, LA 


Cc PACIFIC COAST Co 
WE can MIX Them 


Send us your Requirements for— 


All kinds of Yard Stock both Fir 
and Hemlock 
Cedar Siding and Shingles 
Large and Long Timbers 
Long Dimension Lath 


John D. Collins Lumber Co. 
WHITE BLDG., SEATTLE, WASH. 


We Have It! 


Mountain grown soft textured 


Pondosa Pine 
IN MIXED CARS 























Our new modernly equipped plant i« sati«fying 
buyers of 


Cut-to-length Dimension stock 
Mouldings. cut-to-length or lineal 
Wrapped Trim 

Specialty shook and box shook 
11/16ths Shiplap 


Selects and Common lumber 


Let us quote you 
Pondosa Pine Lumber Co. 
ELGIN, OREGON - 


Member Western Pine Mfrs. Asan. 
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News Notes from Amleri: 


Portland, Ore. 


May 16.—With the exception of two or 
three, all the logging camps in the Columbia 
River district are now in operation, and are 


bringing out enough logs to fill the 
without accumulating a 
mand for logs is said to be quite active, 
though the demand for lumber is slow. As 
a result of the long winter shutdown of the 
camps, the surplus of logs accumulated last 
fall has been worked off. Inquiries from the 
Orient and the United Kingdom are encour- 
aging. <A lot of lumber is being sent from 
here to the Hawaiian Islands. The east and 
west coasts of South America are apparently 
not in the market. 

J. P. Keating, secretary of the Sitka spruce 
division of the West Coast Lumbermen’s Asso- 
ciation, with Portland, states that 
very definite progress has been made in or- 
ganizing a Sitka spruce unit of the Douglas 
Fir Exploitation & Export Co. Mr. Keating 
expresses the opinion that, prior to June 1 
next, 90 percent of spruce production will be 
signed up by the export organization. Setter 
organization of the trade should mean price 
stabilization, and would therefore be welcomed 
by overseas buyers. 


Spokane, Wash. 


May 16.—No developments have taken place 
recently in the lumber market, except for an 
earnest attempt to re-establish the firm price 
policy of a few months ago by lumber 
agencies. Prices of Pondosa, and a few items 
of Idaho, have softened. Shipments continue 
below normal, and almost everywhere the 


demand 
surplus. The de- 


offices in 


sales 


planers are losing one or two days a week. 
Sawmill activities in the Spokane district 
are well under way, with most of the mills 


operating that have not closed 
The Humbird Lumber Co., at Sandpoint, 
Idaho, is operating extensively though not 
running its mills to full capacity. The New- 
port mill is making a greater cut than was 
made last year, cutting 52,000 feet. The 
Sandpoint mill, with a capacity of 150,000 
feet, is cutting an average of 138,000 feet 
The Naples mill of the H. FE. Brown Timber 
Co. is now cutting 45,000 feet, the camp hav- 
ing been opened on May 1, while the plant 
at Colburn is cutting 40,000. 
At Spirit Lake the Panhandle 
is cutting 90,000 feet, having 
shift on April 27, after 
April 6, while at Priest 


definitely. 


Lumber Co. 
added another 
starting the mill on 
River the Olson Co. 


is busy getting out logs for the match com- 
panies 

All three mills at Coeur d'Alene are oper- 
ating. The Rutledge mill resumed cutting 


early in March. The Blackwell Co. 
60 percent of its capacity, the camp having 
opened on April 20. The Atlas Tie Co. re- 
sumed work on April 20 also. 

Central Idaho mills are active, with the 
large Potlach mill sawing 276,000 feet, and 
the planer running four days a week. The 
Lewiston mill of the Clearwater company is 
being run on a 9-hour single shift 

Mills Nos. 1 and 3 of the White Pine Lum- 
ber Co. at Orofino have resumed cutting with 
one shift at each. 

The Nason Creek Mill Co. cut its first log 
on April 29 and the mill is now operating to 
full capacity, 20,000 feet per S8-hour shift. 
H. J. Merz is general manager, and Leonard 
Wunder has charge of the mill 


is cutting 


The Western Pine Manufacturing Co. has 
resumed operations at its sawmill at Post 
Falls 

The M. C. Miller Lumber Co., of Cle Elum, 


Wash., has a crew of men busy unloading 
a carload of machinery prior to the begin- 
ning of logging operations. 

With a scheduled output of 10,000 boxes 
a day in Wagner, the Wagner Electric Mills, 


near Okanogan, Wash., began its activities 
on April 20. About the first of June the pro- 
duction will be speeded up to 18,000 boxes 
a day. It is planned to cut 1,500,000 boxes 
this year, compared to 1,350,000 boxes last 
season. The Wagner Electric Mills are lo- 
cated about fourteen miles west of Okano- 


gan, and all machinery at the plant is elec. 
trically operated, power being supplied from 
the company’s private power plant. 

The Scott sawmill, with a crew of twenty- 
five men, is operating its mill and box fae. 
tory near Walla Walla, Wash. New mach- 
inery for box making has been installed, and 
about 300,000 boxes will be turned out this 
year. 

The Biles-Coleman Lumber Co., near Omak, 


Wash., has recently put twenty-five more 
men to work and resumed two 8-hour shifts 
in the sawmill. 

The Harry Wall sawmill near Chelan, 


Wash., is now employing 
Mr. Wall has started 
of a box factory unit. 
The planing mill of the 
& Pole Co. burned to the 
The loss was partly covered by insurance, 
The plant cost between $590,000 and $60,000, 
The Eller Lumber Co., at Newman Lake, 
east of Spokane, suffered a $50,000 fire loss 
April 24. The mill was built about five 
ago by the Coeur d’Alene Lumber Co. 
sequently E. W. Eller took over the 
The Buryea sawmill, east of 
was destroyed by fire April 29. 
The McGoldrick Lumber Co. has improved 
conditions at the planer by installing convey- 
ors to carry the loads of rough lumber to the 
machines from the point on the floor where 
they are dropped by the carriers. 
The G. W. Emerson Lumber Co.'s 
Peach, Wash., erected to replace a 
stroyed by fire several months ago, 
operations the first week in May. 
Lee Knutson, general superintendent for the 
Russell & Pugh Lumber Co., Springston, 
Idaho, when setting a molder, recently lost 
his right arm an ineh from the elbow. 


thirty 
work on the 


men and 
erection 
Sandpoint Lumber 
ground April 29, 


years 
Sub- 
property, 
Valley, Wash., 


mill at 
mill de- 
started 


Tacoma, Wash. 


May ne by Ernest Dolge and Maj. 
Everett G. Griggs were made at the regular 
meeting of the Tacoma Lumbermen’s Club 
vesterday Both speakers have recently re- 
turned from the East. 

Mr. Dolge told of his 
Massachusetts Institute of Technology and 
discussed the probable effects of modern en- 
gineering developments on wood 
tion. 

Major Griggs told of his experiences while 
attending the meetings of the United States 
and International chambers of commerce, and 
of the National Lumber Manufacturers’ As- 
sociation. He was re-elected to the board of 
directors of the United States chamber. He 
made a plea for better support by the West 
Coast manufacturers of the National and 
West Coast associations’ trade extension cam- 
paigns. Commenting on the 
look he said that conditions 
improving slightly, but there is still a 
siderable period of re-adjustment ahead. He 
mentioned the peril to the American 
lumber industry from Russian dumping 
methods. 

No business was done at the 
many of the club members 
the monthly meeting of the West Coast Lum- 
bermen’s Association in session the same day 
at Portland. 

All but one of the Tacoma waterfront mills 
operating in the Atlantic market have 
signed up as members of the new Puget 
Sound Associated Mills, which will co-oper- 
ate in the selling and merchandising of lum- 
ber on the Atlantic and Gulf coasts. Roy J. 
Sharp, president of the Mountain Lumber Co., 
is secretary of the new organization. Its 
importance is recognized by local lumber- 


before the 


address 


construc- 


business out- 
appeared to be 
con- 
also 


meeting, as 
were attending 


coast 


men, who believe it will stabilize the At- 
lantic coast and Gulf markets, especially if 
similar. associations are organized in the 
other Pacific coast manufacturing districts. 


The steps through which wood lost ground 
as a building material, and means by which 
it can be re-instated, were described to the 
Tacoma Engineers’ Club, May 14, by John A. 
Pauw, representing the research department 
of the West Coast Lumbermen’s Association. 


Mr. Pauw described some of the new types of 
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ec. wood construction from an engineering No. 1 in all lengths. No. 1 1x12 inch boards 
om standpoint. are none too plentiful. Stocks of 5/4 B&bet- Increase Your 
Cargo shipments of box shook from Ta- ter have been considerably reduced. Several 
ty- coma during April totaled 1,708 tons, of straight-car sales have been reported of ] 1 
ee which 961 tons went to foreign countries, Nos. 1 and 2 lath, with few sales of No. 3 Sa es anc 
ch- principally to South gpa Ripe pulp lath eee ee eos _ . a 
shipments for the month totaled 3,566 tons, average $1 or better, mi yasis; No. ath 
oe Pees nearly all went to the Atlantic around $2.35, and No. 2, around $1.65. Re- Profits 
coast. tailers continue to speci!y immediate load- 
ak Suit for $15,000 brought against the John ing of their orders, indicating they are still ‘ 
Fee ; Dower Lumber Co., by C. F. Marquad, was operating on hand to mouth basis. and give your cus- 
ifts dismissed in the superior court here yester- . 
day under a tec nuieal error. rhe case was Kansas City, Mo. tomers what they 
an, the result of a collision last November be- 
ind tween a truck owned by the defendant and May 19.—Yards have been calling for want —— non- fading, 
ion the og ager rappers oie uted ; quick shipment of small lots to satisfy con- © 
F, L. Housler, who was chief timber cruiser sumers’ needs. Residential building is below : te 
ber for the State from re a has age normal for this season, but a number of long wearing, beauti 
29, offered a position with the timber trust of | cummer homes are being built at lake re- : 
ice Soviet Russia, and will probably accept. sorts. Lumber dealers have been promoting ful stains. Get 
100 this summer home _ business for. several . ‘cc ° 
ke, Houston, Tex. months. Railroads and industrials are buy- Shingles Stained by 
Oss ing in small volume, although salesmen’s - ‘ 
ars May 18.—The lumber market was quiet last reports indicate they have low stocks. Fur- Starks —and you ve 
ub- week, There has been a fair movement of niture manufacturers purchased sparingly of 
rty. assorted yard stocks and miscellaneous items, hardwoods for 30- to 60-day shipment. Box got the best! 
sh., but not enough to have any effect on prices. lumber continued in fair call. Inquiry is very 
Here and there slight price revisions have desultory. Construction companies were in- 
ved been noted, but these have not been upward. quiring last week for good amounts of heavy 
ey- A Houston chapter of the Merchandisers’ timbers. 
the — Club of America has been formed, with J. H. M oS 
ere : Tampke, of the Temple Lumber Co., as presi- acon, a. 
dent. The new organization has for its pur- May 18.—The roofer market in this terri- 
at pose the study of the lumber industry, and tory remains dull, Production is low. The 
de- the injection of life and energy into the sell- Southeast is placing a good share of the 
rted ing end of the lumber business. Educational orders. 
meetings, debates and others discussions will Longleaf business is a little better. Rail- 
the be fostered in the near future, it is said. roads continue to place scattering orders. 
te L Some longleaf is being used in the Southeast. 
-_ Sh There is not enough business to keep the mills 
reveport, a. running full time. Manufacturers are unwill- 
May 18.—There has been a little improve- ing to pile up stocks, hence operations are 
ment in demand for southern pine, but it is curtailed, 
largely in nearby territory, principally Texas. Light shipments of hardwoods are going to 
aj. There is some business coming from Okla- eastern markets, and to the furniture facto- 
ilar homa, but sales in Chicago, St. Louis, Detroit ries of Virginia and North Carolina. Business 
‘lub and other eastern centers, where buying is in some parts of the State is fairly good, 
re- ordinarily quite heavy at this season, are dis- though prices are falling off. A number of 
appointing. Yards have very little lumber, hardwood mills are working at close to full 
the and want immediate shipment of badly mixed time, and report that they are able to dispose 
— orders at straight car prices. Concerns which of their product at a narrow margin of profit. 
emis ordinarily discount invoices are taking their Weather conditions have been quite satis- 
‘uc- full sixty days, and sometimes more. The factory for logging. 
increased orders last week were insufficient to 
—s keep down the increasing surplus of certain Norfolk, Va. 
Sey items at the mills. Keen competition keeps : ; 
and prices low. May 18.—Last week a few mills were Our Main Lumber Business 
pre rather fortunate in securing orders for bet- Our Real Lumber Business is 
1 of Warren, Ark. ter grades of North Carolina pine, but most ' 
He of them found demand slow. It is true that LONG TIMBERS! 
ont May 18.—Arkansas soft pine mills report prices of North Carolina pine are weak, be- : 
and : fair demand, with orders slightly under pro- cause of the light demand and the mad and it always has been! We know our 
dees duction. Shipments are slightly in excess of scramble for business, but it is very doubtful business, yet we charge no more! 
Nas production, so order files are being reduced if there will be any lower level, for many 
be and are comparatively low. All of the major voluntary or forced suspensions of mills are OSTRANDER BALLS AY & 
-on- Arkansas mills are operating on reduced reported. ry 
He schedules of 36 to 40 hours a week, and there A few mills have had good sales of edge OSTRANDER, WASH. 
ican is some talk of further curtailment, with 1/4 B&better to New England and New York The original long timber mill.” 
ying possible shutdowns in some instances, should markets and the prices obtained were very 
demand taper off to any extent during the uniform. There have been some _ inquiries 
as next few weeks. for this item for export, but prices offered 
aa Several large industrial concerns have ma- are too low. Further sales of 1x4-, 6- and P I] 
ene Tl terially increased their consumption of box 8-inch B&better for export were made at e oO eys 
dav i a crating lumber, so May shipments to good prices, and there was a little increase 
these will be heavier than for any like month in sales of small lots of stock widths in the L be C 
nills since last September. Several orders have domestic market. Most southern buyers now um r oO. 
ave been placed for grain door lumber this week, are more interested in good air dried stock 
sie averaging $9 to $9.50 f. o. b. mill, while one widths because they are cheaper than kiln 
a large grain door order is being offered for dried stock, but good air dried will soon be Manufacturers of Pondosa 
um- made-up grain doors, involving close to searce. Southern buyers show no interest ~ 
~ J 1,000,000 feet of stock. It is understood this whatever in kiln dried No. 1 common stock. e 
Lin order will be placed during the coming week. Demand for edge 4/4 box rough and P 
Its ; The demand from the yard trade runs dressed has been very light. Box makers are Ine 
hor- | largely to mixed cars, including the usual still limiting shipments on old orders. Quite 
Ate | assortment of flat and edge grain flooring, a bit of 4/4 sap gum and poplar is being 
a finish, casing, base, and moldings, with com- shipped on old orders; very little tupelo is 
yes mon ite ms for filler. Actual shipments the being bought. There is some inquiry for D Sel cts 
icts. | last ninety days show that more B&better 4/4 No. 2 edge box kiln dried, with all the e 
und if lum be r has been shipped than was produced red heart and pitchy boards taken out. 
hich Mill stocks average about the same as they Other industrial plants are using a little 
the did Jan. 1, though more Nos. 2 and 3 inch more dressed and resawn lumber. Prices General Offices and Mills: 
<< og is on hand. Several items continue show little change. The retail yards are mov- Shi nts via N. P a - M 
se Oo be in limited supply, including 10-, 18- ing out a little more lumber in this section, Poi “ted 
te and 20-foot No. 1 dimension, and 2x4-inch but buy only when forced to do so, and at and Milwaukee Rys. Misso a, ont. 
es of 10- and 20-foot No. 2, along with 2x12-inch their own prices. Small framing, rough, is 
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GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 

Carlton Manufacturing Co., Carlton, Ore. 

Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CoO. 
Failing Building, Portland, Oregon 











ULLIVA 
LUMBER CO. 


PORTLAND,OREGON 


Soft Yellow Fir 


Flooring Siding Ceiling 
Finish Mouldings 


Thick Clears 
Factory and Industrial Stock 





FIR PLYWOOD 
SPRUCE, CEDAR 


HEMLOCK 








Old Growth Yellow 


DOUGLAS FIR 


Specialists 


Wholesale Lumbermen and 
Exclusive Mill Representatives 


FAST SHIPPERS OF 
DEPENDABLE MERCHANDISE 


All Yard or Industrial Items 
Quoted Quickly 


If you are having difficulty in 
securing quality stock on 
present day market prices do not 
fail to communicate with us. 


Hockett Lumber Co 
Spalding Building 
PORTLAND OREGON 








Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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very hard to move; some very low prices 
have been made by small mills. 

Planing mill operators find trade very 
quiet. All orders are for mixed cars, for 
immediate shipment. Buyers are also very 
critical in their inspection. Kiln dried and 
air dried roofers have been rather quiet. 
Because of rainy weather, shipments are be- 
hind orders and mills are more independent 
when they have unfilled orders on their 
books. 

e 
Laurel, Miss. 

May 18.—During the last ten days there 
has been little activity in the pine market. 
All large mills in this vicinity are either 
curtailing heavily, or have closed down en- 
tirely. Inventories are still being reduced, 
as all mills are holding production below 
shipments. A fair volume of orders is com- 


ing in and they carry acceptable prices, but 
for the most part are for badly mixed cars. 
Retail dealers are putting in fair stocks of 
lumber now, as they seem to feel that prices 
have reached the bottom. Some stock is 
moving export, but not a great volume. 
Prime saps and sawn timbers are showing 
more activity than other items. 

Large hardwood milis are running only 
part time, and the small mills are shut down 
entirely. Most shipments continue to go to 
the automobile body manufacturers. 
show little change. 


Prices 


Jacksonville, Fla. 


Southern pine demand continues 
the same as has prevailed during the 
few months, except that possibly the 
eall for 12-inch and larger timbers shows 
scme improvement. These large sizes are 
not as easily bought as they have been, and 
wholesalers are a bit cautious about taking 
on orders for any large quantity of this size. 
Orders for small sizes, however, are still 
much below the volume needed to take care 
of the output, and manufacturers are forced 
to carry these on the yards. Merchantable 
dimension 6- and 8-inch can be bought for 
almost any price the buyers are willing to 
give. Prices on large timbers appear 
stronger, but are still far below what they 
should be. Export demand seems to be 
showing some improvement, and the mills are 
hoping that the slight recent improvement 
will continue, as they all have very large 
stocks of export sizes. The principal de- 
mand is for South American schedules. The 
manufacturers are fast realizing that they 
can not continue the present practice of 
price cutting, and leaders of the industry are 
sponsoring meetings to try to establish firm 


New York, N. Y. 


May 18.—Leete Bros. Lumber & Supply Co., 
of Ossining, recently purchased the yard for- 
merly operated by the Schotte Lumber & 
Supply Co. Heads of the Leete firm are the 
sons of E. N. Leete, of the Youn & Halstead 
Co., Mt. Kisco. 

Moore Brothers (Inc.), of Twenty-fourth 
Street and Eleventh Avenue, Manhattan, have 
announced that there will no change in the 
business as a result of the death on May 9 of 
Peter H. Moore, president. Clarence A. 
Moore, secretary-treasurer, says the company 
will continue to distribute hardwood lumber 

The Union Millwork & Supply Co., of which 


May 18. 
about 
last 





William TT. McGeachie is president, has 
rented the mill and machinery formerly 
operated by the Heidritter Lumber Co., in 


Elizabeth, N. J. The Union Millwork & Sup- 


ply Co. was recently incorporated, with 
Charles H. Viohl as vice president, and Wil- 
liam N. Steiner, secretary-treasurer. The 
company is capitalized at $125,000. 

N. Dain’s Sons Co., Poughkeepsie, has in- 
stalled new loading devices which will 


greatly facilitate the handling of lumber. 

J. H. Tabb, of the James P. Tabb Manufac- 
turing Co., Houston, Miss., was a recent visi- 
tor in New York. 

Recent visitors from the West include P. A. 
Albertson, of the Pelican Bay Lumber Co., 
Klamath Falls, Ore. 


Al Keys, first president of the Building 
Material Salesmen’s Club of Westchester 
County, has been appointed eastern sales- 


manager of the Insulite Co. 

Andrew H. Dykes, president Dykes Lumber 
Co., will sail for Europe on June 10 to attend 
the Rotary Internationalin Vienna. Mr. Dykes 


May 23, 193) 


will make the voyage on the SS. Duchess of 
York, sailing from Montreal. After the cop. 
vention, Mr. Dykes will visit many points jy 
Europe. He will return about Aug. 1 

L. G. Leonard, chairman of the board of the 
Transcontinental Lumber Co., 
Smith, president, are spending some time oy 
the Pacific coast. 

Guy E. Smith, district manager Pacific & 
Atlantic Lumber Corporation, is expected to 
return about June 1 from a visit to westery 
mills. 

Edwin L. Todd, of Washburne & Todd, Os. 
sining, has returned to his desk after spend. 
ing some time with a daughter in England. 

Edgar A. Hirsch, of the Hirsch Lumber Co, 
is planning to leave about June 1 for an ex. 
tended trip to Pacific coast manufacturing 
centers. 


Boston, Mass. 


May 19.—Specialists in West 
say orders for Douglas fir are 
prices easy. Fir is said to have sold at $14 
less than page 11%, Atlantic differentials 
Other sellers are asking $13.50 off. tetailers 
want to see more lumber going out of their 
yards before they buy. Nearly a week of 
rainy weather has had a depressing in- 
fluence upon business. Few dealers are ven- 
turing to place orders for mill shipment, de- 


Coast lumber 


scarce, and 


pending upon transits. Stocks in eastern 
storage have increased somewhat of late 
The nicest band sawed narrow edge North 
Carolina pine can be had at $43. Cypress 
quotations cover a wide range, amounting 
to a spread of $2@6 on yellow, and $5@1§ 
on Gulf red cypress. Demand for the west- 


ern pines is far from brisk, and some sellers 
are offering radical concessions. Actual 
business in Idaho white pine has been booked 
at $1@1.50 off previous quotations. 

A sharp advance in construction 
awarded in New 


contracts 
England this month 


is re- 
ported, but only a minor proportion of the 
work calls for any substantial amount of 


lumber. 
Minneapolis, Minn. 


May 20.—-Northern pine buying is for imme- 
diate requirements and most orders are for 
rush shipment of badly mixed lots. Sales 
have fallen off seasonally during the last week 
or so. In the rural sections farmers are too 
busy in the fields to do much repair work or 


new building. In the larger cities consider- 
able small residential building and modern- 


izing work are in progress so most of the 
northern pine consumption is centered in the 
Twin Cities and some of the smaller towns in 
the State. Prices remain unchanged since the 
last reductions. 

Northern white cedar poles are moving in 
larger quantity. Low prices are attracting 
smaller telephone companies. There is little 
demand for large poles, but smaller sizes are 
moving in good volume. Inquiries have in- 
creased. Orders for mixed carload lots or for 
less than carload lots predominate. 

Twin Cities millwork men have enjoyed a 
slightly increased business. Sash and door 
business here is about on a par with that of 
a year ago, notwithstanding the doubtful 
wheat situation which has influenced many 
farmers to hesitate in making purchases. 

At a stockholders’ and directors’ meeting of 
the Great Northern Railway in St. Paul last 
week, F. E. Weyerhaeuser, of St. Paul, was 
re-elected to the board. 


Birmingham, Ala. 





May 18.—Slight increase is noted in retail 
sales, an occasional residence or _ business 
building getting under way, while many 


filling stations and highway lunch stands are 
being erected. temodeling is less active 
than it was thirty days ago. An occasional 
apartment building is contracted for, but few 


office buildings are planned. Demand for 
publie works is fairly good. 

Mills are sending out lists on about the 
same level as at the first of the month. Re- 
ports of concessions from these have been 
noted. Certain high grade items are in 
slightly increased demand, but other items 
are slower. No. 2 common grades are in 
increased demand. No. 3 has been accumu- 


lating at most mills, though 2x4-inch No. 3 
sells at $5, f. o. b. mill. No. 3 common 1x4- 
inch is hanging about $5.50 to $6. The 6-inch 
widths are in better demand, but price is 


(Continued on Page 60) 
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Trade Reciprocity and the Motor Truck 


We have just been reading the May 9 issue Smith, who lives next door to Mr. Jones, some 





of the AMERICAN LUMBERMAN, and noticed on building materials on a decrepit old wheezer 
page 37 that story about the filling station of a truck that shows no pride whatever on 
owner who built alongside his place of busi- the part of the dealer—that is about like a 
ness a “barnyard golf’ course. 3y spending bald-headed barber trying to tell the victim 
a little money on his establishment this in- in the chair that Soakum’s Hair Restorer 
dependent gas man drew trade from men who never fails, and saying, “I know from ex- 
came there only to pitch horseshoes. perience.” 

On the desk is a copy of another business The yard should be maintained in neat con- 
paper, The Gasoline Retailer, in which we dition, assuredly. 3ut unless the yard hap- 
note that there is in progress a campaign of pens to be located on a much-traveled thor- 
“clean up, dress up” that is practically nation- oughfare, more people will see the motor 
wide, among filling-station proprietors. They trucks than will go around to look at the 
are urging motorists to do that, and by way yard The trucks are the lumber dealer’s 
of setting a good example they are doing it emissaries bad or indifferent—whether 
to their own stations. he wills it or not. They are the lumber in- 

This is, or should be, an opportunity for dustry’s emissaries, too. It is easily possible 
retailers of lumber and other building sup- for a woman to read in a magazine an adver- 
plies Probably the dealer has one source of tisement of the National Lumber Manufac- 
supply for most of his gasoline for his truck turers’ Association, or the National Hardwood 
or trucks. It might be worked something like Lumber Association, or of any of the other 
this: organizations or firms that are spending 

Drive the old truck (the one with the bent money. to make her see lumber as something 
fender and the body that was painted ’way romantic and beautiful, and the lumber yard 
back when) up to this gas dispenser’s pump as a nice place for the woman to trade—and 
and wait for the inevitable comment about then glance out the window just in time to 
the appearance of the machine. When he sug- see a lumber company’s truck passing by, 








Feeding the maw of the mill. This 3-ton model T-60 General Motors truck was snapped as it 
stopped to dump its load of logs into the Glendale Lumber Co.’s pond, at Glendale, Ore. It 
is giving reliable and powerful service every day 


gests that your truck might look better, sug- muddy perhaps and “patchy” looking, and 
gest that his station could stand a bit of withal a sorry spectacle. Such a truck will 
paint and maybe some repairs or alterations. make that woman think of lumber and other 
It is an argument that is hard to answer. building materials as something ‘‘messy,” in 


A much better argument is a truck that is fact the whole idea of a new home will be 
in good condition when it stops at the station, dominated by the fuss and bother that may 
or passes down the street, or draws up in result, and the woman will put off as long as 
front of a customer’s home or home-to-be to possible the time when she has to have such 


leave maiterials. Lumbermen of necessity a truck stop in front of her house, and have 
base their greatest sales appeal on the cus- that dour driver deliver boards and paint and 
tomer’s desire to have his home look nice— such things, or to track up her floors while 
look nice to neighbors, look nice to passersby, the house is being remodeled. 

and look nice to himself and family—but in She will put it off as long as possible, and 
some customers that desire often needs a lit- the lumberman who owns that truck will wait 
tle judicious cultivating. Good farmers know that long for his business, or will not get 
that if they want their corn to grow as it it at all. But probably he will think he is 
Should they must keep the surface of the saving money by not painting the truck, or 
Zround loose, not allowing it to become caked by not turning it in on a new one. He will 
and hardened by the hot sun; the farmers, think that sending his customers a piece of 
however slow the uninformed believe them to mail now and then will “stir up the ground” 


be, are “foxy” enough to realize that stirring of his customers’ home desires, forgetting 
up the ground is their job, so they cultivate that such a truck = to pack the ground 
it. They trust to the Lord for the sun and the down until it’s hard again. 

rain, but they assume the responsibility for 
keeping the ground loosened. 


Lumber dealers cultivate, not to keep the With Apologies to Longfellow 


Sround loosened, but to keep alive and active 








the customer’s interest in his home. And for Under the spreading chestnut tree 

the lumberman to talk to Mr. Jones in glow- The smith works like the deuce, 

ing terms about the glories and pride of own- For now he’s selling gasoline, 

ing a home that is “easy to look at” and com- Hot dogs and orange juice! 

fortable and convenient, then deliver to Mr. —The Safe Driver 
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Sugar Pine 
California White Pine (77) 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago | 




















Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 


Soft California 
White Pine 


White Fir 


Incense Cedar 








' Annual Capacity 60,000,000 Feei. 

















A New Book 


== es eer 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to- date with constantly 
fluctuating prices and changing methods 
of construction. 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDBAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
2s accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “‘Building-Costs” 
expert in your community. Bound in 
semteflexible red leather. 128 pages, 
2%"x5%"”, vest pocket size. 


$3.00 Postpaid 
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Hundreds of New Lumber Buyers 


are listed in the March 
Edition of the Red Book 
—now available. 

This book may be had on 
trial for 30 days—With- 
out Cost or Ob- 
ligation — by 
any responsible 
concern. Red 
Book credit rat- 
ings and re- 
ports are almost 
universally rec- 
ognized as the 
most reliable. 

Ask for Pam- 
phiet No, 49-S 
and details of 
FREE trial 
offer. 

The Collection 
Department has had long 
experience in collecting 
lumber accounts, and the 
cost is reasonable. ‘ 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, II. 
East. Headquarters, 35 S. William St., New York City 


















YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 























GILBERT NELSON & CO. 


Public Accountants 
I! SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 














Established1847 


Foreign Forwar- 
ders, Customs 
Brokers. We 


Richard Shipping Corp. 


44 Becver Street. NEW YORK 


Ocean Freight Brokers [co's 
tend to collection 
and Contractors of invoices. 


Special department handling export lumber shipments 

















A New Book by the 
“Lumberman Poet’”’ 


TheHea 
— Content 


BY 


Douglas Malloch 





Here are 125 happy, hopeful 
and helpful poems which will, 
indeed, “make living a joy.” 


You will want to pass extra | 
copies along to your friends— 
and the price makes it possible. 


a especially you want it your- 
self. ; 





$1.25 Postpaid 


Address 


The American Lumberman 
PUBLISHER 
431 South Dearborn St., Chicago. 























Thomas Blagden, of I. T. Williams & Sons, 
New York City, was in Chicago the first of 
the week, calling on friends and acquaintances 
in the trade and getting a line on conditions in 
midwest territory. 


A. Trieschmann, of Crossett Watzek Gates, 
after spending several days in the South on 
business, left the first of the week for Van- 
couver, B. C., to look after some important 
matters connected with his concern’s large 
timber heldings. 


John Shippen, who formerly was _ secretary 
and manager of the Wilson Lumber Co. of 
Florida, which operates a plant at Perry, Fla., 
recently has severed his connection with that 
concern. A. G. Wilson, president of the com- 
pany, announces that a successor to Mr. Ship- 
pen shortly will be appointed. 


The many friends of H. J. Fuller, of the 
National Hardwood Lumber Association, will 
regret to learn that he has been confined to the 
Washington Park Hospital with a serious ill- 
ness. Mr. Fuller contracted a severe cold that 
threatened to develop into pneumonia. At last 
reports his condition was reported as showing 
some improvement. 


At a meeting of the Hoo-Hoo club in New 
Orleans, a few days ago, those present were 
delighted to welcome W. H. Managan, veteran 
lumberman of Lake Charles, La., and to note a 
gratifying improvement in his health. Mr. 
Managan is one of the old-timers in the manu- 
facture of yellow pine and in recent years has 
become a leader in the retail lumber business of 
Louisiana. Recently he has been inactive in 
business because of ill health. 


R. P. Rueth, of Rueth & Kramer, retail 
lumber and _ building material dealers at 
Chamita, N. M., after spending some time at 
Rochester, Minn., has sufficiently recovered 
from an illness to return home, and with Mrs. 
Rueth was a visitor in Albuquerque, N. M., 
during the last week. He reports that business 
in northern New Mexico is feeling the stimulus 
of the veterans’ loans and that construction of 
housing facilities for workmen and supplying 
material for the El Vedo dam in connection 
with the Rio Grande conservation project, 
should develop a still better demand. 


L. S. Beale, secretary-manager of the Na- 
tional Hardwood Lumber Association, — is 
spending two or three weeks on an eastern 
tour, visiting members of the association and 
other prominent hardwood concerns. Mr. Beale 
is making the trip by automobile, first visiting 
the Appalachian region and then expecting to 
swing north aleng the coast into metropolitan 
territory. While he is away, J. W. Treen, 
assistant secretary, is handling affairs in the 
headquarter’s office in Chicago. He reports a 
notable increase in shipments recently, as in- 
dicated in the increasing number of inspections 
that are being called for. 


S. M. Eaton, local manager and field repre- 
sentative of the Union Lumber Co., returned 
to headquarters in Chicago early this week, 
after a trip South, that took him into Mis- 
sissippi and Louisiana. Here and there Mr. 
Eaton found a few bright spots with consid- 
erable activity, but as a rule business has not 
yet shown many signs of recovery. In _ the 
producing districts additional southern pine 
mills are closing down and production is being 
still further curtailed. Mr. Eaton finds in- 
creasing interest among the dealers, not only 
in the South, but in other sections of the coun- 
try, in stocking and selling redwood. His com- 
pany is doing some very effective co-operative 
promotional work with the dealers who are 
handling its product. 


Joe Cisar, of Maisey & Dion, who, when not 
working under high pressure to supply old and 
find new markets for hardwoods, takes occa- 
sion to angle for the finny tribe, has returned 
from a two weeks’ vacation spent in fishing 
in Wisconsin. He reports the trout fishing jn 
the vicinity of Rhinelander and Laona as “won- 
derful,” having experienced no trouble in get- 
ting the limits on the first three days. After 
fishing in northeastern Wisconsin, Mr. Cisar 
continued his trip to the western end of the 
State. He reported the pan fishing very good 
near Spooner. On this trip he stopped at 
Laona, Rhinelander, Phillips, Spooner and Web 
Lake, and took occasion to call at some of the 
mills. He said: “We found our sawmill 
friends in good spirits even though they were 
not selling quite as much lumber as they would 
like to.” 





Shows Substantial Premium Increase 


At the annual meeting of the Lumbermen’s 
Mutual Casualty Co. of Chicago, held at the 
general offices last Tuesday, President James 
S. Kemper reported an increase of 10.2 per- 
cent in automobile insurance premiums for the 
first quarter of 1931 over the same period last 
year. In this report, Mr. Kemper said: 

A total of $13,830,000 in premiums for all 
lines was written by the “L-M-C” during the 
twelve months ended March 31, 1931, not- 
withstanding reduced industrial payrolls 
which are reflected in compensation pre- 
miums. This represents an increase of 6.4 
percent over the corresponding period ended 
March 31, 19309. Premiums for general lia- 
bility lines during March, 1931, were 54 per- 
cent over last year and plate glass premiums 
increased 20.5 percent. 

The company now has cash assets of over 
$15,000,060 and has paid for losses and re- 
turned to policyholders in dividends over 
$40,000,000 since its organization in 1912. 





"Jerry" Builder Still in Evidence 


The home building industry has been hurt by 
the depression in business generally, but it 
would seem that in some instances the wound 
was not deep enough to teach a lesson. It still 
is possible to find builders so heedless of the 
consequences that they will use the cheapest of 
materials—with almost no regard for suitability 
to the specific purpose and with a none-too- 
close scrutiny of dimensions—in the building of 
somebody's home, and there still are lumber 
dealers who so worship the god of today’s order 
file that they will sell such scant-dimension ma- 
terial to such unscrupulous contractors. 

Recently the writer has had an opportunity 
to see some of this “jerry building” in action, 
and also to see some of the effects—disastrous 
effects—of only a few years on this type of 
construction. 

The first instance was a bungalow being 
built in what promises to be a fast growing 
part of Chicago. A lumber dealer happened 
to be along when we stopped in front of this 
bungalow, although his firm had not been con- 
cerned with its materials or construction. On 
request, the lumberman accompanied the writer 
inside, so as to contribute the benefit of his 
expert knowledge of lumber and construction 
good and bad. It was after working hours and 
the contractor and his workmen had gone home, 
but the building was open. 

“How about the quality,” we asked, indicating 
a row of studding, “of a partition wall like this¢ 
Is it good or bad ?” 

“Not too good, I’d say,” he replied. “They're 
a species of lumber not suited for this particular 
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use. Now just watch!” He slapped the face 
of one of the 2x4s with the bottom of his fist; 
he jiggled it back and forth with his hand; it 
creaked and groaned and grunted. “You see? 
| could break it in two if | wanted to, but the 
contractor might not like it very well. If you 
had a rule, and measured that 2x4, I’d be will- 
ing to bet that it’s only 1 9/16 inches thick, 
too.” 

That was easily settled. A pocket rule was 
produc ed, and one of the studs was measured. 
It was 1 9/16 inches thick. Then we climbed 
the stairs, and were closer to the roof boards. 
“They're not full thickness, either,” said the 
retailer, and the rule proved him to be correct. 
Roll roofing was being used, and it already had 
been nailed on. We wondered if it would pass 
inspection. 

“It’s real good roofing,” the retailer said, 
“but look at the nails. They’re just common 
wire nails, and you know how long they'll last 
in a roof. Since they were using good roofing, 
why didn’t they take the next logical step, and 
use copper nails, or at least zinc covered nails?” 

A sign announced the name of the contractor, 
but it remained for a man who lives nearby to 
remark that the contractor is building this house 
on speculation. He also knew the name of the 
dealer who supplied those 2x4s and other lum- 
ber, although there was no sign to proclaim the 
jumberman’s identity. 


Becomes Assistant Sales Manager 


Tom V. Sawyer, sales manager of the Insulite 
Co., Minneapolis, has announced the appoint- 
ment of Meredith G. Jensen as assistant sales 
manager. Mr. Jensen has been in close associa- 
tion with the lumber and building industries for 
many years. He is well qualified to assist the 
Insulite Co. in put- 
ting into practice the 
new _ Insulite mer- 
chandising program 
and its recently in- 





M. C. JENSEN, 
Minneapolis, Minn.; 
Made Assistant Sale 
Manager 





augurated 100 per 
cent retail lumber 
dealer distribution 
policy. 

“The public is 
rapidly awakening to 
the value and importance of insulation in all 
types of buildings,” said Mr. Sawyer, “and we 
feel that Mr. Jensen’s long and extensive ex- 
perience in the insulation field will enable him, 
with our full cooperation, to materially assist 
the lumber dealer in promoting the profitable 
merchandising of insulation products.” 





A Well Deserved Promotion 


The smiling countenance and cheery voice 
of one of the dynamic members of the local 
fraternity is going to be missed when E. W. 
Bache leaves Chicago to take up his new duties 
in Seattle, Wash., as assistant to the sales 
manager, Ralph A. Clark, of the Bloedel Dono- 
van Lumber Mills. Mr. Bache has had charge 
of the Chicago office of that company for sev- 
eral years and has made many friends among 
retailers and industrial buyers throughout the 
middle West. 

Mr. Bache will be succeeded as manager of 
the Chicago office by Martin S. McDonnell, 
who has been connected with the company for 
the last four years. These promotions have 
brought back into the lumber industry Robert 
>. Burnside, who will take Mr. McDonnell’s 
lormer place as sales representative of Bloedel 
Donovan Lumber Mills in northern Illinois, 
southern Wisconsin and points along the Mis- 
sissippi_ River. Mr. Burnside is the son of 
Ralph H. Burnside, one of the outstanding 
West Coast manufacturers. 
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Mr. Bache has just returned from a trip 
through Nebraska, lowa and parts of Kansas 
and Missouri, calling on the trade and sizing 
up conditions, present and prospective. He 
found the situation rather spotty, with Iowa 
making the best showing. He found a rather 
favorable condition in Des Moines and a few 
other points, while at some of the other places 
visited he found the outlook not especially en- 
couraging. On his way to the Coast to as- 
sume his new duties, Mr. Bache will stop at 
a number of points to confer with sales repre- 
sentatives of the company and will spend a few 
days at his old home at Helena, Mont. 

In addition to handling sales of Bloedel 
Donovan Lumber Mills at Bellingham, Great 
Central Saw Mills (Ltd.), Great Central, B. 
C., and Bloedel, Stewart & Welch, of Van- 
couver, B. C., the Chicago office also will han- 
dle sales in this territory of pine manufactured 
by the Blackwell Lumber Co., Coeur d’Alene, 
Idaho. 





Appointed Sales Engineer 


Announcement was made this week of the ap- 
pointment of Jewell D. Lowe as sales engineer 
for the Red River Lumber Co., with headquar- 
ters in Chicago. For the last five years Mr. 
Lowe has been superintendent of that company’s 
plywood factory at Westwood, Calif. He has 
had 20 years’ experience in the manufacture of 
plywood on the Pacific coast and has been in 
charge of the Red River plant since it started 
production on California pine and during the 
development of the manufacture of hardwood 
panels at Westwood. 

The appointment of Mr. Lowe to this new 
position is a move by the Red River Lumber Co. 
to give the trade the services of a man of Mr. 
Lowe’s experience and qualifications in an ad- 
visory capacity and to maintain close and help- 
ful contact between the factory and the con- 
sumer. 

Mr. Lowe will maintain headquarters at the 
office of the Red River Lumber Co., 360 North 
Michigan Avenue, Chicago, and will be glad to 
assist manufacturers and builders who have 
special problems, in the use of California pine 
and hardwood plywoods. 


Supplies Plans for Boats 


Realizing that there is a constantly growing 
demand for small boat plans that can be easily 
executed by the amateur boat builder, yet so 
well designed that the finished boat will be a 
credit to anyone, the Union Lumber Co. has 
arranged to supply plans of this kind to its 
dealers. In an attractive circular sent out a 
few days ago from its offices in Chicago, this 
company Says: 

To supply the old friends of Noyo brand 
California redwood and the new friends to be 
with plans of two real boats, we commissioned 


Dachel & Carter, Benton Harbor, Mich., to 
design a 14-foot row boat and a 14-foot out- 
boarder for us. The working plans, material 


bills and complete building directions are free 
to vou for your customers. 

Dealers are requested to let the amateur boat 
builders in their territories know that they are 
prepared to supply the very best boat material 
and to furnish free plans. In order that the 
dealers may he sure of supplying the proper 
material, the material bills of these boats and 
prices f. 0. b. the Union Lumber Co., Chicago 
warehouse, are shown. 

This circular also directs attention to another 
article that is destined to become quite popular 
and a good seller through the retail yards, this 
being a playground gym. The Union Lumber 
Co. has arranged with its mill to cut the frame 
for this playground gym to size and pattern, so 
the dealer can supply it to his customer ready 
to nail together. The frame, being of redwood, 
will need no painting. 

This is just another example of the service 
being offered to retailers by the Union Lumber 
Co., which carries this line on its circular: 
“This is a quick service yard just a block from 
the Cubs ball park.” 
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to Unload 
this Car? 


Not many, the way these fellows 
are doing it. They’re letting gravity 
and a few sections of Standard 
roller conveyor do the carrying. It 
isn’t hard to see how this simple 
arrangement saves countless steps, 
and a lot of working time. 


In fact, yard men find that con- 
veyors save from $10 to $15 on 
every car of building materials 
handled. A few inexpensive sec- 
tions of Standard Conveyor will 
prove this. 


There are types of Stand- 
ard Conveyor to handle 
lumber, shingles, brick and 
tile, etc. Write for Bulletin 
L, which tells the whole 


story. 


TANDAR 





North St. Paul, Minn. 
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Among the Small Mills in Arkansas 


LITTLE Rock, ARK., May 18.—Fine weather 
for the last week has been a great help to 
the small mills in increasing their shipments. 
Practically every mill in this district that is 
able to load mixed assortments, has a heavy 
order file. The demand continues strong for 
2x4-inch No. 2, especially in 16-, 18- and 
20-foot lengths. These items are beginning 
to be very scarce, and some mills are de- 
manding advanced prices for them. There 
continues to be a strong demand for 1x8-inch 
No. 2 shiplap and boards, but the demand has 
weakened fer 1x6-inch No. 2. Several good 
sales for 1x8- and 10-inch No. 2 have been 
made. There is some improvement in the de- 
mand for No. 1 dimension. 

The most encouraging feature in this 
market is the insistent demand from the 
dealers for rush shipments. This indicates 
an urgent demand from their trade. As 
most of the dealers have practically no sur- 
plus stock in their sheds, they must get im- 
mediate loading. Several wholesalers operat- 
ing in this territory report that a number of 
their customers have called them by tele- 


phone from considerable distances to place 
orders for immediate shipment. There has 
been a slight slackening in demand from 
industrials. 

Several large construction projects in the 
Southwestern territory are taking large 
quantities of southern pine from this district 
at fairly good prices, for rush shipment. 

Dedman & Williams, operating at Ore City, 
Tex., will soon start the construction of a 
new plant at Chidester, Ark., where they will 
operate for four or five years. 

Fred Jones, connected with the Rock 
Island Lumber Co., of Camden, has resigned 
his position to enter the employ of the 
Anthony-McLeod Lumber Co., well-known 
wholesaler and producer, of Warren, Ark. 
Mr. Jones will be assistant to Mr. McLeod. 

The Gurdon Lumber Co., of Gurdon, Ark., 
reports that while it finds the demand strong 
for immediate shipment of standard items, 
prices as a whole are too low to yield a 
profit. Manager Cabe states that he is book- 
ing only such orders as carry acceptable 
prices. 
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$7.50 to $8, worked as wanted, and for drop 
siding many mills ask only $6.50. Ceiling is 
in poor demand at any price; sales of drop- 
pings at $12.50, mill, and No. 1 common at 
$20, are reported. For one contract let at 
Pensacola air station, longleaf No. 1 flooring 
sold at $22.50. Railroad and car stocks sell 
at almost any price, and prices of small tim- 
bers seem to be a matter of individual agree- 
ment. Stringers, caps and bridge timbers 
have held steady, but demand is poor. In- 
dustrials that were buying freely thirty days 
ago now buy sparingly. 

Many small mills have closed down until 
after spring farming operations. Oak floor- 
ing plants are running part time. Hardwood 
mills are operating at about 50 percent ca- 
pacity. 


Aberdeen-Hoquiam, Wash. 


May 16.—Waterborne shipments from 
Grays Harbor in April totaled 45,396,111 feet, 
a gain of approximately 8,000,000 feet over 
shipments in March. The east coast took 
13,679,000 feet; California, 13,148,000 feet; 
Japan, 11,200,000 feet For the first four 
months of 1931, a total of 155,035,417 feet has 
been shipped. 

The Hulbert Mill Co., Aberdeen, resumed 
operations May 5, after being idle since the 
Christmas holidays. A. R. and George Hul- 
bert are in charge. The management states 
that the mill will continue operations on a 
one shift basis indefinitely. The American 
Mill, managed by F. H. Hulbert, is still idle. 

A. C. Tebb Lumber Co. has been awarded 
the contract for supplying wood staves for 
replacement of the Wishkah water system in 


Aberdeen. Mr. Tebb stated the contract 
would be placed with various mills on the 
Harbor, but the staves will have to be 
shipped to Tacoma for creosoting, as there 
is not a creosoting plant on Grays Harbor. 

A. T. Simonds, head of the Simonds Saw 
Co., of Fitchburg, Mass., was a Grays Harbor 
Visitor last week. Mr. Simonds facetiously 
remarked that the first 100 years are the 
hardest, as his company has been in busi- 
ness now 99 years, he being of the fourth 
generation to manage the interests of the 
company. 

Henry Neff Anderson, of the Twin Harbors 
Lumber Co., accompanied by his mother, Mrs. 
G. E. Anderson, will visit in Greenville, Mich., 
the former home of Mrs. Anderson. 

H. N. Anderson, of the Twin Harbors Lum- 
ber Co., purchased the property of the de- 
funct Consolidated Plywood & Furniture Co. 
at auction May 4, and Wm. Rosenkrants, of 
the Western Machinery Co., purchased the 
equipment. It is planned to resume opera- 
tions, and alder logs will be used. 

Henry Blagen, of the Grays Harbor Lum- 
ber Co., of Hoquiam, returned the first of the 
month from a two months’ trip to Japan. 
Mr. Blagen made his trip to study the oyster 
industry. With W. E. Boeing, of the Boeing 
Airplane Co., Seattle, Mr. Blagen is interested 
in an 8,000 acre tract in North Bay near 


Hoquiam. 
Seattle, Wash. 


May 16.—Buying continues light, but the 
Statistical position of West Coast mills shows 
further improvement. There has been no 
change in the wholesale lumber market, nor 
in the log market. 

Sales of clear shingles were made during 
the week as low as $1.20. In May, 1901, *A* 
shingles sold at $1.40, and clears at $1.60, and 


"1896 figures were $0.95 and $1.10, respectively. 


European demand is light, but the market 
is firmer, following recent export amalgama- 








BALL BEARING 
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Door Displayer 


makes comparisons easily. 








NORWAY, MICHIGAN 





Doors Shown Side by Side—drawn back and 
forth noiselessly on Ball Bearing Carriers. 
Salesman tells his sales story while customer 


14 DOORS COMPLETELY SHOWN 
in less than Sq. Yard of Floor Space 


SOLDIN  |EACH CARRIER $ SEE 
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OR OVER ONE DOOR PAGE 33 
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tions. Freight rates have jumped, because 
of demand for space for other commodities, 
Minimum United Kingdom rates ran about 
52s, 6d, with 55s and 57s quoted. 

Lumber exports from Olympia during April 
aggregated 21,837,047 feet. Total lumber ship- 
ments in 1931 were 72,000,000 feet, or an in- 
crease of 700,060 feet over the first four 
months of 1930. 

E. C. Sterne, of the Littleton Lumber Co, 
Littleton, Colo., is in Seattle on a buying trip, 


St. Louis, Mo. 


May 18.—Manufacturers of southern pine 
report that the policy being pursued by a 
number of the larger operators, of Keying 
their production to the volume of sales, is 
resulting in badly unbalanced stocks, par- 
ticularly of wide finish, No. 1 dimension and 
8- and 10-inch No. 2 boards. It is therefore 
difficult to handle badly mixed cars, for which 
there is an increasing demand. The price 
level on southern pine shows no change for 
the week. No. 2 boards 8- and 10-inch are 
$20@21 in straight cars; B&better flat grain 
flooring from small mills, $31.50@32; larger 
mills, $35; 2x4-inch No. 1 dimension, random 
lengths, $21.50; 8-, $- and 10-foot 2x4-inch 
No. 1 dimension is becoming scarce at 
$18@18.50. Douglas fir drop siding, B&better, 
is $31.50@32; B&better slash grain fir floor- 
ing, $30@30.50; No. 1 Douglas fir dimension, 
air dried, $11.50 off rail B list, kiln dried, $9 
off. No. 2 Pondosa pine, 12-inch, random 
lengths or all 16-foot, is $38, meeting Cali- 
fornia pine’s price of last week. Oak floor- 
ing prices are continuing at last week’s low 
level. Hardwood prices remain depressed, 
with occasional sales reported as having 
been made at $19.50, for 4/4 No. 2 sap gum, 
and $21.50 for 4/4 No. 2 yellow cypress, 
either rough or dressed. All above prices are 
f. o. b. St. Louis. 

John Helff, district representative 
Wood Conversion Co., Chicago, was in St. 
Louis on business Monday. 

T. T. Richardson, assistant sales manager 
Sumter Lumber Co., Electric Mills, Miss., 
spent two days here last week. 

Arthur S. McKinney, sales manager Monte- 
rey Bay Redwood Co., Santa Cruz, Calif., 
called on the trade on Thursday. 

John E. Hill, Panhandle Lumber Co, 
Amarillo, Tex., spent Thursday in St. Louis. 

Sales Manager French of Weis, Patterson 
Lumber Co., Pensacola, Fla., spent Monday 
in St. Louis. 


Albuquerque, N. M. 


May 18.—Unusually impressive Arbor Day 
exercises were conducted at the Northern 
Arizona Teachers’ College, Flagstaff, one of 
the forty trees planted being an offspring 
of the Washington elm at Cambridge, Mass. 
Several trees were memorials to the late 
M. J. Riordan, E. T. MecGonigle, and others 
identified with use and preservation of for- 
ests. In an address, T. A. Riordan, president 
Arizona Lumber & Timber Co., gave helpful 
suggestions. 

W. H. Lockridge, civil engineer, has com- 
pleted the right-of-way survey for the 35- 
mile extension of the Cady Lumber Corpora- 
tion's logging road from Mormon Lake to 
tock Top, the location of the large timber 
tract in which stumpage was purchased for 
the mill at Flagstaff. 

E. J. Marchant has installed at his planing 
mills, 812 North 12th Street, a completely 
equipped neon sign plant, with glass blowing 
department and facilities for bending glass 
letters. 

Westie Jensen, who has been manager of 
the Southwestern Sash & Door Co. the last 
two years, has sold his interest and is suc- 
ceeded by G. A. Vaughan, for several years 
assistant to G. W. Protzman, manager of the 
Southwestern at El Paso, and previously con- 
nected with the El Paso Sash & Door Co. 
J. N. Protzman continues with the Albuquer- 
que branch under the new management. 

Cc. O. Breece, woods superintendent for the 
Breece Lumber Co., now flies a Curtiss- 
Wright junior airplane, equipment that he 
has found essential in looking after field 
operations for the mills at both Albuquerque 
and Alamogordo. 

The annual meeting of the Breece Lumber 
Co. was attended by three out-of-town direc- 
tors, A. G. Webb, of Cleveland; M. A. DeViitt, 
of Hollywood; and P. P. Breece, manager of 
the mills at Alamogordo. 
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THIS WEEK’S LUMBER PRICES 


Following are average f. o. b. 


mills, aS reported to the Southern Pine Lumber 
West East West East 
Side Side Side Side 
Flooring, Standard Ceiling, Standard 
Lengths Lengths 
2H wt %x4”— 
— B&better 23.50 23.50 
Shortl'f $57.72 $56.24 | No. 1... 20.00 18.32 
Longleaf be ares 54 x4”— 
ie Mies B&better 23.07 21.76 
Shortl’f 46.82 eee me. lL, 22.14 19.55 
Longleaf .... Boston Partition, 
No, 2.... 29.00 Standard Lengths 
1x3” flat 11/16x4”— 
grain— B&better 30.39 30.00 
B&better 29.39 30.3 Surfaced Finish, 
No. 1 ... 27.73 25.36 10-20’ 
i ee B&better 
1x4” rift— = h thick— 
Babetter | 4 esices 34.44 36.29 
” “- ag 
Shortl’f 59.62 54.00 é" reese se-Ge = 38.3° 
Longleaf ; apart ac, ear ee 33.69 37.25 
en ee woeats 43.18 35.83 
No. 1 | ee 57.47 57.39 
Shortl’f 43.59 eee 5&6/4” thick — 
Longleaf ... eee 4, 6, 8” 54.9 43.00 
No. 2. 5&10" 61. 1 62.50 
a” ames 71.72 74.88 
1x4” flat ° c— 
srain— ingh thick— 
B&better 28.95 27.46 | 4” ..... 30. 00 
No. 1 ... 26.60 24.51 oe nae 31. 00 27.78 
No. 2 ... 18.20 18.40 De wisiaia 7“ 28. 59 
a tare 30.29 
Jambs Be cease 55.00 50.00 
B&better, Casing & Base, 10-20’ 
OP igea cae varen rr Ix4 & 6” 41.21 40.75 





SOUTHERN PINE 


Ixxchange, New Orleans, La.: 





West East West East 
Side Side Side Side 
Rough Finish No. 1 Fencing and 
10-20’ Boards, 10-20’ 
B&better— r ‘ 

: r- ix 4” .. 24.83 28.88 
ae ee ix 6” ... 25.42 27.52 
» pale 30.81 1x 8” 24.28 25.18 
aaoeres 30.41 1x10” 29.86 31.55 
190" 77° °° 36,67 1x12 40.82 38.82 
1 2" oC 52.79 No. 1 Shiplap, 10-20’ 
ae Ix 8” ... 22.16 26.00 
6&8" 51.35 .... | 1x10” 

5& 10" 3181 47.50 | No. 2 Fencing, Stana- 
| re O35 60.50 | PO PR as 5s 
Drop Siding, Stand- | ixg” g°° ' 
ard Lengths Cc. M.. 11.76 
No. 117 
1x6” No. 2 Shiplap and 
Bé&better 26.66 .... Boards, Std. Lgth. 
No. 1 24.75 20.21 | oie 
pyres paewene ix 8”... 14.77 14.58 
Bacbetter 30.11 20.25 | 110" ..- 16.58 14.60 
No. 1 27.73 25.81 yaa os sane 
BE BY ccs 6 >. 
Coe ee Ree | ici 2. 17:36 = 11.37 
~~ i No. 2 Boards, 1x12” 
—— a tree Standard Length 
i i. Shortleaf 18.03 15.76 
1x4”, Longleaf 29.77 28.30 

5-20’ 8. 
1x6" a Plaster Lath 

5-20’ 15.89 . | %x1%”, 4’ 

No. 1— No. - 2.29 2.40 

Me was was Se 1.48 1.50 


mill prices of southern pine obtained on sales made during the 





period May 8-11, by both west and east side 


West East West East 
Side Side Side Side 
No. 1 Shortleaf No. 1 Longleaf 
Dimension Dimension 
2x4” 2x4” 
12 & 14’. 18.12 20.00 12 & 14”. 19.03 20.00 
ee 19.29 21.72 | OS 20.19 22.00 
2x6” 2x6” 
12 & 14’. 15.78 15.00 12 & 14’. 16.80 17.33 
SU ottece Se ass Be cat 18.69 seni 
2x8” 2x8” 
12 & i4’. 17.09 16.69 12 & 14’. 16.57 17.00 
ree 17, 57 20.00 . rere 18.25 19.00 
2x10” 2x10” 
. ee 22.69 20.88 |: eee 24.58 
| PEERS 22.51 23.38 25.50 
eee 23.80 23.75 . es 29.11 
2x12” 2x12” 
12 & 14’. 27.69 23.00 12 & 14’. 32.31 33.50 
ee ates 30.31 23.50 ee - «aes 40.46 “eee 


No. 2 Shortleaf No. 2 Longleaf 





Dimension Dimension 
2x4” 2x4” 
13 & 14. 14.76 14.13 | 18 & 14’. 20:26 .... 
ee 16.39 14.93 | 16° ...... 21.33 20.00 
2x6” 2x6” 
12 & 14’. 11.95 12.94 ] 12 & 14’. 14.90 14.05 
"es 13.76 12:68 5 46". ....3 17.71 16.00 
2x8” 2x8" 
13 & 14’. 13.72 12.96 | 12 & 14’. 15.25 15.76 
ee 15.25 12.39 eas 18.00 15.90 
2x10” 2x10” 
12 & 14’. 14.28 14.00 | 12 & 14’. 16.22 .... 
een ate 17.04 13.09 | ae pate 18.00 
2x12” 2x12” 
12 & 14’, 15.28 14.45 | 12 & 14’. 18.50 16.94 
ee aks 18:90 17.98 '1@ ..... 23.75 23.50 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No. 1 Hemlock Boards, ae 
8’ 0,12&14" 16’ 
ER Berrie rrr eer er $21.00 M399. 00 $23.00 
2 Re een 24.50 25.50 27.00 
MPM os Gravagrrniplatienioiniasied 25.50 26.50 28.00 
yi er 28.00 29.00 30.50 
eee 29.00 30.00 31.50 


Por shiplap or flooring, 
prices on No. 1 boards. 


No..1 Hemlock Dimension, S1S1E— 


add 50 cents to 


8’ 10° 12’ 14’ 16’ 
2x 4” ...$25.50 $25.50 $25.50 25.50 $26.50 
2x 6” ... 23.50 24.50 24.50 24.50 26.50 
2x 8” ... 24.50 25.50 25.50 25.50 26.50 
2x10” ... 24.50 27.50 28.50 28.50 27.50 
2x12” 24.50 28.50 28.50 28.50 28.50 


For No. 2 dimension, deduct $2.50 from price 
of No. 1. 


ENGELMANN SPRUCE 


Prices f. o. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 





Inch — 4” 6” 8” 10” 2 
eee 6-16’.$42.00 $46.00 $46.00 $67.00 $82.00 

0.1 & 

btr.,* 6-16’. 41.00 45.00 465. oe 62.00 177.00 
No. 1, 6-16’.. 40.00 44.00 43.0 § § 
No, 2, 8-16’.. 40.50 38.50 38. 80 38.50 46.00 
No. 3, 8-20’.. 31.50 33.00 33.00 34.00 365.00 
No. 4, 4-20’.. 27.00 29.00 29.50 29.50 29.50 
5&6/4, 61@— 4”&wdr. 4,6&8” 10” 132” 
ME enewes . $66.00 rors 00 ty 09 $81.00 
No. 1&btr....... 60.00 62.00 65.00 75.00 
No. 1........--- 58.00 60.00 63.00 73.00 


For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch, 
add $9; 8-inch, one $6; 10-inch, add $8; 12-inch, 
add $6; No. 3, o¢ and 10-inch, add $7.50; 
12-inch, add $8: Ne 4, $4. 

$Furnished when available. 
*Contains 40 to 50 percent Dé&better. 


Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20- foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $i. 
Bevel siding, %-inch, odd iengths, 3- to 


foot, but not over 20 percent shorter chan 
10-foot: 


D&btr., 4-inch..$28.00 EB, 4-inch.......$18.00 
6-inch.. 31.00 6-inch....... 21.00 
—_, gacwes and pine, 4-foot; No. 1, $7.45; No. 





DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., May 20.—I’. 
on actual sales of fir, May 15, 16 and 18, direct 
only, straight and mixed cars, reported by 
West Coast mills to the Davis Statistical Bu- 


o. b. mill prices 


reau, were as follows: 
Vertical Grain Flooring 
B B&btr Cc D 
Bs iin ec ceue ware $28.50 $28.75 $e6-00 ee 
1x3” Lamhe cetetioe 28.00 ee 
5/4x4"” ; 29.75 
Plat Grain Flooring 
Be “es ausdaes or 47.2 14.50 
1x6” wane “ 21. 0 18.25 
Mixed Grain ne 
Been és $11.00 
Ceiling 
AO cupycsae aweha 17.00 14.25 4 
De” yan Kacewew 17.00 13.00 
_— Siding, 1x6” 
I ee 18.50 + 2 00 
| reer 19.25 15.2 eaters 
eran oP 12.00 
Finish, Kiln ‘Driea pon surfaced 
1x6” 1x8” isi3” 
ee rere $32.25 $35.50 $47.75 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
i aes ee $11.75 $11.75 $12.75 $14.50 
ee are 7.00 6.50 6.75 10.75 
a 2 6.00 5.00 5.00 ‘ 
Dimension 
12” 14’ 16’ 18’ 20’ 22&24° 26-32’ 
No. 1, 2” thick— - 
4”.$12.00 $11.75 $12.75 $13.25 $13.25 ...._ .... 
6”, 10.75 10.85 12.00 12.50 12.75 $15.25 $15.00 
8”. 11.00 11.00 12.25 12.50 12.50 14.75 15.75 
10”. 12.25 12.00 12.75 12.50 13.00 15.00 14.50 
12”, 12.5 13.25 13.25 13.25 13.50 14.75 15.00 
2x4”, 8’, $11.50; 10’, $11.75; 2x6”, 10’, $11.00 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
Te Beacon 7.00 $6.75 $6.50 $7.50 $6.75 
Me Be vces 4.50 3.25 poate bons ee 
No. 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced........... $14.75 
5x5 to 12x12 to 40’, rough..........-...-. 11.75 
5x5 to 12x12” to 40’, surfaced........... 13.75 
Fir Lath 
No. 1, 1167x4’, Ary... ...cceeereeevecvees $2.50 
Bkbetter, Flat Grain Car Siding, 9 or 18’ 
Te ee ee ee ee eT $21.50 
ee a 31:00 








INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., May 20. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, May 20. Averages include both 
direct and wholesale sales, and are based on 
mixed car orders. Quotations follow: 





Following f. o. b. 


Pondosa Pine 
INCH SELECTS AND COMMON, S2S— 


6” g* 10” 19° 
C selects AL..... $41.91 3 0.15 $48.81 $72.76 
D selects AL..... 27.22 7.50 38.08 54.22 
No. 1 common AL 28.50 A ra 
No. 2 common AL 24.04 21. 55 21.32 24.38 
No. 3 common AL 15.78 15.63 15.91 17.64 
SHop, 5/4 anp 6/4, S2S— 
No. 1...$25.89 No. 2...$17.00 No. 3...$12.00 
SELECTS S2S, 5/4 anp 6/4, 4” AND WIDER— 
C select AL....$58.89 D select AL....$42.00 
DT, TO OF Gi cess tancnnee’ earners 24.35 
No. 4 COMMON, B25, RW BRkscccccss sevess 8.12 
Idako White Pine 
INCH SELECTS AND COMMON, S2S— 
6” 8” 10” 12” 
C selects AL.....$61.75 soe Cea 
D selects AL..... 10.96 $42.20 51.71 $84. 00 
No. 1 common AL 39.09 39.00 44.00 
No. 2 common AL 31.40 31.40 31.34 38.87 


No. 3 common AL 19.39 20.50 20.50 26.50 
: PE SO vv bcc ec wrercncecyeesa $32.00 


Larch and Fir 


No. 1 dimension, 2x 6” 16° ....cccccvesvs $14.59 
No. 1 dimension, 22107 16’ ......ccceosses 15.38 
Vert. gr. flooring C&btr. 4” RL......... 33.50 
Drop siding or rustic, C&better, 6” RL 25.50 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LuUMBERMAN] 


Portland, Ore., May 18.—The following are 
prices for mixed carlots prevailing today: 


Finish— Factory stock— 

1x12” ......$51@55 4/4. » o886- 00@ 26.00 
- 40" 5/4 |... 26.00@28.00 

n6—-10" --- SO 6/4 <2. 26.00@28.00 


Bevel siding— 
%x4” .......$20.00 
1x6", Flat gr. 23.00 
Vert. gr. 26.00 


8/4 
_ temas 33. s0@s6. ae 
=. box 13.00@12:00 








RED CEDAR SHINGLES 


Seattle, Wash., May 16.—Pastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. o. b. mills are as follows: 


First Grades, Standard Stock, Straight Cars 


Wittes, Shaws, SIE ccccccceccccecseves $1.25@1.35 
tee eee hata ee eekeee 1.40@1.55 
Es DER cocedaceveceseeseenees 2.00@2.15 
i ios paneen ees ee anaes eer alee 2.20@2.35 
I ae ar ie ck genie REE 2.95 @3.20 


Royals, 24”, ° : 
Deomeneme. GIR, 36 ccncesvacsceses 2.05@2.25 
Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2 ...... $1.30@1.40 $1.20@1.30 

a eee 1.55@1.70 1.50@1.65 
. 2, sae 2.10@2.25 2.05 @2.20 

 vcnecs nenerees 2.50 @ 2.65 

Perfectione ..cccccccce 3.15@ 3.40 3.10@3.35 

Royals, 24”, A grad 6.75 @7.00 


Doze 
Dimension, 5/2, 16”.... 2.35@2.60 2.50 
Pirst Grades, Rite-Grade Inspected Stock 


TE BOGE, Gian ccevcncoccevseses $1.35 @1.45 
Extra clears: 

75% premium clears............ 1.85@ 2.00 

50% premium clears .........+.. 1.65 @1.80 
aa Cele DOCTOGEE) «ccc ccccess 2.00@2.15 
Eurekas (75% vertical grain)...... 3.00 
PO <p cc hehe eced ice kee hae eee 
Pe teatntep ead ekwhbiend cee aeee 5.75 
Second Grades, Standard Stock, Straight Cars 
rr SOG Cie si ceviceveneceva $0. =e). a8 
CRE COORG, BIR cc ccceciicccvvoce .90@1. 
SD GEONGD cccccescosseusscnes 110120 
i. . i «i ewe ene ee kad 1.75 @2.00 
Be, BF Sn cee ec aersnvctverevees 4.75 @5.75 


Second Grades, Standard Stock, Mixed Cars 
Mixed with Mixed with 
cedar lumber fir lumber 


Common stars, 6/2....$0.90@1. red $0.90@1.00 





Common stars, 5/2.... .90@1. 1.00 
Common clears ....... 1.15@1.25 1.26@1.35 
No. 2 perfections...... 1.85@2.10 1.85 @2.10 

PHILADELPHIA PRICES 
Philadelphia, Pa., Ma 18.—Following are 


y 

prices prevailing today in this market: 

LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 

Bé&better, $40.00; No. 1 common, $37.00; No. 
2 droppings, $27.90. 

LONGLEAF YELLOW PINE TIMBERS, 

ee merchantable grade, water delivery— 

6&8 10-inch 12-inch 14-inch 16-inch 
$36. oO $42.00 $54.00 $65.00 $76.00 

pm Arr Driep Roorers— 

= and grooved, %-inch, 6-inch width, 
19.50. 

KILN DRIED YELLOW PINE ROOFERS— 

sae and grooved, standard, 6-inch width, 
9 

NorTH CAROLINA PINE RouGH Box, No. 1— 

10-inch, $26.00. 12-inch, $27.00. 

NorrH CAROLINA PINE FINISH, 


i Pn... pcan eed ens eb aee ons $40.00 
NorTH CAROLINA PINE STEPPING, 
a SS reer re $59.00 


a CAROLINA PINE DIMENSION, No. 2 & bet- 
er 
S48, %-inch scant, 2x3-inch, 9-foot, $20.00: 


2x3-inch, 16-foot, $21.00. Rough, 2x10-inch, 
$23.50. 


APPALACHIAN WOODS 


Cincinnati, Ohio, May 18.—<Average whole- 
sale pesees, carloads, Cincinnati base, on Ap- 
Cc 





palachian “soft texture” hardwoods: 
PLAIN WHITE OAK— 
4/4 5&6/4 8/4 
a's dew wees $85@100 $100@115 $105@120 
No. 1 com.&sel. Hy 4 50 60@ yo 70@ 75 
No. 2 com..... 33 38@ 
No. 3 com..... 30 D 22 24@ 36 26@ 28 
Sd. wormy ... 38@ 40 55@ 57 60@ 62 
PLAIN Rep Oak— 
> RABE E Sse 65@ 80 7T5@ &5 90@100 
No. 1 com.&sel. 45@ 48 52@ 55 58@ 62 
Bee, B COMB. cocs 28@ 30 36@ 38 38@ 40 
No. 3 com..... 20@ 22 27@ 30 28@ 36 
SHESTNUT— 
REET 70@ 75 85@ 90 95@100 
No. 1 com..... 43@ 46 54@ 59 60@ 65 
No. 3 com..... 20@ 21 20@ 21 20@ 21 
Sd. wormy & 

No. 2 com... 28@ 31 32@ 35 36@ 38 
No. 1 & btr. sd. 

WOSTRY .ccce 31@ 35 33@ 36 38@ 40 

POoPLAR— 
Panel & No. 1, 

18” & wdr...130@136 140@145 150@155 
Tee eperenenne 85@100 105@115 120@130 
Saps & sel. ... 60@ 75 80@ 90 95@105 
EN Ht 4 52 55@ 60 60@ 65 
SY ee 33 36 40@ 43 45@ 48. 
Beek BGP ccenes 24@ 26 28@ 30 29@, 31 

MAPLE— 
ns adhe daiwa ae oe 75@ 78 78@ 80 
No. 1 com.&sel. 45@ 50 52@ 55 57@ 60 
No. 2 com..... 33@ 36 38@ 41 39@ 42 





AMERICAN LUMBERMAN 


ARKANSAS ‘SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended May 16: 


Flooring 
1x3” 1x4” 
Edge grain—B&better ....... $59.00 $58.00 
Flat grain—B&better ......... 30.00 30.00 
a Ee ee 26.50 26.00 
I rei i de 18.50 18.50 


Partition and Siding 


Boston partition, B&better, 1x4”........ $30.00 
Drop siding, B&better, 1x6” ....ccccscces 30.50 
Finish and Moldings 
Finish, P&better, 1x5@10" ........cccec $43.00 
Finish, B&better, 5/4x5&10”............ 59.00 
ey cee oo soc eee ced ee bee 50.00 
Discount on moldings, 1%” and under... 50% 

1%” and over.... 40% 


Boards and Shiplap 


Boards and shiplap, No. 1, 1x8”........ $27.00 
Boards, No. 2, 1x12”, 10, 18@20’......... 20.00 
Ue: SR Os, i he ares 15.00 
Dimension 
ee. 3 Se Oa Re Ee OO vnc va wivrcewners $16.00 
Ae ES SB eee 20.00 
De BO Das iden ade e eka Ge erd 30.00 
i Ss . Fe! SUF. eee ee 16.00 
es Se Oe Bi acévcevevencnewan 17.00 
Lath 
No. 1 Re. SP aca sede ek erase eee $2.35 





WESTERN RED CEDAR 


Seattle, Wash., May 16.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f. o. b. mill, are: 


Bevel Siding, 14-inch 


Clear “—— “—- 
errr rrr $25.00 $22.00 $17.00 
DE sciteneneawan 29.00 24.00 20.00 
EE. Siveuueseunel 29.00 24.00 20.00 

Clear Bungalow Siding 

-inch %-inch 

Pe ee ree 43.00 $32.00 
PE 66. c¢0¢00 wns nem een ne eee 3.00 43.00 
DP 416>nvnknsdwsannaenane 62 aenw 

Finish, B&better 

$28, S48 

or Rough 

DS atndews dbcadeerds baeae kde as waeen $ 50.00 
NE We oraatig ak ania ie at nal hits rc eee 55.0 
DE ck eth b69ekO 66400 ROS eOR08 b 6 OR ORS 70.00 
rehash cai metas cece dapat aedh a a CA aE 85.00 
DE tn ak aa eam ethene aaah se eee Mamas 90.00 
BE. i664 060 FESS SONS OR OSORC REE SEO EON 95.00 
EE teenie che cach he One b Ree eRe 100.00 
eT 2 Ee a armies 105.00 

Clear Ceiling or Flooring, One Side V or B 
Ss OD Be cab ccnbanevsebweessucacnen $35.00 
De a B OD BE adtieecnrsevesnessecnstess 40.00 
Discounts on Mouldings 

Made from 1x3” and under..............:. 55% 
BERG THOU GCMOF GIBER. ccc ccctccvccevesecs 45% 


For 50,000 feet or more, additional dis- 
count 


Clear Lattice, S48, 4 to 16’ 
100 lin. ft. 
$0.25 


DEF pnteccreeeedebosekn eee sacveeseonen 
BT” ecccecvecesvessvecousceseseoesoeses 5 
NT cesar cece ceevedeenennseunsecesecues 26 





OAK FLOORING 


Following are carlot quotations, Chicago 
basis, on oak flooring: 


}4#x2%"” ae yg ba hy 


Clear qtd. wht..$103.00 $96 $86.00 $63.00 
Clear qtd. red... 76.00 71:00 66.00 61.00 
Select qtd. wht. 73.00 61.00 60.00 47.00 
Select qtd. red.. 62.00 55.00 60.00 48.00 
Clear pln. wht.. 89.00 60.00 658.00 46.00 
Clear pln. red... 8.00 60.00 56.00 50.00 
Select pln. wht. 665.00 50.00 40.00 39.00 
Select pln. red.. 54.00 51.00 40.00 39.00 
ak 2 Web hexe 36.00 34.00 26.00 25.00 
a 2 Pwkesss 36.00 35.00 26.00 25.00 
No. 2 mixed.... 24.00 23.00 13.00 12.00 

%x2” %x1h” 
Cee MEE. WE. ss ancdeneeecees ..$92.50 $91.5 
| Seer 89.50 89.50 
Belect GtG. WH. .ccccccccccceces - 71.50 68.50 
SE . 71.50 68.50 
ee Se. Spo cccneesenccenns 66.50 66.50 
Ce BO, Miivccceeesviveksesoe 61.50 61.60 
ee ee I sc caneeeseennrnne 58.50 57.60 
i i oat uae ene at - 55.60 55.60 
Fe fC reat 35.50 33.50 
Ph 2 Pac ce ged ant akenen ch awa'a 35.50 33.50 
ee Ee ee er 18.50 17.60 


New York ciuense prices may be obtained 
by adding to the above: For aaa stock, $3; 
for %-inch, $1.50; for %-inch, $2. 





May 23, 1931 


NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b.. Wausau, Wis.: 
AsH— 
FAS Sel. No.1 No.2 No. 
4/4 ...$ 65.00 $ 55.00 $ 46.00 $ 30.00 ¢ $3.90 
65.00 58. 35.0 22.00 


5/4 ... 76.00 . 00 0 
6/4 ... 90.00 75.00 60.00 35.00 22.09 
8/4 ... 100.00 85.00 70.00 40.00 22.00 
4/4... 80.00 60.00 38.00 26.00 18.00 
5/4 ... 85.00 65.00 45.00 33.00 19.00 
6/4 . 90.00 70.00 62.00 35.00 19.00 
8/4 - 95.00 75.00 65.00 40.00 21.00 
10/4 - 100.00 90.00 80.00 60.00 ee 
12/4 ... 105.0 95.0 85.00 65.00 . 
16/4 . 160.00 145.00 130.00 eee va 
5/8 ... 70.00 65.00 30.00 23.00 
3/4 ... 72.00 68.00 34.00 23.00 
Thin 4/4 72.00 58.00 34.00 cece 


Price of No. 2 and better, 1x4 inch ‘and 
wider, 4- and 6-foot lengths, $30. 

For select red, add $15. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $70; one and two face clear, $56; 
1x5-inch, two face clear, $85; one and two face 
clear, $65. 


So 
4/4 ... 60.00 50.00 38.00 25.00 18.00 
5/4 ... 65.00 65.00 43.00 30.00 19.00 
6/4 ... 177.00 67.00 55.00 35.00 19.00 
8/4 ... 82.00 72.00 62.00 39.00 19.00 
Sorr Etm— 
FAS No. 1&Sel No.2 No.3 
4/4. 60.00 40,00 25.00 22.00 
5/4 .. 70.00 50.00 28.00 24.00 
6/4 ... 75.00 55.00 28.00 23.00 
8/4 ... 80.00 60.00 36.00 23.00 
10/4 ... 90.00 70.00 40.00 ° 
12/4 ... 100.00 80.00 45.00 ‘a 
Rock ELM— 
+) Sel. No.1 No.2 No. 3 
4/4 80.00 pe 55.00 27.00 19.00 
5/4 85.00 60.00 30.00 20.00 
6/4 - 90.00 65.00 30.00 *20.00 
8/4 95.00 75.00 38.00 *%25.00 
10/4 - 105.00 mais 85.00 62.00 nee 
12/4 ... 116.00 Pe 95.00 67.00 *%30.00 
*Bridge plank, add $4 to No. 3 price. 
Basswoop— 
4/4... 65.00 655.00 42.00 24.00 20.00 
5/4 ... 68.00 58.00 48.00 26.00 22.00 
6/4 ... 72.00 62.00 60.00 30.00 23.00 
8/4 ... 75.00 65.00 655.00 34.00 24.00 
10/4 ... 90.0 80.00 65.00 465.00 nacae 
12/4 ... 100.0 90.00 75.00 65.00 aii 


Keystock, 4/4, $72; or on grades, FAS, $80; 
No. 1, $60; 5/4, $75; or on grades, FAS, $856; 
No. 1, $65. 

One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $65; 1x5-inch, $70. 


Rep Oak— 
4/4... 85.00 65.00 50.00 32.00 14.00 
5/4 ... 90.00 70.00 60.00 38.00 18.00 
6/4 ... 105.00 85.00 70.00 40.00 18.00 
8/4 ... 110.00 90.00 75.00 45.00 18.00 
Harp MAPLE— 
4/4... 67.00 57.00 45.00 34.00 14.00 
5/4 - 80.00 60.00 48.00 36.00 18.00 
6/4 85.00 65.00 50.00 36.00 18.00 
8/4 ... 90.00 70.00 60.00 36.00 18.00 
10/4 ... 110.00 90.00 75.00 50.00 . 
12/4 ... 125.00 105.00 90.00 52.00 
16/4 ... 170.00 150.00 130.00 ° 
Harp MapPptge RovGH — + Stock — 
— 1 = 2 No. 3A 
com. 
RIES’ ik sera hee aruda acdc aarmree $43.00 $33.00 $23.00 
|, aes hircmaee 45.00 35.00 25.00 
___ ) RRR Seen eae “en 35.00 25.00 
BEECH— No. 2 and better 
Re re eee ae oe - $38.00 
SPE avctkckedsakswhsasesbicacnonncns 47.00 
FAS Sel. No. 1 No. 2 No. 3 
Ge. sewka $70.00 $60.00 $50.00 $35.00 $22.00 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
eoertes mill basis during the week ended 
May 





First 
ere en er $59.83 


Third 
$31.65 


Second 
$50.65 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. Db. 
mills, lower Michigan: 

FAS No. 1 & sel. 

$ 85.00 


43x24” 





B/E ccccccccccccccccccece $110.00 5. 
B/E wcccccccveercecescocce 115.0 90.00 
B/E coccece Recess ecnveeee 120.00 95.00 
BEG novecqccecceneasqores 125.00 100.00 
MO/E “Sovicccccccvccscccees 150.00 125.00 
BB/4 ccocecccccccccccecccs 160.00 136.00 
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AMERICAN LUMBERMAN 
SALES PRICES OF SOUTHERN HARDWOODS 
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Following were sales prices of southern hardwoods received during the week ended May 12, Chicago basis: 
4/4 5/4 6/4 8/4 4/4 
FIGURED ReD GUM— Red OAK— 
Bg any Qtd. FAS... 84.25 
ee aac Se 8 8=«|_——iC EMV ROR Ce “CEN SeBSeREREe £50 wena O'S : 
' Pin. FAS... 60.00@ 
ReD GUM— No. 1&sel. 40.25@ 
Qtd. FAS... Teer BIS BORGES SEFE kécuwescnswese vcbbooecdoraks No. 1 com. 40.75 
i Ths MARC cocaine nines Cite eo Bee ce a le No. 2 .... 30.00@ 
No. 1&sel. 39.50@ 52.75 46.25@ 49.00 49.50@ 54.00 57.50 Se eee 
No. 2 PE CS “Bees ACSsaas: e6soen eek Kanaan Maan MIXED OAK— 
Sap GUM— Sd. wormy.. 31.50@ 
Qtd. FAS... $7.25 53.75 53.75 56.75 PoPLAR— 
No. 1&sel. ....-+.+.+.. 37.50 35.25 37.75 Pin. FAS... 66.75 
. Ang , Se ke ce ke Saps&sel.. 44.25@ 
af |) ree eee See aes °° » -wee~eren aaa N as 0 
PAR acer 35.50@ 44.50 38.25 ans Bie eee ae han oa 750 
No. 1&sel. 28.00@ 31.25 29.75@ 33.00 32.00@ 34.75 1.2l22IIII0: No. 2-B.. 23.50 
No. 2 OU BEM. Scdenciiceue “da nseucoswes 23.00 A a a ee 
sH— 
BLaAcK GUM— 2 eee 
Gtd. FAS 2. cecscesvscss senesecseces eevcscaweens 15.50 Sorr MAPLE— 
No. 1&sel. ae Uf awa aeadiciecccauten 35.50 y 
et Wc nenns ensued a ee Rc aeebieeaaas a adie 
No. 1l&sel. 27.50 SNE 9) kesh arian ee Beri ek be ee - N » 2. 38.00 
No. 2 eG Seneca eke earn nate Cee er aeanl eg CE ERR S RM AS Os 
Hickory— 
TUPELO— ee Y 
oe a .. aa jj.  sscsaslap epee AaGWaeaweee “where oem we Pere ey ee ges ue ee 
NO ee eboce okdeadsadved svakeneanems a 1 
No. 2 23.00 ee cece oes © ai asaueeare sree Pe ee EMER. BASS SRNR R NSD 
CorroN Woop “— auM— 
~ ewe BB co eves CORPO Ke dee HOS 
ie. Css SOE COMO cawercsteded § sdereReren~we Ae OOdeae wade 
OS arp 26.50 See See. ~anaeceGestene £8720 86¢00000%8 WILLOw— 
WHITE OAK— ogal Ps ° s .. 49.50 
Qed. FAS. ..119.95@119.76 229.25@ 196.86 on cccacccces cecveseescees a eae 
No. a ae...  Sige@pretiaves  kenmaiee Acne ee anaaeaae * ey ee ety eee ee 
Pln. FAS 79.50@ 80.50 .........00. | a eat MAGNOLIA— 2 
No. 1&sel. 41.50@ 50.50 57.25 5S.00@ 62 41.75 Yt Se 47.00@ 
a Seen De Pe ocelot eas gauhias ees em ssn damaw we No. 1&sel.. 35.75@ 
Se | een ee are ear eee See eee Sore 26.00 
aoe seer 8 8=—s sivtnaaeenene wakewab melee  Akece okies pies a eee 


o/4 6/4 8/4 
70.25 68.50@ 74.75 79.75 is geen, 
200 €0.76@ 50.50 GS.00 jj 3 scbevosecees 
WMO SER GEE go ceccvcscc, cect 
SE EE Nis ebb (wezcaees 
Pe  Betesenenwed ~weweemeeaeea, wines wees 
51.25 47.25 Se Septet eR SF ERE IP oie 
OOO civccacaccve Oy eteekeokcod dea cee 
pele etes haere 81.50 re re ae ee 
ooh i 43.50 °° aie cole ted er 
io scialem emt” <a Eee oe 62.50 
Obie Miele balan’  FAdkaaedicaie este 45.50 
Py eee ee en Te ae 30.50 
Sis encsiaes i fatlonle 24.00@ 28.00 28.00 
2.00 a 8) 0 i (_ts*tétét*éC RK ee 
Serre. ce 9.50 vii rrr ret Tee 
ae: Sete qj  # ES Skee dane naeak wena euw 
See Cee 8 }§§_—«sd«Cid“i“(i(‘(‘# Strate HLH OG Rak  BaaletataceereauS 
here ee ees Se wk tee ses es 27.50 
5 eR Nee meng awe ren 





This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 25. 


Conditions in Chicago District See Page 41. 


NORTHERN PINE 


BUFFALO, N. Y., May 19.—Northern pine 
demand is slow hereabouts, though some small 
lots are moving, and this wood is getting its 
share of the trade. A weaker tone is manifest 
in the lower grades, as industrial concerns are 
not placing many orders for crating or box 
lumber. The Canadian demand for lumber 
said to have improved lately, so the mills are 
a fair amount of business at home. 


CYPRESS 


is 


able to get 


CINCINNATI, OHIO, May 18.— Cypress 
trade is less active and prices are softer. Re- 
tailers are taking small fill-in lots of com- 
mon, and there is some factory lumber mov- 
ing. Finish is not active. Wholesalers say 
prices are down $1@3 on many items. 


BALTIMORE, MD., May 18.—Cypress grades 


in common use are being called for on an 
impressive scale, while the high grade Gulf 


stocks are being as firmly held as ever. Local 
yards continue to maintain fair assortments. 


EASTERN SPRUCE 


BOSTON, MASS., May 19.—Orders for east- 
ern spruce frames fail to come up to average 
for this time of year. Whenever possible, 
retailers are filling frame schedules from 
stocks of spruce and fir. Demand for 
random lengths is still quiet, and prices are 
weak. 3oards are offered at the lowest 
prices in years, but there is very little buy- 
ing, because of competition of cheaper stock. 


Lath are dull, but offerings are so limited 
that quotations are fairly firm. Quotations: 
Dimension, 8- to 20-foot, 8-inch and under, 





WEST COAST LOGS 


Everett, Wash., May 16.—List prices of 
logs: 

Fir: No. 1, $20; No. 2, $15; No. 3, $10. 

Cedar: Rafts of shingle logs only $11@12; 


lumber logs $23@ 24. 
Lo nemiock: No. 2, $12@12.50; No. 3, 10@ 


Nore: 
arranged 


Most sales are being made on prices 


individually. 


$36@38; 9-inch, 
inch, $40@ 42. 

4-inch, $26@27; 
2x8-inch, 
Boards, 
up, D158, 


$37@ 39; 
Random 


2x6- 


$30.50@31; 
covering, 
merchantable, 


5-ine 


v2 
2x3- 


lengths, 


and T7-inch, 
2x10-inch, 
h and up, 8-foot 


$28@ 29; 


10-inch, $38@40; 


For Review of Market 


12- 
and 


$27 @ 28; 
$36@ 37: 


and 


matched, 


random widths, clipped 8- to 16-foot, $31@32; 


matched, 
$31 @ 32. 
$26 @ 27. Lath, 
inch, $5@5.50. 


random 


1%-in 


lengths, 
Furring, 1x2-inch, scant, $25; plump, 


Ix6- and 7-i 


ch, $3.75@ 4.25; 


HEMLOCK 


BOSTON, 


MASS., 
northern hemlock are very quiet. 


May 


19.—Eastern 





nch, 


15%- 


and 


Boards are 


almost impossible to move, because of the 
competition of cheap stock from the West 
Coast. Wholesalers continue to quote $28 
for clipped boards, and $27 for random, but 
some would consider lower bids. Orders for 
western hemlock are scarce and prices are 
easy. Within a few days, sales have been 


made ec. i. f. 


page 11%. 

NEW YORK, May 19.—Demand conti 
fair, with sales confined mostly to a reg 
trade. Most of the sales are small. 
are holding well. 


HARDWOODS 


BUFFALO, N. 


T., 


ay 19.—Hardwood 


at $14.50 off Atlantic differential, 


nues 
ular 


Prices 


de- 


mand has been small of late, with consuming 


plants 
Wholesalers 
light in the near 
in most items. 

ment during 


disposed 


feel 


CINCINNATI, 
southern 
willing to make 
of surplus items. 


hardwoods 


to 
that 
future. 


It is expected that 
summer 


OHIO, 
are 


concessions for 


keep 


will 


their stocks d 
buying will be 

Prices are depre 
a cur 
benefit the ma 


May 


» still soft, with 


18.—Prices 


own. 


rather 


assed 
rtail- 
rket. 


of 


mills 
quick s 


sales 


Prices of stock not so plen- 


tiful are hardening slightly. Inquiry from 
Germany and the United Kingdom is a bit 
more active. Southern oak, gum and poplar 
are moving in small lots to the furniture 
and body building ‘trades, and automobile 
plants are taking’ more. dimension. 





BALTIMORE, MD. May: 18.—Differences in 


mand is by no 


means 


active. Despite 


Hardwood quotations ‘are still wide, and de- 


cur- 


tailment in production, offerings seem quite 
large, and a bidder always finds another one 
willing to go under him. Many buyers are 
disposed to hold back orders as long as pos- 


WESTERN PINES 


BUFFALA, N. Y., May 19.—Some small lots 
of western pines are being taken by dealers 
who have orders on hand. In some localities 
the trade is fair for this time of year, while 


in others it is very quiet. Business is re- 
ported relatively better in small communities 
than in cities. Prices on various items are 
showing an easy tone, though not much 
changed of late. 

NEW YORK, May 19.—Prices of Pondosa 
and Idaho items are weaker today than they 


have been at any time this spring, but there 
has been no general reduction. Wholesalers 
report there has been a slight improvement 
in business, but buyers are hard to interest. 
Yards carry meager stocks. 


KANSAS CITY, MO., May 19.—The western 
pine market highly competitive. Sales 
are restricted by the inability of sellers and 
buyers to agree on prices. 


SOUTHERN PINE 


CINCINNATI, OHIO, May 18.—While some 
items of common are not plentiful at certain 
mills, others have surpluses and are offering 
material concessions. There has been im- 
provement in seasonal buying, orders coming 
mostly from up-State and Indiana and Ken- 
tucky yards. Prospects for the last half of 
May are somewhat brighter. 


is 


NEW YORK, May 19.—Wholesalers report 
business spotty. Arrivals are not very heavy, 
and prices vary little from week to week. 





BALTIMORE, MD., May 18.—Conditions in 
the Georgia pine trade seem to be undergoing 
a slow but fairly steady improvement. Pro- 


ducers are enabled to continue operations at 
near capacity. North Carolina pine distribu- 
ters say competition of other stocks keeps 
prices too low. Some of the mills now feel 
that complete suspension of operations until 
the situation improves will be productive of 
less loss than to keep on going, with the 


result that the output is undergoing a further 
curtailment. 


BOSTON, MASS., May 19.—There has been 
some seasonal improvement in southern pine 





demand, but it is far below expectations. 
Retail yard stocks are exceptionally light. 
Prices show little strength. Roofers are 
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offered at $22@22.50 for 8-inch air dried. 
Nice B&better partition can be had at $38, 
and $40.25 is now about the top obtainable. 
shortleaf and longleaf 
B&better rift, $67@78; C 


B&better flat, $38.50@42.25. 


Current range for 
ix4-inch flooring: 
rift, $52.75 @62.75; 





KANSAS CITY, MO., May 19.—Southern 
pine sales are increasing seasonably. In- 
quiry for common boards and dimension lum- 
ber is quite active, and some attractive sales 
were made last week. There is a disposition 
to buy for fairly distant shipment on the 
part of interior yards, as most of them look 
forward to fairly good business following 
the harvest, and are providing for their 
needs while prices are low. 


DOUGLAS FIR 


BALTIMORE, MD., May 18.—Fir is moving 
all the time, but sales are in numerous in- 
stances concluded without regard to profits. 
Consumers are solicited in the most energetic 
Way. Much is made of the advantages of 
using fir in the way of getting exact sizes and 
of saving in labor cost, and the reduction in 
ocean freight rates is utilized to mark down 
figures. 


KANSAS CITY, MO., May 19.—There was a 
scarcity of new orders for Douglas fir last 
week, and business is far below normal. 
Scattered industrial inquiries were not pro- 
ductive of sales. 


NEW YORK, May 19.—Wholesalers report 
a fair seasonal demand for Douglas fir, and 
prices are holding fairly well. Arrivals are 
curtailed, and most are distributed promptly. 
Yards are not well supplied. 


CLAPBOARDS 


BOSTON, MASS., May 
trade is decidedly dull. tetailers are selling 
few clapboards, and buying Bargain 
offerings in clapboards from the West Coast, 
particularly red cedar, are fairly numerous. 
Eastern spruce and native white pine clap- 
boards are scarce, so prices are fairly well 


“" BOXBOARDS 


BOSTON, MASS., May 19.—There is 
life in the boxboard market. Many box and 
shook mills are running 50 percent below 
their normal capacity, and those having box 
lumber due them on contracts are deferring 
shipments. There is enough unsold surplus 
in the hands of boxboard producers to make 
it a distinctly buyers’ market and keep prices 
depressed. Round edge white pine inch box- 
boards are offered around $20@22 for log 
run, Some extra nice lots occasionally bring 
up around $24. 


SHINGLES AND LATH 


NEW YORK, May 19.—Eastern spruce lath 
are in fair demand, and arrivals and sales 
have been fairly well balanced. However, lath 
are hard to purchase at the mills, as many 
manufacturers have none to offer. Prices 
continue around $4. West Coast shingles are 
in fair demand, and supplies are plentiful. 


19.—The clapboard 


less. 


little 


KANSAS CITY, MO., May 19.—There has 
been somewhat of a slackening in demand 
for lath. Shingles are in good demand at 
local yards. . 





Briguets for heating the home are familiar 
to Californians, but briquets for replanting 
burned or denuded forests are something to 
write home about. Briquets for reforesting, 
however, are not inflammable but are composed 
of earth in which are buried two or three tree 
seeds and covered with a coating of paraffine to 
retain the moisture and act as a cement until 
the briquet is planted. Invented by Aksel Blak- 
ken, a Norwegian forester, this method is be- 
lieved by U. S. Forest Service officials to have 
practical nossibilities for reforesting the national 
forests, as it prolongs the planting season, elimi- 
nates the cost of transplanting seedlings and 
gives the maximum opportunity for their devel- 
opment and chances of survival. 
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MAUD WALKER AMES, wife of Edwin G. 
Ames, business manager of the Puget Mill Co., 
Seattle, Wash., passed away on Thursday, 
May 14, and was laid to rest following pri- 
vate funeral services attended by relatives 
and friends two days later. She was 62 years 
old. The daughter of a pioneer lumber family, 
Mrs. Ames became a beloved figure in the 
small social circle she made her own and her 
gifts and services to charity were of ines- 
timable value to the community. Her aid in 
the work of the American Red Cross was out- 
standing and during the World War she gave 
valuable service. Mrs. Ames is remembered 
by her friends for her interest and care of her 
home, which for the past 23 years has been 
at 808 36th Avenue North. Her garden was 
a marvel of selection and was noted as pro- 
ducing blooms to pick every day in the year. 
Mrs. Ames was born at Skowhegan, Me., June 
30, 1868. She went to Puget Sound with her 
parents at the age of two, at which time her 
father became head of the Puget Mill Co.’s 
mechanical department. Her uncle, Cyrus 
Walker, was one of the party which chose the 
mill site and helped build and operate the mill 
at Port Gamble in 1853. E, G. Ames went to 
Port Gamble in 1881 when his future wife was 
13 years old and as a lad was the recipient 
of much kindness from her parents. Their 
marriage took place in 1888 and it is Mr. 
Ames’ boast that in all the years of their mar- 
ried life no unpleasantness broke the serenity 
of their ideal companionship. Mrs. Ames is 
survived only by her husband, one of the most 
widely known lumbermen of the Pacific North- 
west. A splendid biographical tribute to Mrs. 
Ames as wife, companion and civic worker 
was read by Mr. Ames at the services held in 
the family home. 


JOSEPH HARRY FORESMAN, vice presi- 
dent and general manager of the retail in- 
terests of the Long-Bell Lumber Sales Cor- 
poration, Kansas City, Mo., died suddenly oa 
the night of May 18 
at his home in that 
city following a cere- 
bral hemorrhage. He 
was 67 years old. Mr. 
Foresman had been in 
good physical condi- 
tion up to the last and 
there was no warning 





of the impending 

stroke. News of his 

death came to his 

many friends in all 
THE LATE 


J. H. FORESMAN 





parts of the lumber 


world as a great 
shock, bringing  pro- 
found grief, for no 


better 
sin- 


man could be 
loved nor more 
cerely mourned. 


Mr. Foresman was 


born at Decatur, IIL, 
July 21, 1863, the son 


of Mr. and Mrs. James 
B. Foresman. When 
he was 20 years old he became yard man and 
salesman for the S. A. Brown Lumber Co., 
Paola, Kan., after spending his early years 
on a farm. In that office he established the 
warm and lasting friendship with E. C. Rob- 
inson, general superintendent, which was 
chiefly instrumental in starting the young 
man on the road to success. Seeing what 
kind of metal the new yard hand was made 
of, Mr. Robinson persuaded the members of 
the company to invest in him to the extent 
of sending him to Baker University at Bald- 
win, Kan., for a year’s commercial course. 
He returned to the Brown concern, taking 
a position in the general office at Ottawa, 
but a short time after was made manager of 
the yard at Williamsburg, Kan. 


In 1889 Mr. Foresman entered the employ 
of the Long-Bell Lumber Co. as yard mana- 
ger at Erie, Kan., and for 42 years had re- 
mained with that company rising by slow 
degrees, through innate ability and faithful 
service to the high position he held at the 
time of his death. From Erie he went to 
the Joplin, Mo., yard and a few years later 
became auditor of the Joplin division. In 
1902 he went to Oklahoma City, where he 
established the Minnetonka Lumber Co., a 
subsidiary of the Long-Bell Lumber Co., 
operating a hundred or more retail yards, 
which later became a company division. He 
was treasurer and general manager of that 
company. The following year he moved to 
Kansas City to take charge of all the retail 
interests of the company as general manager 
of the retail department, and was elected a 
director of the company the same year. In 





1914 he was elected vice president and mem. 
ber of the executive committee. When the 
Long-Bell Lumber Sales Corporation was or. 
ganized recently Mr. Foresman was made 
vice-president and general manager of retaj| 
interests. 

Mr. Foresman had an important part 
over a long period of years in bringing 
the Southwestern Lumbermen’s§ Association 
to the position of importance that it de. 
servedly holds. He held the office of treas- 
urer for seventeen years and served as vice 
president in 1924 and president in 1925. 
To him the officers and members have often 
turned for counsel and for active assistance 
in many important undertakings. His expe- 
rience, knowledge and insight into conditions 
in the Southwest added to his foresight and 
ability enabled him to deal constructively 
and effectively with association work. He 
knew the problems of the retail lumber 
dealer and yard manager. He knew person- 
ally and was interested in the men who man- 
aged the company yards and aided and en- 
couraged them by every means in his power, 
rejoicing with them as they climbed to 
greater responsibilities. In spite of the many 
activities in connection with the conduct of 
a large and widespread business organiza- 
tion, he went about every task with the de- 
termination to do it a little better than it 
had ever been done before. He gave to every 
detail, no matter how small, 100 percent of 
his ability. In his busy life he found time 
for many encouraging talks with young men 
who gave promise of rising in the organiza- 
tion, and his regular sales letters, addresses 
to managers’ conventions, and addresses to 
association members were full of inspiration, 
encouragement and shrewd, kindly sugges- 
tion. He had six rules for success which he 
endeavored to follow and which he recom- 
mended to young men who wished to rise in 
the business world: 

1. Choose your vocation carefully. 

2. Work at it at the top of your ability. 

3. Always keep yourself 100 percent fit 
physically. 

4. Try to associate with men of as strong 
character as possible. 

5. Don’t talk or worry about good luck 
or bad luck. Luck is a greatly over-rated 
factor in the world today. 

6. Be prepared constantly for the acid 
test that comes in everybody’s life. 

He worked diligently, he applied himself 
thoroughly and made every effort to demon- 
strate his worth. His conduct in the various 
positions to which he was promoted earned 
for him the highest respect of all who knew 
him, his make-up and his personality. He 
loved his organization and in turn held the 
esteem and love of the Long-Bell family. 

Mr. Foresman had always been active in 
civic and church affairs in Kansas City, and 
took part in all of the war drives and char- 
ity drives. He was an outstanding figure in 
lay Methodism in his city and was chairman 
of the building committee of the Linwood 
Boulevard Methodist Church, and also the 


_ committee that had charge of the building 


of the National Training School for Deacon- 
esses and Missionaries there. He was a lay 
delegate to the quadrennial general confer- 
ence of the Methodist Episcopal Church which 
met in Kansas City in 1928 and was a mem- 
ber of the committee that selected the place 
to hold this conference. He was on the com- 
mission on interdenominational relations, the 
committee on boundaries and the committee 
of the Methodist Book Concern. He was 
treasurer of the Goodwill Industries, a local 
charitable group, and had been appointed 
treasurer of the City Church Extension So- 
ciety. He was a member of the Mission Hills 
Golf Club and of the Ararat Shrine and Tem- 
ple lodge. 

It was while attending college that Mr. 
Foresman first made the acquaintance of 
Addie Lenora Mason, of McCune, Kan., whom 
he married in 1887. She survives him with 
two daughters: Mrs. Charles W. Goodrum, 
of Kansas City, and Mrs. John Alden Towers, 
of Philadelphia. Three sisters and two broth- 
ers also survive: Mrs. Daniel Hinthorn, In- 
dependence, Mo.; Mrs. Herbert Hays, and 
Miss Mary D. Foresman, both of Kansas City; 
J. A. Foresman and Frank Foresman, both 
of Neosho, Mo. 

Funeral services were held on Thursday 
afternoon, May 21, from’ the residence_ in 
Kansas City, with burial at Forest Hill 
Abbey. Officiating ministers were Dr. George 
A. McDonald, of the Linwood Boulevard 
Methodist Episcopal Church, Bishop E. L 
Waldorf and Dr. Grant A. Robbins, of Car- 
thage, Mo. 


E. E. BOIES, aged 48, assistant general 
manager of the Humbird Lumber Co., at 
Sandpoint, Idaho, died May 14 of heart trou- 
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ple. He was ill several weeks. Mr. Boies, 
porn in Wisconsin, entered the employ of the 
Humbird Lumber Co. at Sandpoint in 1911, 
a year later going to the company's operation 
at Chemainus, B. C. In 1921 he returned to 
Sandpoint as office manager, and in 1924 was 
made assistant general manager. He was 
president of the Sandpoint Chamber of Com- 
merce, a director of the First National Bank, 
a director of the Pend d’Oreille Timber Pro- 
tective Association, chairman of the com- 
munity Loy Scout committee and active in 
several Masonic orders. He is survived by 
his widow, Blanche Peavy Boies, two sons, 
William and Robert; three brothers, John and 
Arthur in California, and Dr. Lawrence Boies, 
Boston, and a sister, Mrs. Edna Stanford, 
Marengo, Illinois. 





w. F. SCHOOLER, secretary and treasurer 
of the Western States Lumber Co., Kansas 
City, Mo., committed suicide by shooting him- 
self in the heart, May 13. Mr. Schooler was 
46 years old and was married and had one 
daughter, Miss Marian Schooler, 22 years old. 
Mr. Schooler left three letters indicating that 
he had contemplated suicide for some time. 
One was addressed to his wife and the other 
two to business acquaintances. Mr. Schooler 
had been depressed by financial difficulties, 
but seemed in good spirits when he appeared 
at his offices the morning of the suicide. An 
audit of the books at the Western States 
Lumber Company following the suicide, dis- 
closed a shortage which is thought to have 
induced Mr. Schooler to take his life. He 
had also invested heavily in stocks and had 
suffered severe losses. 





CHARLES W. KEMP, aged 68, general su- 
perintendent of the Panhandle Lumber Co.’s 
mill, died April 27 of heart disease at Spirit 
Lake, Idaho. Mr. Kemp was born at Monroe, 
Mich., and went to the Panhandle mill at 
Spirit Lake in 1908 from Colfax, Wash., 
where he had been a planing mill foreman 
for the Potlatch Lumber Co. He was a mem- 
ber of the Odd Fellows for 20 years and of 
the Modern Woodmen, 28 years. He is sur- 
vived by his widow; three daughters, Mrs. M. 
Harnett of Lebanon, Ore.; Katherine of Wal- 
lace, Idaho, and Mrs. W. J. Michels of San 
Gabriel, Calif.; two sons, Richard and 
Charles, at home; a brother, George, at Port 
Angeles, Wash., and a sister, Lilah Walrath, 
Edgerton, Alta. 


PAUL H. MORLEY, of the Saginaw Timber 
Co., Aberdeen, Wash., died suddenly at his 
summer home at Lovells, Mich., last week. 
He was a brother of A. J. Morley, of Aber- 
deen, president of the Saginaw Timber Co., 
and talph Morley, of Saginaw, Mich., also 
associated with the company. He had not 
been ill and had just returned from one of 
his regular trips to Grays Harbor to visit 
the logging and shingle operations of the 
three brothers. 





TRANSPORTATION 














Commission Suspends Schedules 


WASHINGTON, D. C., May 18.—The Interstate 
Commerce Commission has suspended until 
Dec. 15 the operation of certain schedules as 
published in Supplements No. 58 and 59 to 
Agent J. H. Glenn’s tariff, I. C. C. No. A-472. 
These schedules propose to revise the rates 
and routes on lumber and related articles from 
Seaboard Air Line stations (formerly the 
Georgia, Florida and Alabama Railroad sta- 
tions) in Georgia and Florida to destinations 
in Virginia on the Norfolk & Western be- 
tween Roanoke and Bristol. The revision, it 
is pointed out, would result principally in in- 
creases, 

For example, the present rate from Spring- 
hill, Fla., to Pulaski, Va., is 34 cents per 100 
pounds and the proposed rate 39 cents. The 
rate from Linn, Ga., to Pulaski is 33 cents 
and the proposed rate 39 cents. 





' . bd 

Week's Loadings of Revenue Freight 

A report ef the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended May 9, 1931, totaled 747,449 cars as 
follows: Forest products, 32,736 cars (a de- 
crease of 1,031 cars below the preceding 
Week); grain, 35,560 cars; livestock, 22,621 
fars; coal, 111,599 cars; coke, 6,553 cars; ore, 
10,547 cars; merchandise, 226,383 cars, and 
miscellaneous, 301,450 cars. The total load- 
ngs during the week ended May 9 show a 
decrease of 27,842 cars below the week im- 
mediately preceding. 
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Business Changes 


ARKANSAS. Fayetteville — R. E. Wages has 
taken over the planing mill formerly operated by 
Jerry Hendricks and will operate a complete mail 
order department in connection with the business. 

Stamps—Bodcaw Lumber Co. has sold its store 
property here to the manager, C. L. Cabe. 


CALIFORNIA, San Francisco—Allied Box & 


Excelsior Co., D. Strauss, manager, has moved 
from 650 Brannan to 521 10th St. 
San Francisco—Standard Box Co. has moved 


from 488 Beale St. to 2600 Taylor St. 


DISTRICT OF COLUMBIA. Washington—wW. B. 
Selden & Son will be located at Maplewood, N. J. 
after June 

IDAHO. Post Falls—Leo Pfeffer, the box manu- 
facturer, has purchased the buildings of the Post 
Falls Box Factory. 

ILLINOIS. Aurora—Northern Illinois 
Co. succeeded by Ward Lumber Co. 

Chicago—Big Four Lumber Co. is now located 
at 6336 N. Mozart St. 

Harvey—Northwest Side Lumber Co. liquidat- 
ing; sold local yard to Harvey Lumber & Supply 
Co. . 

Tolono—Hunter Lumber Co. sold local yard to 
Hazen & Franks Lumber Co., of Philo and Sidney. 
Lyle Franks has taken charge of the yard. 


INDIANA. Lafontaine — Lafontaine Lumber 
Yard, operated for many years by the late C. W. 
Stoner, has been sold to Mrs. W. C. Coryell, of 
Fairmount. 


KANSAS. Arkansas City—T. M. Deal Lumber 
Co. sold buildings and stock to A. C, Houston Lum- 
ber Co., Clark Co. and Badger Lumber Co. and 
has discontinued local business. G. L. Pierson, 
who has been manager, will remain with the com- 
pany, moving to the Wichita office. 


LOUISIANA. Kenner—Louisiana Box Co. suc- 
ceeded by Lovisiana Box & Lumber Co, (Inc.). 


MINNESOTA. Albert Lea—Aitchison 
Co. succeeded by Botsford Lumber Co. 

Hayward—dAitchison Lumber Co. sold to Botsford 
Lumber Co. 


NEW JERSEY. Elmer—Elmer Lumber Co. sold 
to Community Lumber Co. 


NORTH DAKOTA. Dodge, Dunn City, Fryburg, 
Hebron and Killdeer—Dunham Lumber “o. sold to 
Turtle Mountain Supply Co. 


OHIO. Willard—Sheiby Lumber Co. now owned 
by R. E. Crall. 

OREGON. Portland—Willapa Lumber Co. merged 
into Willapa Harbor Lumber Mills (Inc.) of Ray- 
mond, Wash. 

TENNESSEE. Greeneville—Rader 
succeeded by Greeneville Lumber Co. 


WASHINGTON, Aberdeen—William Rosenkrantz 
and H. M. Anderson have purchased the plant of 
the Consolidated Plywood Co. and will reopen at 
once. 

Kalama—S. M. Peterson has purchased the saw- 
mill in this county which belonged to Tom Gid- 
dings. 

Raymond—wWillapa Harbor Lumber Mills (Inc.) 
has been formed here, being a merger of the Sun- 
set Timber Co., of Raymond, Willapa Lumber Co., 
of Portland and Raymond, Lewis Mills & Timber 
Co., South Bend, and Weyerhaeuser Timber Co. 
interests at Raymond. 


Lumber 


Lumber 


Lumber Co. 


WISCONSIN. Land o’ Lakes—Benson Lumber 
Co. sold to Knuth Bros. 
New Ventures 
CALIFORNIA, San Diego—San Diego Hard- 


wood Co. has engaged in business here under man- 
agement of Homer Milier. 





San Francisco—Korbel Box Factory has been 
opened at 2014 Bryant St. 
FLORIDA. St. Petersburg—W. C. Bess (P. O. 


Box 2884) opening commission lumber business. 


IDAHO. Emida—Blackwell 
open a sawmill near here. 

Emida—McGoldrick Lumber Co. about to open 
sawmill here. 


ILLINOIS. East St. Louis—Stock Yards Lum- 
ber & Supply Co. recently began business. 

Harvey—Harvey Lumber & Supply Co. has 
started a retail lumber and building material busi- 
ness, 

INDIANA. Rushville—Mullins-Gilson Mfg. Co. 
announces the opening of a new lumber department 
in charge of Curt S. Hester; will operate on cash 
and carry basis. 

IOWA, Rock Rapids—V. H. Petengil will open 
a lumber and building material business and will 
erect office and warehouse. 

OREGON. Lakeview—Woodcock Bros. will en- 
gage in the logging and sawmill business here 
about June 1. 

MecMinnville—W. W., C. B. and J. P. Harris have 
engaged in business near here as the Rock Creek 
Logging Co, 

Orchards—Olson 
lumber yard here, 

TENNESSEE. Knoxville—W. L. Derieux Mfg. 
Co. has begun fixture making business. 


TEXAS. Overton—tTri-City Lumber Co. opening 
a branch yard; headquarters, Baytown. 


Lumber Co. will 


Bros. are putting in a retail 


WASHINGTON. Everett—Shingle & Wood Pro- 
ducts Processing Mill to be opened in the former 
Everbest Shingle Factory by A. O. Veitch, H. O. 
Holman et al. 

Leavenworth—H. J. Merz, Leonard Wunder and 
Martin Christenson have established a sawmill 
here under name of Nason Creek Mill Co. 

Tacoma—Tacoma Portable Buildings is the name 
of a new concern which has begun manufacture 
of portable structures. 


Incorporations 


ARIZONA. Phoenix—6 Points Lumber & Supply 
Co., incorporated; capital, $100,000; KE, C, Bailey 
interested. 

ARKANSAS. Camden—Hardwood Industries, in- 
corporated; capital, $10,000; A. R. Krause, Pine 
Bluff, interested. 

Little Rock—Nowlin Lumber Co., 
capital, $35,000; E. C. Nowlin, president. 


ILLINOIS. Wheaton—F. E. Wheaton & Co., de- 
creasing capital from $200,000 to $100,000. 


incorporated; 





INDIANA. Muncie—Thomas-Griffith Corporation 
increasing capital. 
NEW YORK. Brooklyn—Maxwell Lumber & 


Trim Co., incorporated; capital, $5,000; Ralph Gar- 
lin, 435 Alabama Ave. 

New York, Bronx—Houlihan Lumber Co., incor- 
porated; capital, 100 shares, John J. Houlihan, 
2867 Bainbridge Ave. 

Rochester—Gordon & Van de Visse Lumber Co. 
increasing capital from $20,000 to 200 pref., $100 
par and 600 common, no par. 


NORTH CAROLINA. Monroe—Monroe Mfg. & 
Lumber Co., incorporated; capital, $10,000; J. E, 
Triplett interested. 


OHIO, Dayton—Oakwood Lumber Co., incorpo- 
rated; 100 shares no par; old concern. 


OREGON. Dallas—Willamette Valley Lumber 
Co. increasing preferred stock to 1,000 shares. 

Hillsboro—Stimson Lumber Co., incorporated; 
capital, $1,000; C. W. Stimson interested. 

WASHINGTON. Raymond — Willapa Harbor 
Lumber Mills, incorporated; capital, $3,000,000; 
merger of several mill concerns of Washington 
and Oregon. 

Seattle—Coast Logging Co., incorporated; capi- 
tal, $100,000; J. Lewis Reese interested; 807 4th 
Ave.; logging and general merchandise. 


New Mills and Equipment 


NEW MEXICO. Taos—Frank T. Brooks, in the 
auto repair business here, reported will erect saw- 
mill, planing mill and lumber yard. 

OREGON. Crabtree—Amos Youcubets is erect- 
ing a sawmill at this point. 

WASHINGTON. Tacoma—The Northwest Chair 
Co., 2201 8S. Tacoma Way, has applied for a per- 
mit to erect a $20,000 factory building. 


Casualties 


ARKANSAS, Sparkman—Sparkman Lumber Co., 
loss by fire, $25,000; 750,000 feet of hardwood lum- 
ber destroyed. 

INDIANA. Evansville—Evansville Basket & 
Crate Co., loss by fire in warehouse No. 2, $25,000, 
only partly covered by insurance. Plant is owned 
by Geo. W. Talbert, of Bloomington, Ind., and his 
son, 


MINNESOTA. Angora—Lester McDonald 
mill destroyed by fire; loss, $50,000. 

NEW JERSEY. Hoboken—Lawson & MacMur- 
ray, loss by fire. 

NEW YORK. Kingston—Kingston Lumber Co., 
loss by fire in stock and sheds. : 

New York—Gotham Lumber Yard, 254-256 W. 
17th St., loss by fire of several thousand dollars. 

OREGON. Creswell—Graham & Yoder sawmill 
destroyed by fire; owned by Joe Graham and Ralph 
E. Yoder and had a daily capacity of 25,000 feet. 





saw- 








Hymeneal 


QUIGG-SHERRARD. Floyd Quigg, popu- 
lar young member of the AMERICAN LUMBER- 
MAN staff, who is widely known among Chi- 
cago lumbermen, was married on Saturday 
evening, May 16, to Miss Mary Abigail Sher- 
rard, of Chicago. The ceremony took place 
at the Woodlawn Baptist Church, in the 
presence of some 400 invited guests. A re- 
ception followed in the church parlors, after 
which the young couple left for a wedding 
journey in the Southwest. 


MAY-KREINHEDER. Miss Mildred G. 
Kreinheder, daughter of Mrs. Arthur W. 
Kreinheder, of Crescent Avenue, Buffalo, 


N. Y., was married on May 14 to Ralph G. 
May, of that city. The ceremony was per- 


formed by Rev. Dr. John D. Fleck, of the 
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Parkside Lutheran Church. Miss Erma C. / 
Kreinheder was her sister’s maid of honor 
and Edward May was best man. The bride’s 
father, who passed away last year, was one 
of the founders of the Standard Hardwood 
Lumber Co. and also a member of the city 
eouncil. Mr. and Mrs. May will be at home 
after July 1 at their summer home in 
Crescent Beach. 
MILLER-KANALEY. Announcement has WANTED 
been made of the engagement of Frederick 
Cc. Miller, of the Carl Miller Lumber Co., Mil- 
waukee, Wis., to Miss Adele Kanaley of Win- a 
netka, Ill. Mr. Miller is the son of Charles f . o's g | 
A. Miller, president of the lumber concern. || How to Figure Costs for Advertising | alesmen 
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For twenty-six consecutive weeks. .$5.40 a line Give references and tell about yourself fully jn 





T d Bi Pp l| first letter. 

urn an a Ig u Address ‘A. 12,”" care 
Concerns that wished for a small, easily han- 

dled, flexible and sure-footed tractor can now 


have their requirements met in the model just 


For fifty-two consecutive weeks. ..$10.80 a line 


American Lumberman, 


WTD. EXP. RELIABLE HDWD. SALESMEN 
Heading By large Southern Manufacturer to sell on 
mission in C. F. A. and Eastern 





Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines, 


com- 
territory. Give 








. _ . ° . P references rit é licati and advise ter ry 

announced by the Cleveland Tractor Co., of No display except the heading is a gon SS a ee - 

Cleveland, Ohio. It is the crawler type, giving permitted. , li Address “W. 156,” care American Lumberman, 

~ , ” 986 oxtre rhite space figure at line 

15 horsepower at the drawbar, and 22 horse- Extra white space figured a 

ower ; ‘ wer pulley. It has wonderful rate. CYPRESS SALESMEN + 
) 4 oO z ) > oY. as “ » : . nt 

_— ae per tis * : One inch space advertisement is 


If you can sell bandsawn tidewater red cypress and ft) 
need a connection who can generally meet legiti- | 
mate competition write us giving full particulars mt 
self, territory and present representation. 
Address “‘W. 157,” care American Lumberman. 


power for its compact size, and is speedy. Over- 
all length is 93'% inches, overall width, 50% 
inches, and height at radiator cap is 52% inches. Remittances to accompany the order. 
It has three speeds forward, 1.95, 3.05 and 4.37 No extra charge for copies of paper 
miles an hour, and reverse speed is 2.2 miles. containing advertisement. Copy must SIDE LINE MEN i 
It would have many uses around a large tim- be in this office not later than Wednes- | 


: To sell the HIATT EXPERT PIECE PRICER and Is 
ber storage yard, or a wholesale or retail plant. day morning in order to secure inser- POCKET SIMPLEX PRICE BOOK to Ibr. mer- 


equal to fourteen lines. 

















j i srular par > y adver- chants. Easy to sell, big demand, liberal commissions, nl 
tion tn Segway Gegertmens AN anves L. W. HOLLY & SONS CO., Des Moines, Iowa. [Phill 

~ - tisements received later will be placed ft 
under heading Too Late to Classify. WANTED—REPRESENTATIVE ; Hil 

_ To call on contractors and builders. Have a isl 

$5} money making proposition for a hustler. No Hull 

money to invest. Every builder a prospect. Ni 





G. B. MARTIN, Dresden Rd., Zanesville, Ohio, 





WANTED 


Employees i 








Employment 


WANTED POSITION AS MANAGER 








ew 





vard where ability is needed Will consider 

assistant position in sales, estimating or account- 

ing. 11 years varied retail experience Present 

WANTED MAN FOR OFFICE WORK and past employers consider me thoroughly ex- 

At yard and factory of company engaged in strictly pert in all phases of the business, Age 31, mar- 


industrial work pertaining to mining 
Must be experienced in pricing material from 
working orders and able to keep cost records. 
Knowledge of estimating, detailing and billing es- 
sential. Reply in own handwriting, stating age, Wants position: either band or circular mill; Al fl 
experience and salary expected. Location—Western ref | 


Io ser bere - ieee . ta) 
Pennsylvania. ; ; Address “A. 7,"" care American Lumberman. i) 
Address “‘W, 159,” care American Lumberman., I, 


UNTANT-BOOKKEEPER Hl 
WANTED AT ONCE —— 


ried, best of references 


industry. ; 
Address “A. 5, care 


American Lumberman, 





HEAD SAWYER 





The Cletrac 15 takes a firm grip on the ground 
and is easy to operate 














: . Ih 

General office man, desires position. Eighteen Natl 

: F - . Experienced retail yard manager, Protestant, years general and retail office experience. Married. Hout 

It looks like ideal equipment for spotting cars, southern Illinois town 3,000 population. State ex- Address “R. 156," care American Lumberman. ol 
because it can get a firm grip in any ground Ferience fully, salary wanted and send references ll 
eh, aed etek” Mages ak ce, Oe eee BAND SAW FILER WANTS POSITION rf 
alongside railroad tracks. Its range of useful- itn Oh anak. ieeainebiess iametiawannied al 
. is greatly idened bv it al flexibility . “We : < < or vein Either hardwood or pine. Can make a saw stand Hal 
hess 1S greatly widened by its unusual Mexibility, a good hard feed. Can give good reference in fast Hl 
for it has a short turning radius of 8 feet that, up-to-date mills. Can come at once. il 


in places where a wheeled tractor would be 
awkward, enables it to perform efficiently. In 
turning, one track is slowed down, while the 
other is speeded up, power being kept on both 
tracks. The heavy work of steering, however, 
is all done by the motor, and a light touch on 
the controls turns the tractor to right or left. 
The Cletrac 15 is also perfectly at home on 
excavating and leveling jobs, and has been used 
by municipal bodies for street and road main- 
tenance. Forestry departments have found it 
ideal for building fire lanes, and already a 
number of these small tractors have been sold 


Address “L. 163," care American Lumberman. "| 


Salesmen 


+ 
WANTED—FIRST CLASS MAN CLASSIFIED ADS PRODUCE RESULTS I i 


T SPRESENT UP T¢ ATE MILL: Experi- That’s why people who want something or Hot 
~~ ne am mala UE - . .. . - TLL; Experi have anything to sell use the clearing house 
enced in selling Western Pine and Fir along the F he WANT AND FOR 
River towns, especially Muscatine to and including —. Advertise in the i ll Read 
Hannibal both sides of the River from Springfield, SALE Department to get it or sell it. ee 
Illinois, to Moberly, Missouri. the Classified advertisements every week. 

Address “‘W. 163,’ care American Lumberman. 

















ACCOUNTANT-BOOKKEEPER 


Located in W. Va., open for position. Eight years 
manufacturing experience with band mills, four 
years with wholesalers. Familiar with cost, tax 
and financial statements. 

Address “R. 168,’’ care American Lumberman. 


SALESMAN WANTED 


A West Coast Lumber Manufacturer and Whole- 
saler of 20 years continuous and successful opera- 
tions, catering to the railroad, carbuilding, indus- 
trial and retail-yard trade, wishes to secure a 





for this purpose, while park authorities have 
found that it fully meets their needs. Of course 
it has a wide range of usefulness in orchard 
work, and in general farming, not only because 
of the features already mentioned, but because 
it operates economically, is automatically oiled 
and dustproofed, so that with the minimum of 
attention it can be maintained at high efficiency. 
Its adaptability to varied industrial uses, and its 
low price and small operating cost, should be 
of interest to many lumbermen. Full details of 
this small Cletrac, or the 20 and 30 horsepower 
machines, may be obtained from the manufac- 
turer. 


representative for Chicago and contiguous territory. 
Such representative must have energy, understand- 
ing and real ability. Prefer an individual, but 
would consider an established firm. Give full and 
complete information and references, and indicate 
basis preferred in first letter. 

Address “L, 165," care American Lumberman. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





WANT INDUSTRIAL SALESMEN 


For Chicago, New York. Pacific Coast wholesaler 
who will give real co-operation, wants active sales- 
men, sell Fir, Spruce, Hemlock, Cedar and West- 
ern Pines, exclusive territory, commission or profit 
sharing basis. 

Address “K, 160," care American Lumberman. 








A-1 CIRCULAR SAWYER & FILER WANTS JOB 
8 years’ experience on right and left hand portable 
sawmills, sawing 25 varieties of timber. I can do 
my own dismounting, setting up etc. Will go 
anywhere. A-1 references. 

Address “‘S. 154,” care American Lumberman,. 


WANTED POSITION 


and 





By first-class circular filer. Good 


hammerer. 
Address “W. 152,”’ 


sawyer 


American Lumberman. 


ED 


care 





SPECIAL MILLWORK ESTIMATOR 
And salesman. Handle any class of architectural 
work, fast and accurate. Fifteen years in the 
Atlantic border states. Zest of reference. 
Address “W,. 161," care American Lumberman. 




















